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COMING—NEXT ISSUE — “Dealer's Low- 
Cost Home Beats Prefab.” Eleven con- 


MAGAZINE OF NEWS e MERCHANDISING tractors are building Henry Wormhoudt's 


low-cost nouse in Ottumwa, lowa. Even 


DISTRIBUTION e MANAGEMENT the prefab dealer quit and joined up 


Don’t miss this amazing dealer story 





Assignment Box -- Nerve Center for Truck Deliveries . . . See Page 44 














DEXTE 


Designed for your profit 


You can’t help but profit when you sell these Dexter key-in-knob sets, with rugged, 


lifetime service and striking beauty at popular prices. And installation is simplicity 


itself. Illustrated above: No. 600 Pin Tumbler eylinder set for the ultimate in 
security; and (below) No. 300 Dise Tumbler cylinder set, for dependable security 
where price is a factor...now available Master Keyed. Write for a Dexter 


factory representative to call on you. 


DEXTER LOCK COMPANY 


A SUBSIDIARY OF NATIONAL BRASS COMPANY 
GRAND RAPIDS, MICHIGAN 


tn Canada: Dexter Lock Canede iid., » 
in Mexico: Dexter Locks, Plote Elegante, S.A, de oo eV. 
Menterrey, Nveve Leen 





Acme Sliding Door Hardware is 
guaranteed for the life of 

the building. Write for complete, 
illustrated catalog. 


resists wear 
like 
childs play 





Sliding door 
hardware 


ACME APPLIANCE MANUFACTURING COMPANY « 35 SOUTH RAYMOND AVENUE «¢ PASADENA 1, CALIFORNIA 
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REMODELING WITHOUT RE-PLASTERING 
...0 phugllable way 


0 greater 
“Do-it-yourse 


) 


' Sales! 


UPS0 
Kuwee- 


that they can recover cracked ceilings— without replastering. Explain that 
Upson Kuver-Krak Panels are applied over cracked plaster and anchored from the 
back with “floating fasteners.”’ Show them how these invisible fasteners 

eliminate visible face nailing. Assure them that—with only simple 
carpentry they can apply this beautiful new erack-proof ceiling in 


a matter of hours. And in a matter of minutes you will have made a sale. 


THE UPSON COMPANY, 948 Upson Point, Lockport, N.Y. 


Please send me booklet and information on Upson Kuver-Krak Panels. 


Nome 
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Refresher Meetings 
for Salesmen Pay Off 


Periodic meetings of dealer and whole- 
saler sales organizations at which 
manufacturers representatives review 
product features and report latest prod- 
uct developments, have proved an im- 
portant sales help. The Upson Company 
reports participation in many meetings 
of this kind. Four are shown below. 


Nicholas Wire and Aluminum Co., Daven- 
»ort, Iowa. Standing left to right, A. C. 
Snyder, R. Eastridge, Upson repre- 
sentatives. Seated left to right, George E. 
Schultz, Nicholas Branch Manager; Herb 
Saunders, Donald Stevens, M. C. Smalley, 
George Donavan, Tom Cosgrove, John 
Lindorfer, Nicholas salesmen. 


Peninsular Supply Company, Miami, Flor- 
ida. Seated left to right, Tom Norton, 
J. M. Anderson, Peninsular salesmen; 
George Garmany, Charlie Osterag, Upson 
representatives. Standing left to right, A. R. 
Huffman, Byron G. Hornsby, K. W. Davies, 
William A. Brady, James C. Culpepper, 
Charles A. Johnson, Peninsular salesmen. 


Huttig Sash and Door Company, Dallas, 
‘Texas. Seated left to right, Floyd Salmon, 
Ash P. Huse, Byron Butler, Ron Bliven, 
Joe B. Montgomery, Max T itmer, 
Huttig salesmen. Standing left to right, 
R. E. Nugent, Huttig Manager; G. ; 
Engel, Upson representative; T. J. Smith, 
Jack Franzen, Curt Williamson, Fred 
Goudy, Huttig salesmen; Jack Dillion, 
Upson representative. 


Wholesale Service Supply Corporation, A\l- 
bany, New York. Front row fof to right, 
George Hellmuth, W. E. Nolan, C. K. Hunt, 
A. J. Matthews of Wholesale Service. Back 
row left to right, Arthur P. Fisher, Sidney 
Dixon, Richard Decker, Joseph Smith of 
Wholesale Service, and James E. Dunbar, 
Upson representative. Standing, H. 
Walton, Upson representative. 
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MENGEL Mahogany FLUSH DOORS 





GIVE YOU A SALES “PLUS” 


yet cost less than many domestic woods! 








ae 


. 

Cait African Mahogany has long 
been acknowledged the 
Woods has long been synonymous 
with “Quality” to architect, contractor 
and home-owner alike. 


Aristocrat of 


Now Mengel offers you the unsurpassed 
beauty and sophistication of genuine 
African Mahogany, in all your doors, for 
less money than you'd pay for comparable 


doors, faced with many domestic woods! 


Why? 


operates its own logging concession in 


Because The Mengel Company 


Africa’s best Mahogany section, imports 
top-quality logs in tremendous volume, 
and passes the savings on to you. 


Flush Doors and 


Flush Doors are 


Mengel Mahogany 

Standardor Mahogany 
designed, engineered and built to be better 
doors in their respective classes. Compare 


specifications and be convinced. 


Door Department, THE MENGEL COMPANY, Louisville 1, Kentuc ky 
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WASHINGTON REPORT 





Analysts Crowd Around for Careful Look at Housing Figures 


A few weeks ago, when the Bu- 
reau of Labor Statistics said the 
number of new housing starts in 
May had been smaller than in Ap- 
ril, all the analysts of this indus- 
try crowded around for a careful 
look. A good many made out that 
it was just one of those jiggles 
that might be important but that 
probably didn’t mean much. They 
did say, however, that it would be 
a good idea to watch the June fig- 
ures; and if they sagged, too, may- 
be we’d better count the spoons. 
Or words to that effect. 

Well, they did sag. Not very 
much; but that made twice in a 
row, and it might get to he a hab- 
it. June was 4.000 below May; and 
May was 3,000 below April. This 
year’s June was 500 below last 
vear’s. However, each of the first 
four months of ’53 led its oppo- 
site number of ’52: so, despite the 
deficits of the fifth and_ sixth 
months, the first half of this year 
led the first half of last year by 
11,300 housing starts. This would 
look pretty good; except that the 
May-June decline MIGHT mean a 
trend. 

So what really does give? A 
number of different guesses. We’ll 
start with some cheerful items. 


Percentages Higher 


Commerce and Labor say the to- 
tal of ALL new construction—pub- 
lic, private, heavy, light, residence 
units, highways, utilities, churches, 
commercial and industrial plants 
and all the rest of the things 
put in place during June came to 
the hearty figure of $3.2 billion. 
This was nine percent above the 
amount for May and eight percent 
above the figure for June of last 
year. 

This looks like quite a market; 
also as though construction money 
wasn't so scarce. But there are 
those who say it’s a bad sign when 
the number of residence starts be- 
gins to decline. You know what 
they say about box fighters. The 
legs go first. However, something 
new seems to have been added of 
recent years; that is, house con- 
struction seems more _ closely 
geared to John Customer’s feelings 
about ALL markets. Time 
when John was _ pretty 
about building a house. It might 
be his biggest purchase; and he 
was easily scared out. 


was 
gun-shy 
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How Much Per Month? 


But in these days he isn’t likely 
to brood over the number of 
thousand bucks it’s going to cost; 
and how’ll he ever save enough to 
pay for it! He asks how much the 
down payment is and how much 
it'll take per month. If the an- 
swers fits into his personal finan- 
cial pattern, it doesn’t scare him 
any more than does the idea of 
buying a new hat. Well, maybe 
a little more. But once he’s an- 
swered those down - payment, 
monthly-payment questions in a 
satisfactory way, he’s pretty much 
in the groove. True enough, he’s 
a tougher man at making a bar- 
gain come his way; which means 
it’s a buyer’s market right now. 

Well, the most recent customer 


survey for the Federal Reserve 
makes it clear that John and Jane 
Customer are of a mind to keep on 
buying; and they aim to do it over 
a fairly wide market front. This 
has been a good year for car sales, 
measured in number of cars; bet- 
ter than last year. The surveyors 
say the car market will continue 
strong into, and maybe through, 
next year. The same thing shows 
up in the general field of house- 
hold equipment. One stout reason 
for these good markets is the ris- 
ing tide of wage and salary work- 
ers incomes. There’s been an un- 
usual amount of individual sav- 
ings accumulated. Some of this 
hoard has been invested in rainy- 
day bonds, but quite a lot carries 
John’s private mark, say, for the 
down payment on that house. 


What About the Number of Houses This Year? 


The NRLDA sees no special rea- 
son for backing away from its ear- 
lier estimate of as many new 
starts this vear as last. That 
would be 1,127,000. Some builders 
say an even million. The NRLDA 
guesses that if the number of 
starts begins to decline energetic- 
ally, the President will use his new 
authority to reduce down payments 
in certain classes of insured mort- 
gages and to extend the payment 
periods. 

This power to shore up the house 
construction industry was really 
intended to give the whole econ- 
omy a shot in the arm; if such a 
stimulant appears to be necessary. 
There’s some doubt if the President 
will use this hopper-upper unless 
the national economy first begins 
to go soft; and there’s much con- 
viction, in this industry, that he 
should make use of it before the 
softening begins. Could be the 
old, sad slip-up; too little, too late. 

Much feeling in the industry 
that the supply of mortgage money 
is the key to housing success. Also 
that some shifts in Federal hard- 
money policies are throwing scares 
into the market. That’ll probably 
shake down in due time. But what 
about old Federal policies in re- 
gard to housing finance and their 
effects upon what we do? 

Norman Mason, a noted leader 
in this industry and chairman of 
the construction and civic devel- 
opment department committee of 


the Chamber of Commerce of the 
United States, has been making 
some sober statements about these 
things. He mentions the fact that 
house construction depends so 
heavily upon mortgage credit that 
during the past 20 years the Fed- 
eral government has felt obliged to 
increase the amount and to steady 
the availability of this supply of 
mortgage money. 

The agencies which the govern- 
ment set up, the Home Loan Bank 
system, the FHA, the FNMA, and 
the Loan and Guaranty Service of 
the Veterans’ Administration, were 
intended to serve as auxiliaries of 
normal lending activities and to 
aid the private mortgage market 
to function with greater confidence 
and over a wider area. 


Mortgages and Welfare 


It may be said briefly that in 
Mr. Mason’s opinion these early ob- 
jectives got pulled out of line by 
the mixing of welfare concepts 
with the simple original purpose of 
insuring mortgages. 

This is too brief a mention of 
Mr. Mason’s careful analysis of 
government efforts in the mort- 
gage market. Enough to say that, 
in his opinion, the government's 
efforts to control all the details of 
home building and mortgage lend- 
ing has set up a_ discriminatory 
pattern that has hurt the very peo- 
ple the government wanted to help. 
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jy 30,200,000 People 


WILL SEE THIS AD! 


yell! WALLAYD 
der Atkya for Wall Pst just the 


\ 
Oey N WALL ENAMEL rRMLATION 


BRUSH iNNiNg --- 
YEARS hes 


...full pages 
this Fall 
in these leading 
national 
magazines... 





THE SATURDAY EVENING POST 
Sept. 12th... Oct. 3rd 


BETTER HOMES AND GARDENS 
Sept. . . . Oct 


U.S. NEWS & WORLD REPORT 
Sept. 18th... Oct. 9th 


FORTUNE Sept... . Oct 


BUSINESS WEEK 
Sept. Sth... Sept. 26th 











BE READY TO MEET THE DEMAND! 
STOCK UP NOW AND DISPLAY WALLKYD-BASE WALL FINISHES! 


Produced by leading paint manufacturers everywhere 


For a list of these companies, address . . . 


REICHHOLD CHEMICALS, INC. 
630 Fifth Avenue, New York 20, N. Y. 
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NEWS BRIEFS 





“$1.63 a day buys this home”... is the way a Florida dealer an- 
nounces two-bedroom homes (three bedrooms at $1.79 a day). Nothing 
scares a prospective home buyer more than to be told the price of a house 
in thousands of dollars. Putting the price within the imaginative powers 
of Mr. and Mrs. Prospect is a far more favorable sales approach. 


Increases of 2.6% in hourly wage scales ... of union construction 
trades workers was reported by the BLS for the second quarter. Approx- 
imately 60% of the 585,000 construction workers covered by the study 
received scale increases; estimated average wage was $2.69 an hour on 
July 1. 


Despite reports of high dollar volume . . . in construction, including 
residential, the outlook for continuation of this volume in the next six 
months is not promising. A major deterrent is the demoralized FHA and 
VA mortgage market, which is, in turn a product of the continued hard- 
money policy. So says the NAHB. strongly urging every builder using 
GI financing to obtain a copy of TB4A-138 from his local VA office and 
familiarize himself with its contents. 


“Don’t be silly, George . . 


. you can’t buy a garage in a denartment 
store,” 


said the dewy-eyed bride. But George wasn’t silly. Macy’s, New 
York City, is selling custom-built garages and who'd dare guess how 
many department stores will “follow the leader’? The Macy garage is 
a sturdy car barn, sells for only $845 in Nassau and Suffolk counties, N.Y. 
It can be financed through FHA for $35 down. 


The four-day week . . . was instituted July 27th by two west coast 
plywood companies. Stephen Michael, manager of coast operations for 
Plywood, Inc., said the cutback is being taken temporarily to study mar- 
ket conditions. Kalpine Plywood Co. and Crescent Plywood Co. put about 
380 employes on the short week; production, currently averaging 6.50 
million square feet a month, will be reduced about 20%. Georgia-Pacific 
Plywood Co. and Evans Product Co. started the four-day week earlier 
in July, and Walton Plywood Co. planned it for August. 


2000-a-day Korean veterans ... are returning to civilian life. There 
are now over 16,500,000 Korean and World War II veterans and only 
about 3,000,000 have used their home-buying rights. 


In every state but Texas .. it is now possible to open-end a mort- 
gage, said Life Magazine in the July 27th isue. This type of financing is 
“one, basically, that can be reopened, renewed for the amount that has 
been paid off and, in some cases, increased.’ In California, an enlarged 
living room, relocated bedroom and detached garage added $2,325 to the 
remaining $9,865 mortgage on a home; the original was $9,920. New 
payments are up from $89 to $106. A New Jersey dealer profited simi- 
larly when a kitchen in a Rutherford home was remodeled for $1.976 af- 
ter mortgage had been reduced $1,195. However, New Jersey law re- 
stricts open-end loans to $1,000, so homeowner took an FHA loan for 
balance; the mortgage was extended four years. 


“See Your Lumber Dealer Today” ... the catchline phrase of the 
Douglas Fir Plywood Association’s summer promotion program. is re- 
peated 212 million times repeat 212 million in the ads in daily 
newspapers, magazines, etc. 

A $15,000 do-it-yourself house ... will be built by a Korean veteran 
for himself and his family during the 11-day do-it-yourself show in Los 
Angeles this month at Pan-Pacific auditorium. The veteran receives 
basic construction lessons from a Santa Barbara prefabber, who provides 
advance installation, while the management of the show and exhibitors 
will furnish the home. Ted Bentley, director of the show, which opened 
July 30, said earlier last month it had already sold more than twice °* 
much space as the record-breaking New York do-it-yourself show this 
spring. 
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Start Clearing Site 
For Housing Center 


Wrecking crews have begun 
clearing the site in midtown Wash- 
ington for the National Associa- 
tion of Home Builders’ new ‘“Na- 
tional Housing Center.” The eight- 
story, air-conditioned structure 
will be a showcase in the design, 
construction, materials and work- 
manship that go into the modern 
American home. 

The Center will serve as head- 
quarters for NAHB and also as a 
permanent exhibit building for 
manufacturers whose products are 
used in home construction. It will 
be open to the millions of tourists 
in the capital annually. 

Emanuel M. Spiegel, NAHB 
president, and Nathan Manilow. 
chairman of the _ association’s 
building committee, said actual 
construction will begin about Sept. 
1. after two hui'dings now on the 
site at 1625-27 L St., N.W., have 
been razed. A grand onening in 
Fentember 1954 is the target date. 

Space allocations will be made 
after the ground - breaking next 
month. Exhibit space was doubled 
after a meeting with manufactur- 
ers in Washington June 22 


“ak. 


Robert L. Craft Named 
Secretary of ILBSA 


Robert I. Craft, formerly the 
association's field representative 
has been appointed by the board 
of directors to succeed Carl W. 
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Nagle as secretary-treasurer of 
the Indiana Lumber & Builders’ 
Supply Association. 

Nagle announced his resignation, 
effective August 15, to become as- 
sistant secretary of the Woodwork 
Jobbers Service Bureau in Chicago, 
which is composed of sash and 
door jobbers in central and eastern 
U.S. and has several Indiana firms 
in its membership. He has been 
ILBSA secretary since May, 1950. 

Craft is well known to Indiana 
dealers for his work in the field, 
editor of the Hoosier Board and 
Brick, and coordinatior of educa- 
tion. He joined the ILBSA in June, 
1950, following personnel and pub- 
lic relations work. 


A. J. Jordan is president and 
Adolph Pfund is secretary of the 
WJSB, which will hold its annual 
meeting Sept. 14-16 at the Statler 
in New York City. 


Congress Puts Brakes 
On Public Housing 


Amid heated charges and denials 
that it would destroy the govern- 
ment’s low-cost public housing pro- 
gram, the House has approved a 
sharply pared $447,429,499 appro- 
priation bill for various federal 
agencies. The final figure was a 
slash from $890 million requested 
by the President. 


The bill was an adjustment be- 
tween separate versions passed 
earlier by the House and Senate, 
but was lower than either and, at 
press-time, Congress was prepar- 
ing to put the brakes on the na- 
tion’s public housing program. 

The House voted to permit no 
new public housing starts for the 
fiscal year which began July 1. The 
Senate approved 35,000 new units 
as asked by the President. The 
compromise version authorizes 
20,000 new units to be built from 
a backlog of some 60,000 units al- 
ready contracted for and await- 
ing funds. It stipulates that no 
step should be started toward any 
future units. 


Its adoption and incorporation 
into the appropriations measure 
will bar the Public Housing Admin- 
istration from executing any new 
contracts during fiscal 1954. 

The conference committee agreed 
to give the PHA $6,500,000, but 
failed to agree on the matter of 
rejection of public housing projects 
by local communities. 

“The cold facts are that public 
low-cost housing is being de- 
stroyed today,” said a congress- 
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man. After the building of the 20,- 
000 units already contracted for, 
the housing program will be dead, 
insisted another solon. 

A Mississippi representative said 
the issue was whether American 
citizens should own their own 
homes, built by private enterprise, 
or “whether we are going to have 
regimented people living in row 
houses . . . subsidized by taxpay- 
ers.” 

Housing officials felt the decision 
virtually turned the program back- 
ward, giving it a liquidating status 
only; “the greatest setback in pub- 
lic housing history.” 


Loans Near in Midwest 
Grain Storage Pinch 


An Agriculture Department of- 
ficial close to price support policy 
making said he expects the Gov- 
ernment soon will make emergency 
loans available to farmers in the 
midwest, where grain storage fa- 
cilities are short. 

But he hinted loans might be 
made on wheat stored in tempor- 
ary structures such as old chicken 
coops or crib runways — “some- 
thing with a roof over it.” 


Urge Farm Building 

In another development, John H. 
Davis, C.C.C. president, urged 
wheat farmers to build additional 
storage space on their own farms 
to be sure of getting price support 
loans. 

He said that on-farm storage is 
the fundamental need in meeting 
the problems of heavy supply sit- 
uations, and emphasized that the 
C.C.C. makes loans to farmers who 
need financial assistance in build- 
ing storage facilities. 





American Lumberman’s 
Export Department 


Auckland, New Zealand is the 
destination for a “Do-It-Your- 
self” kit recently shipped to 
Whitley & Co., Ltd. of that 
city. Whitley’s asked that their 
order be given immediate at- 
tention and stated they were 
regular subscribers to Ameri- 
can Lumberman. 


Curacao, Netherlands Antilles, 
was the address for a series of 
ADservice advertising mats re- 
cently mailed to S. E. L. Ma- 
duro & Sons, Inc. Maduro’s, 
established in 1837, ordered 12 
mat pages for a consistent ad- 
vertising campaign in their 
city. 











Prefab Houser Hikes 
Output 27% in Year 


A record number of 12,738 
units were produced by National 
Homes Corp. in the 12 months end- 
ing June 30. It was a 27% increase 
from the 10,058 sold in the preced- 
ing year by the country’s largest 
manufacturer of prefab houses. 
National produces more than one- 
third of the prefabricated, single 
family units in the country. 

The company is laying extensive 
plans to capture a_ substantially 
larger share of the total housing 
market next year, said George E. 
Price, executive vice-president. Its 
1952-53 sales were $35,210,000. 

Production in the company’s 
plants in Lafayette, Ind., and 
Horseheads, N.Y. is currently run- 
ning at 76 houses a day. Price pre- 
dicted production of 25,000 prefab 
houses in the current fiscal year. 

National plans to enter’ the 
southwest housing market with a 
home engineered for that climate, 
Price disclosed. Its restyled 1954 


line will be introduced early in Oc- 
tober. 


Prevailing tight mortgage mar- 
kets have not affected the overall 
operation, he said, and its National 
Homes Acceptance Corp. has 
placed nearly $17 million of mort- 
gages and at present has $6.5 mil- 
lion of uncommitted funds avail- 
able for financing sales. 


An intensive advertising cam- 
paign will be started this fall in a 
drive for more prefab dealers. 


Private Industry 
Into Housing Study 


Private industry implemented 
its proposed program for revamp- 
ing the federal housing programs 
the end of July. Five separate 
committees, made up of trade or- 
ganizations in the construction 
field allied with home building, be- 
gan presenting their views to Al- 
bert M. Cole, HHFA administra- 
tor. 

The effort grows out of Cole’s 
“shirtsleeve conferences” inaugu- 
rated earlier last month. After the 
series of meetings at HHFA head- 
quarters, it was decided that the 
industry groups should combine 
forces for united presentation of 
their ideas. These, in turn, ap- 
pointed subcommittees which have 
now met and reported back to their 
parent bodies. 

Working the recommendations 
of the sub-groups into a firm pre- 
sentation to Cole took another two 
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CAK FLOORS 
Prefinished and Unfinished 


END-MATCHED SOUTHERN 
PINE FLOORING 


SOUTHERN PINE 
TIMBERS 


MULTI-WOOD 
BLOK FLOORS 


MEMBER: National Oak Flocring Man- 
ufacturers' Association, Southern Pine 
Association and S.P.I.B. 
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OAKBLOK FLOORS 


SOUTHERN PINE 
PANELING 


PALLETIZED HARDWOOD SOUTHERN PINE 
FLOORING MOULDING AND TRIM 


PALLETIZED FURNITURE MIXED CARS GIVEN 
DIMENSION F PARTICULAR ATTENTION 


WRITE, WIRE, TWX OR PHONE 740 


D.L.FAIR LUMBER CO. 


LOUISVILLE, MISSISSIPPI 





weeks or more. It was decided that 
a report to Cole would be made be- 
fore August 15. 

Committees are covering the 
fields of finance, public housing, 
slum clearance and urban redeve'- 
opment, research and statistics and 
miscellaneous. The last group cov- 
ers such fringe activities as pre- 
fabricated housing, college hous- 
ing, Alaskan housing, school con- 
struction and disaster shelter. 

As the project moves along, 
more and more trade associations 
are being incorporated into it so 
the final result can speak for as 
many housing interests as possible. 


Millworkers Launch 
New Association 


Thirty-six prominent members of 
the special millworking industry 
met in Chicago recently with ex- 
ecutives of associations identified 
with the industry to outline objec- 
tives and establish the National 
Organization Development com- 
mittee of Special Millwork Manu- 
facturers 

The group reviewed results of a 
three-months’ survey by the Byrne 
Marcellus Company, professional 
trade management company, which 
pointed out the need for close, 
planned cooperation by industry 
members to hold their place in the 
building field. Members voted unan- 
imously to constitute themselves 
a development committee to organ- 
ize the new association. The com- 
mittee will be headed by Charles A. 
Rinehimer, president of Rinehimer 
Brothers Manufacturing Co., Elgin, 
Ill., who was chairman of the Spe- 
cial Millwork Advisory Committee 
during OPA. 

The Byrne Marcellus Co. was re- 
tained as executive secretary to 
serve the committee comprised of 
36 special millwork fabricators 
from 14 states. The committee will 
hold regional meetings until Oct. 
15, when the first national conven- 
tion will be held in Chicago. Re. 
gionals are to acquaint several 
hundred fabricators with objec- 
tives of the exploratory meeting. 

The meeting at Chicago's Cor- 
gress Hotel Oct. 15-16 will take 
up: architect's relations, promo- 
tion and publicity, combating sub- 
stitute materials, estimator train- 
ing, labor relations and contract 
surveys, research, supplier's co- 
operation, relations with govern- 
ment agencies, industrial wood 
products, and advertising help to 
operators. 
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NAHB Urges Lower 
FHA Down Payment 


Government figures on the hous- 
ing starts for June indicate a need 
for lower FHA down payments be- 
fore the dip becomes serious, the 
National Association of 
Bui'ders said late in July. 

“The government's own statis- 
tics confirm the need for lower 
FHA down payments to bring more 
middle-income families into the 
housing market before the current 
dip in home building becomes seri- 
ious,’’ warned the association. “Tt 
is important to note that statis- 
tics reflect only what has _ hap- 
pened in the past hased on last 
year’s planning.” 

The NAHB believes the govern- 
ment should not risk a long delay 
in easing off FHA credit terms on 
middle- and lower priced-housing. 
“Timely use of the authority to 
lower down payments would go a 
long way toward stabilizing hous- 
ing producion at a healthy level. 
Failure to do so might’ be disas- 
trous for the whole national econ- 
omy,’’ it said. 

Congress’s recently passed om- 
nibus bill for 1953 gives the Pres- 
ident authority to change existing 
down-payment terms on_ single- 
family housing where the mortgage 
amount does not exceed $12,000 to 
not less than 5%, of the value. The 
time and extent of this action 
would be determined by the gen- 
eral economy and its effect on the 
building industry. 


Home 


Hardboard Association 
Is Formed 


Donald 
ville has 
named execu- 
tive secretary of 
the newly or- 
ganized Hard- 
hoard Associa- 
tion, it was 
announced hy 
Harold A. Mill- 
er, Forest Fiber 
Products Company, 
the new association. 

Linville was formerly with the 
federal government as section chief 
of the roofing and insulation and 
hoard section of the Office of 
Price Stabilization. He has also 
held positions with the Federal 
Housing Administration, the War 
Production Board, the Civilian 
Production Authority, the Depart- 
ment of Commerce and with Penn 
Ventilator Company, Philadelphia, 


Lin- 
been 


president of 
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-a., and the Ruberoid Company, 
Atlanta, Ga. 

The following manufacturers are 
members of the Hardboard Asso- 
ciation: 

Superior Wood Products 
pany, Duluth, Minn. 

Oregon Lumber Company, Dee, 
Ore. 

United States Gypsum Company, 
Chicago, Hl. 

Masonite Corporation, Chicago, 
Hl. 

Chapman Manufacturing Com- 
pany, Corvallis, Ore. 

Forest Fiber Products Company, 
Forest Grove, Ore. 

The new association has been 
formed to deal with technical and 
trade promotional problems related 
to the hardboard industry. Head- 
quarters wi'l be in Chicago. 


Com- 


See Drastic Change 
In Buying Hours 


A radical change in the buying 
hours of the public is foreseen by 
a Chicago member of the National 
Association of Retail Grocers. 

Speaking at the association's 
60th annual conference at Navy 
Pier Mrs. Marie Kiefer, secretary- 
manager of the Chicago associa- 
tion said: 

“It is predicted by a research 
agency that: by 1957 most retailers 
will open their stores at 12 noon 
and remain open until 9 p.m., with 
longer hours on Friday and Satur- 
day.”’ 

The greatest single influence re- 
sulting in the changes is the auto- 
mobile, she said. 


Do You Have a Sales Commission 
Problem? 


Some kind of incentive is needed to 
keep sales up. It may be a bonus, profit- 
sharing plan or merchandise prizes — 
one or a combination of these and 
ethers. 

Hundreds of dealers replied to Amer- 
ican Lumberman’s survey of dealer's 
compensation plans. The first article 
in this important two-part series is 
found on page 65. It’s entitled, ‘How 
Do You Pay YOUR Salesmen?” An- 
other valuable American Lumberman 
exclusive. 
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Better 
Siding Sales 


"Conttivuy” Nu-GRAIN 
Gabestos- coment Siding 


Siding sales come easy when you're offering “Century” NU-GRAIN shingles, 
because this quality siding has everything a home builder 

or remodeler is looking for—beauty, durability, and economy! 

Just look at these sales features: 
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“Century”? NU-GRAIN shingles are made from asbestos fiber 
and portland cement—which makes them as permanent as stone itself. 
They won't burn, rot, or corrode; they can’t be damaged by insects 

or vermin; they are completely weather resistant. 

To make the attractive NU-GRAIN shades long-lasting, K&M embeds 
colored slate granules into the shingles under hydraulic pressure. 
There's no paint or protective coating to peel or wash off—and no 

such finish need ever be applied. Both the color and the distinctive 
wood-grain pattern are designed for a lifetime. 
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What's more, because they are low in cost and easy to install 

on a new home or on an older one, NU-GRAIN shingles appeal 
to the greatest number of potential buyers. To maintain this wide 
acceptance, these shingles are regularly advertised (in color) in 


Better Homes & Gardens 








the nation’s leading home magazine. 





Ask your K&M distributor to tell you more about these sales-making 
shingles, or write directly to us for complete information. 


These attractive shingles are made in four distinctive colors: 
NU-GRAIN gray, brown, whitetone, and green (illustrated). 


KEASBEY & MATTISON 


COMPANY © AMBLER © PENNSYLVANIA 


imerica’s first maker of asbestos-cement shingles 
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Acme Steel Strappin 
insures ham 


And cuts truck loading time 87% for lumber company 


oS aoe 


CLANCY LOWERS THE BOOM on time-consuming materials-handling operations by bundling lumber with Acme Steel 
Strapping and cutting truck loading time from four hours to 30 minutes. 

The Clancy Lumber Company, Grayson, Alabama, tied together 
all the loose ends in its materials-handling operations with Acme 
Steel Strapping and speeded the flow of finished lumber from its 
mill by 87 per cent. 

Since the mill is located 40 miles from the nearest railhead, trucks 
move all ready-for-market lumber. And when the Clancy trucks 
were hand-loaded,.it took two men four hours to put 15,000 board 
feet on a flat-bed truck. 

Now loads of equal size are placed on trucks in just 30 minutes 

87 per cent faster than the old method—by using Acme Steel 
Strapping to bundle loose sling loads of lumber which are then 
moved to position on trucks. 

Ask your Acme Steel representative to point out ways you can 
insure Safe Arrival of your products and reduce handling and haz- 
ards. Or write Acme Steel Products, Dept. AL83. 


ete 
Acme Steel Products Division ACME STEEL COMPANY 2840 Archer Avenue, Chicago 8, Ill. 
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THE TRIPODERO 


(Collapsofemuris geocatapeltes) 


The chaparral and foothill forests ¢ 
of California contain many queer 
freaks of one kind and another. We 

are told one of the strangest and 
least known is the tripodero, an 
animal with two contractile or tele- |, 
scopic legs and a tail like a kan- 
garoo’s. 


This peculiarity in structure enables the animal to 
elevate itself at will so that it may tower above the 
chaparral, or if it chooses, to pull in its legs and 
present a compact form for crowding through the 
brush. 


The tripodero’s body is not large but is solidly built, 
and its head is nearly all snout, the value of which 
is seen in the method it obtains food. As the animal 
travels through the brush-covered country it elon- 
gates its legs from time to time, shoving up above 
the brush for observation. If it sights game within 
a range of ten rods it takes aim with its snout 
and tilts itself until the right elevation is obtained. 
Then with astounding force it blows a sun-dried 
quid of clay, knocking its victim senseless. (A sup- 
ply of these quids is always carried in the left jaw.) 
The tripodero then contracts its legs and bores its 
way through the brush to its victim, where it stays 
until the last bone is cracked and eaten. 
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LEGENDS 
REMEMBER 


KINZUA PINE QUALITY 
IS NO FREAK OF NATURE! 


Scientific planning — from operation of our 
vast tree-farm to utilizing the finest equip- 
ment and manufacturing methods — assures 
you long-run satisfaction with Kinzua Pon- 
Your builders will like its soft 
workability 


derosa Pine. 
texture, easy bright clean 
You will like the way it’s 100% 
precision 


and 
appearance. 
kiln 


loaded. 


dried, milled and properly 


better lumber 


and in the future, don’t 


For nou 
delay! Make your next 
order Kinzua Pine prod- 


ucts! 

















VIRGIL PARTCH 


“EVERYTHING HINGES ON HAGER/: 


FREE! if you enjoyed laughing at Virgil Partch’s mirth-making cartoon this 
month, send for Hager’s new book containing 28 full-size popular “Everything 
Hinges on Hager” cartoons! It’s FREE! Just address 











C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + St. Louis 4, Mo. 
Founded 1849 — Every Hager Hinge Swings on 100 Y.ars of Experience 


August 10, 1953, AMERICAN LUMBERMAN & 





Give then a akchwashet thats really work- free! 
Give them 2 dshwasher that WAShES. F WAGS Cleaner, 








ROTO-TRAY DISHWASHER 


The day is here for dishwasher sales! We vigorous streams of water, washing every 
all know women waited ... when it came dish 3 ways cleaner than by hand. It’s 
to buying a dishwasher . . . until they could work-free too ... the pre-rinse does most of 
find the one that would be really work-free, the preparatory work, then the washing 
that would really wash clean! cycle, then three rinses that leave the dishes 
sparkling and clean the tub itself. Easiest 
ROTO-TRAY HAS THE ANSWERS loading as the Roto-Tray turns like a Lazy 
Susan. 
This is the dishwasher you can demonstrate, Be ready for 
that will prove, before your customer’s eyes, the growing de- 
that it does the very things she’s been look- mand for Amer- 
ing for. ican Kitchens 
It’s the exclusivé Roto-Tray ... that Roto-Tray Dish- 
turns to bring top-tray dishes through the washer now! 


American Kitchens Division, Dept. AL-8 
AVCO Manufacturing Corp., Connersville, Indiana 


I am interested in an American Kitchens franchise 
if one is available in my area. Please have my 
nearest distributor contact me. 


Free-standing 4 wr Cy! , Name 
Model DW24 wo indicia 


Zone State 


Buitpinc Propucts MERCHANDISER 





BATHROOM 





ptactically sell 


@ Norwalk’s handsome new line of cylindrical lock- 
sets on this eye-catching merchandiser is a sure-fire 
sales builder. 

Appearance alone of the display draws attention; 
the varied selection and smooth mechanical per- 
formance of the locksets are real convincers. And 
when your customers discover how easy it is to in- 
stall a Norwalk — without special tools or gadgets 
— the sale is practically made. 

Just about all you have to do is tell them the 
price, ring up the sale, and wrap up the smart new 


themselves 


REM ERR: ipo ORE Ae ape ors 


Norwalk package for them. 

Speaking of prices, you’ll be surprised at the 
modest price tags these outstanding locks can carry. 
By concentrating on only those items for which the 
demand is strongest, Norwalk offers a better-built, 
better-looking lockset than you’d expect at any- 
where near their prices. 

That also means a smaller inventory, faster turn- 
over and bigger profit for you. So call your whole- 
saler for your Norwalk cylindrical lockset display 
or write to: 3.17 


NORWALK LOCK COMPANY 


39 5 BROADWAY, 


NEW 


YOR K 13, WN. Y¥. 
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____ This Is 
W estinghouse 


micarta 


More and more builders are turning to 


MICGITG... can you fill their orders? 


Use of MicarTa in large home-building MicartA-bound builders by joining the 
projects and individual homes is creating highly profitable MicarTa Lumber Dealer 
a high-profit market among builders... Plan. The plan is simple, and involves no 
your customers! The demand is due to work in selling MICARTA... it’s pre-sold 
aggressive television and magazine adver- for you. 

tising plus growing industry recognition For details of the plan call your nearest 
of the quality and built-in sales appeal United States Plywood Representative or 
of MICARTA. fill out the coupon below. )-06536 
You can be ready to fill the order of 


UNrreD STATES PLYWOOD CORPORATIGN 
55 West 44th Street, New York 36, N. Y. 


Please send full information on your MICARTA 
Dealer Plan. 
NAME 


ADDRESS 


Cir ZONE STATE 


~———---------4 
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YOUR R-O-W MANUFACTURER IS... 


ALABAMA 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 
ARKANSAS 
CENTRAL ReOeW DISTRIBUTORS OF ARKANSAS 
North Little Rock, Arkansas 
CALIFORNIA 
CALIFORNIA BUILDERS SUPPLY, INC. 
Richmond, Fresno, Sacramento 
1. M. COBB CO 
Los Angeles, San Diego 


COLORADO 
LUMBER DEALERS, INC. 
Denver, Colorado 


CONNECTICUT 
GENERAL WOODCRAFT CO., INC. 
North Bergen, New Jersey 


DELAWARE & DISTRICT OF COLUMBIA 
DEALERS WAREHOUSE SUPPLY CO., INC. 
Baltimore, Maryland 

FLORIDA 

V. E. ANDERSON MFG. CO. INC. 

Bradenton, Fla. 


GEORGIA 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 
IDAHO 
BOISE — & DOOR, INC. 
Boise, | 
JOHNSON” BROS PLANING MILL CO. 
idaho Falls, idaho 


ILLINOIS 
V. E. ANDERSON MFG. CO., INC 
Owensboro, Kentucky 
IMSE-SCHILLING SASH & DOOR CO. 
St. Louis, Missouri 
ReOeW WINDOW CO 
Joliet, Mlinois 


INDIANA 
V. E. ANDERSON — CO., INC 
Owensboro, Kentu 
ReOeW WHOLESALE. DISTRIBUTORS, INC. 
Norwood, Ohio 
ReOeW WINDOW CO. 
Joliet, Iinois 


WA 

ANDREW A. KINDEM & SONS, INC. 
Minneapolis, Minnesota 

WISCONSIN WINDOW UNIT CO. 
Merrill, Wisconsin 


KANSAS 
MARTIN MATERIAL CO. 


aa tpisess ; y Kansas City, Missouri 


KENTUCKY 
V. E. a oe CO., INC. 
Owensboro, Kent 
ReOeW WHOLESALE. DISTRIBUTOR, INC, 
Norwood, Ohio 


MAINE 
GENERAL WOODCRAFT CO., INC. 
North Bergen, New Jersey 


MARYLAND 
DEALERS WAREHOUSE SUPPLY CO., IN 
Baltimore, Maryland 


MASSACHUSETTS 
GENERAL WOODCRAFT CO., INC 
North Bergen, New Jersey 


MICHIGAN 
FLINT SASH & DOOR CO. INC. 
Flint, Saginaw, Michigan 
PORTER-HADLEY CO 
Grand Rapids, Michigan 
ROYAL OAK WHOLESALE CO. 
Royal Oak, Michigan 

MINNESOTA 
ANDREW A. KINDEM & SONS, INC. 
NF Minnesota 

MISSOUR 
IMSE- SCHILLING SASH & DOOR CO. 
St. Louis, Missouri 


R-O-Ws outsell other windows by 2 to 1 he tee 


Production economies have made it possible MONTANA 


° ° ° ° ° FALLS WINDOW & CABINET SHOP 
to sell this premium quality window (with Great Falls, Montana 


INTERSTATE LUMBER CO, 
the extra-value removable feature) at a Missoula, Montana 


. : . : WESTERN BUILDERS 
lower price than ordinary quality windows. Billings, Montana 
NEBRASKA 
P] THE SOTHMAN CO. 
e 7 7 Grand Island, Nebraska 
you can lift it out entirely NEw HAMPSHIRE 
GENERAL WOODCRAFT CO., INC. 
North Bergen, New Jersey 
NEW JERSEY 
GENERAL WOODCRAFT CO., INC. 
North Bergen, New Jersey 
JOHNSON & WIMSATT, INC. 
Westville, New Jersey 


R*O°'W SALES COMPANY 1336: - 68 ACADEMY AVENUE + FERNDALE 20, MICHIGAN 
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YOUR R-O-W MANUFACTURER IS... 


NEW YORK 
GENERAL WOODCRAFT CO., INC 
North Bergen, New Jersey 
A. ROBERSON & SON, INC 
Binghamton, New York 
THE WHITMER-JACKSON CO., INC 
Buffalo, Rochester, New York 


NORTH CAROLINA 
DALTON-BUNDY LUMBER CO., INC 
Norfolk, Virginia 
MILLER MILLWORK CORP 
Charlotte, North Carolina 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 


NORTH DAKOTA 
JACK R. KINNARD & CO. 
Minot, North Dakota 


OHIO 

FABROW MFG., INC 

Toledo, Ohio 

THE MAHONEY SASH & DOOR CO 
Canton, Youngstown, Ohio 

ReOeW WHOLESALE DISTRIBUTORS, INC. 
Norwood, Ohio 


OKLAHOMA 
LUMBERMEN’S SUPPLY CO. 
Oklahoma City, Oklahoma 


OREGON 
ACME MILLWORK, INC 
Kirkland, Washington 
SPOKANE SASH & DOOR CO. 
Spokane, Washington 


PENNSYLVANIA 
ADELMAN LUMBER CO. 
Pittsburgh, Pennsylvania 
JOHNSON & WIMSATT, INC. 
Westville, New Jersey 
A. ROBERSON & SON, INC. 
Binghamton, New York 


RHODE ISLAND 
GENERAL WOODCRAFT CO., INC. 
North Bergen, New Jersey 


SOUTH CAROLINA 
ReQeW DISTRIBUTORS 
Rocky Mount, Virginia 


SOUTH DAKOTA 
WATERTOWN SASH & DOOR CO. 
Watertown, South Dakota 


TENNESSEE 
V. E. ANDERSON MFG. CO., INC, 
Owensboro, Kentucky 
ReQeW DISTRIBUTORS 
Rocky Mount, Virginia 


TEXAS 
CHUPIK WOOD MFG. CO., INC. 
Temple, Texas 
KRITZER SUPPLY CO; 
Amarillo, Texas 
LUMBERMEN’S SASH & DOOR CO, 
Dallas, Texas 
SOUTHWEST SASH & DOOR CO. 
Houston, Texas 
H. E. WOODRUFF CO 
Corpus Christi, Texas 


UTAH 
R. W. FRANK & CO 
Salt Lake City, Utah 


VERMONT 
GENERAL WOODCRAFT CO., INC. 
North Bergen, New Jersey 


VIRGINIA 
DALTON-BUNDY LUMBER CO., INC. 
Norfolk, Virginia 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 


WASHINGTON 
ACME MILLWORK, INC 
Kirkland, Washington 
SPOKANE SASH & DOOR CO. 
Spokane, Washington 


WEST VIRGINIA 
ReQeW DISTRIBUTORS 
Rocky Mount, Virginia 


WISCONSIN 
WISCONSIN WINDOW UNIT CO. 
Merrill, Wisconsin 


WYOMING 
FOWLER & PETH 
Cheyenne, Wyoming 


CANADA 
CALGARY SASH & DOOR CO 
Calgary, Alberta, Canada 
CRANBROOK SASH & DOOR CO. 
Cranbrook, B. C., Canada 
HAYWARD BUILDING SUPPLIES, LTD. 
Edmonton, Alberta, Canada 
MT. PLEASANT SASH & DOOR CO 
Vancouver, B. C., Canada 
D. PORTER & SON 
Stellarton, Nova Scotia 
CUSHING MILLS, LTD 
Calgary, Alberta, Canada 
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Buyers of modern homes are entitled to the 
convenience and beauty of removable wood 
windows. No other window can duplicate 
the weather-snug construction of R-O-Ws. 
Over 8,000,000 R-O-Ws are now in daily use. 


wash both sides indoors 


SALES COMPANY 


1336- 


- 68 ACADEMY AVENUE « FERNDALE 20, MICHIGAN 





a COMPLETE LINE of 


DRY WALL TOOLS 
... another GOLDBLATT First 


2-FOR-1 TOOL 


For dry wall feathering. 2 flexible spring steel blades, 1 
curved, 1 flat 


Blades instantly interchangeable or may be used together 
if rigidity is desired. Each blade fits in either 
knife position, as illustrated, or reverse trowel 
position beneath the handle. Hardwood 
handle, steel ferrule. 

DW2!1 — Complete with blades 
OWFB — Extra Flot Blade 
(8° wide x 6” long) 
DWCB — Extra Curved Blade 
(8’' wide x 4/2" long) 


Each $4.95 
Each 1.75 


Each 1.75 


CORNER TAPING TOOL. 100° angle 
spring steel flex-o-blades make it pos- 
sible to cement both sides of a corner 
at once. Tape can be smoothed to 
clean angle in one operation. Smooth, 
comfort-grip hardwood handle. Frog 
and tang of lightweight aluminum. 

3” x §” 
7 o1 


DwcT 


Total weight of tool only 


Each $3.95 


CURVED BLADE TAPING TROWEL. For 
those preferring trowel style tool for 
taping work. Yoo! has a spring steei 
blade with a 3/16” concave radius. 
Blade is securely riveted to tough, 
lightweight aluminum mounting. Com- 
fortable handle. 
42". 

DwW34 


Blade size 10/2" x 


Each $4.10 


DRY WALL CEMENT HAWK. Specially 
made for wall board work. Stainless 
steel blade measures 10° x 5° and 
has a 1” lip. Hawk weight only 18 
or. for lightweight comfort. Comfort. 
able hooules type handle. Smooth 
surface makes this tool practically 
self-cleaning. 


DWCH Each $2.75 
\ 
\ 








TAKE-DOWN “'T’ SQUARE. 47%" leg with 18° “'T’’. 
“T’ folds down to align with leg for convenient 
carrying and storage (see illustration). 477. leg, 
perfect for scoring 48° wall board panels. Square 
weighs only 20 oz. 

DwitT Each $5.25 


Items shown above are only a few of the many Dry Wall tools and acces- 
sories you'll find in the new Goldblatt Dry Wall bulletin. Fill in coupon 
below and return today for your free copy . . . and Dealer Discount Sheet. 
Prices shown above are suggested list. Our comprehensive 116-page 

Catalog of Tools and Equipment for the Trowel 


(am TOOL COMPANY. 


1924-B Walnut Street 





Kansas City 8, Mo. 


Please send me Free Goldblatt Dry Wall Bulletin 


Please send me Free 116-Page Catalog 
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Letters 





Telephone Reprints Now Available 


To the Editor: Please mail packet of booklets about 
business by telephone sponsored by Illinois Bell Tele- 
phone Company. 

Samuel B. Samuels, Quakertown Coal & Lumber 
Co., Quakertown, Penna. 


To the Editor: We would appreciate your sending 
us a packet of booklets on how to make more sales 
by telephone. 


James F. Mack, Mack Lumber Company, Holly- 
wood, Fla. 


To the Editor: May we have a complete packet of 
those booklets, as per article in your magazine. If we 
are not amongst the first 100 making this request, 
we will be glad to pay for them. 

Martin Van de Visse, Van de Visse & Kildea Lum- 
ber Co., Inc., Rochester 6, N. Y. 


To the Editor: Could you send us the free book- 
lets on “Sales by Telephone” which you had shown in 
the June 23, 1953 issue of the American Lumberman 
magazine. 

The New Canaan Fuel & Lumber Co., Inc., New 
Canaan, Conn. 


To the Editor: We would like to have packet of 
booklets for telephone clinic as described in your issue 
of June 15, 1953. 

C. I. Cheyney, President, Bailey Lumber Company, 
Bluefield, W. Va. 


Reprints of American Lumberman’s popular two-part 
series, “How to Make More Sales by Telephone” are now 
available at 10¢ per copy. Send your orders to American 
Lumberman, 139 North Clark Street, Chicago 2, Illinois. 


“New Profits in Tool Rentals” 
Reprints Available 


To the Editor: In your June 1 issue you have print- 
ed an interview held with one of your subscribers 
and our good customer, L. W. Schurgast, store man- 
ager, Hyde Park Lumber Co., Cincinnati, Ohio. 


We have 22 field representatives to whom we would 
like to send a copy of that article if you ever print it 
in pamphlet form. 

In the meantime, will you please send us a few cop- 
ies of the “Tool Rental Schedule” and two issues of 
the June 1 issue of your magazine containing this ar- 
ticle? You may invoice us for this material. 


H. A. Baker, Vice-President and Sales Promotion 
Manager, Campbell Hausfeld Co., Harrison, Ohio. 


To the Editor: We would like to obtain 50 reprints 
of ‘“‘New Profits in Tool Rentals” if they are available. 
You will find us well rated in Dun & Bradstreet, or 
if you prefer let us know the cost and we shall remit 
in advance. 


H. L. Ramsey, Vice-President, Strongridge Limited, 
London, Ont. 


Reprints of Mr. Schurgast’s exhaustive and authori- 
tative article, ‘New Profits from Tool Rentals,” are now 
available at 10¢ per copy. This includes a suggested tool 
rental schedule, Send your order to American Lumber- 
man, 139 N. Clark St., Chicago 2, Ill—KEditor’s Note. 
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The Barrett building materials line 


is distinguished for quality, variety and prac- 
ticality. It includes such basic, fast-selling 
building products as asphalt roofing shingles... 
mineral-surfaced asphalt roofings (in rolls) 
... rock wool insulation... insulated sidings... 
smooth-surfaced asphalt roofings (in rolls) 
...Mineral-surfaced sidings (in rolls) ... wood 
preservatives ... sheathings and building pa- 
pers... roof cements and coatings... protective 
bituminous-base paints . . . damp-proof coat- 
ings... tarred and asphalt felts... waterproof- 
ing compounds, etc. 


double-barreled... fi] and loaded for profit! 


fine line of building materials QM ‘nest promotion in the industry 
On| a | 


Barrett dealer support tops ‘em all! 


Colorful window and counter displays .. . 3- 
dimensional natural-color-picture selling kits 
. mats and electros for local advertising .. . 
samples ... mailing pieces ... outdoor signs 
.. National advertising. These are but a few of 
the many sales aids Barrett provides to help its 
dealers build their businesses. 
If you’re not yet tied in with Barrett... don’t 
delay. Write us today and we’ll send a Barrett 
man around to talk to you. 


BARRETT DIVISION 


——. ALLIED CHEMICAL & DYE CORPORATION 
ond 40 RECTOR STREET. NEW YORK 6.N.Y 
205 W. Wacker Drive, Chicago 6, II. 


* 36th St. & Grays Ferry Ave., Philadeiphia 46, Pa. 
1327 Erie St., Birmingham 8B, Alabama 


®Reg. U. S. Pat. Of 


ButtpiInGc Propucts MERCHANDISER 





Gree YOU'RE A BRADLEY 
pd, CUSTOMER 


You Get The 


And for the best of reasons: Because you can fill 
in needed items, when you need them, from Brad- 
ley's widely diversified Mixed-Car assortment to 
bring you top quality stock for top quality cus- 
tomers—pronto! 


Because your order is handled by Bradley's 
Arkansas Soft Pine 


Satin-like Interior Trim, Paneling, ‘ 
Finich, Steir Treads, Floering, out dealer inventory problems, backed by the 


Sheathing, Shiplap, Boards, best in modern plant facilities and equipment. 
Dimension. 


trained sales personnel, experienced in working 


Because these facts account in part for Bradley's 
leading position in the Mixed-Car business... 
and tell you why your next Mixed-Car should 
come from Bradley, made up from these prestige- 
branded products: 


Hardwood Flooring 


Straight-line Standard Strip 
and Unit Wood Blocks é 
in Oak, Beech, Pecan; 

Random Width Oak Plank; 

All Prefinished or Unfinished. 


Oak Specialties "i 
Trim, Mouldings, Thresholds, for Prompt 
Stair Treads, Risers, Glued-up Panels. Service 


KAD ALL 


LUMBER COMPANY of ARKANSAS 


WARREN ° ARKANSAS 


Call Our Nearest 


Representative 


lugust 10, 1953, AMERICAN LUMBERMAN @ 





Before you buy any truck... Make the 
[5-second SIT DOWN TEST 
in FORDS new Driverized Cab 

















SteP the worlds most comfortable truck cab! 


Its new! Its DRIVERIZED! Only FORD has it! 


It’s a truck driver’s dream come 
true! You'll know it too, in just 
the 15 seconds it takes you to... 
swing open the new wider doors... 
slide into the 3-man comfort seat 
with exclusive shock-snubber .. . 
sweep your eyes across the one- 
piece windshield and back to the 
4 ft. wide rear window... 

stretch out in big cab roominess... 
sigh a sigh of solid comfort. Man! 
What a treat for a working guy! 


The completely new Ford 
Trucks offer many great ad- 
vancements in easier driving and 
time-saving delivery, all at the 
same low price. 


They ofier new power for sus- 
tained speed travel—new Syn- 
chro-Silent transmissions for 
faster, easier shifting —new set- 
back front axles for sharper 
turning——new features through- 
out to help get jobs done fast. 


Choose the one right truck for 
your work from over 190 com- 
pletely new Ford Truck models. 


And before you buy any truck, 
make the 15-second Sir Down 
Test. It will open your eyes to 
comfort you never thought pos- 
sible in a truck. See your Ford 
Dealer today! 


FORD 6O“Y TRUCKS 


SAVE TIME! SAVE MONEY! LAST LONGER! 
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Establish Your Store 
Headquarters With 


MASTER 


A Simple and Accurate 
the Home which Your 











Contains 151 Matched Colors of 
WALLHIDE Rubberized Satin Finish |“ 
and New SATINHIDE Enamel. 
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7 » PirtspurcH PAINTS 


PAINTS + GLASS + CHEMICALS + BRUSHES + PLASTICS + FIBER GLASS 


[aor . Ss Bown 6H se... o eee CC © Mar a2 NY 
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As Home Decorating 
Pittsburgh's New 





System of Color Selection For 
Customers Can Understand and Use! 





@ You'll sell customers more efficiently and 
quickly with Pittsburgh’s new MASTER 
COLOR GUIDE. It brings more prospective 
buyers into Pittsburgh Paint dealers’ stores, 
makes more sales, increases profits — and 
establishes them as decorating quarters 


in their communities. 

HANDY TAKE-HOME @ This handy guide to more accurate color 
COLOR SAMPLES selection contains several sets of large chips 
@ This new COLOR CHIP of all the 150 colors and white in which 
BOOK pet samples for WALLHIDE Rubberized Satin Finish and 
prospective purchasers. Also SATINHIDE Enamel are available. In one 
included is a table which gives section are shown practical suggestions for 
a sag» on color harmonies that include floor coverings, 
rubberized WALLHIDE or draperies and other furnishings. Another 
new SATINHIDE ENAMEL. part of the manual permits easy arrangement 
of color samples for convenient inspection. 
This service also includes a COLOR CHIP 
— BOOK of perforated samples that customers 

Beautiful ‘a, can take home for further consideration. 


40-Page Book ‘rij, @ Both MASTER COLOR GUIDE and COLOR 
@Picechursh also : f CHIP BOOK are available at nominal cost. 


offers to ics dealers ' % , Pittsburgh also supplies to all dealers—with- 
a ecautitu 4 page “ ne . . . 
Seok which explaes AM a= out cost—a giant-size wall hanger on which 
how to use COLOR / . H 

DUNAMIES noe ali colors are displayed. 

home. It contains scores of sug- 


Salaiemy tor usaneninn quent wal @ If you are interested in the added sales and 


of room. Included are practical hints ‘ j i your tore. send 
that make painting better profits this service brings to 8 ? 
and less costly. Used as a the coupon below. 
mailing piece or on the 
sales counter, it can pro- 
duce many additional sales. 
*TM Reg 














Paint Division, Dept. AL-83, Pittsburgh 22, Pe. 
PITTSBURGH'S 
New Matching ‘TWINS’ 
— Designed for Today's Decorating Trends — 
Will Bring More Sales to Your Store. 


| am interested in more complete detail: of your new MASTER 
COLOR GUIDE and COLOR CHIP BOOK. 


Name _ 





Address_ 





City 





——e eae 
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FOR FLOORING THAT’S EASIEST TO SELL 


the Preference ig for OAK FLOORING 


Have you heard the Oak Flooring Success 
story? It's the story of national advertising 
and what it’s doing to sell Oak Flooring for 
you! 

Oak promotion is consistently selling home- 
builders in your area with effective ads in 
leading magazines. And it’s succeeding be- 
yond expectations. You'll be pleased to know 
that a recent survey shows over 83% of 
all future homeowners want Oak floors in 
homes they are planning to build. Remark- 


“Hdd edi 


i. my a ae 
yo? oe eae 


Overwhelming Profarence. | OAK 


* ARCHITECTS 80% 
* CONTRACTORS 88% 


-.--SAY DEALERS 


able, isn't it? And wonderful for you. 


So, through word of mouth and consistent 
advertising, Oak is being presold for you. 
You'll sell Oak Flooring faster if you use 
national advertising to tie in with local pro- 
motions. And remember to tell customers 
that Oak is available in grades to satisfy 
even the lowest building budgets. 


National Oak Flooring Manufacturers’ Asso- 
ciation, Sterick Bldg., Memphis 3, Tennessee. 


a a 
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* REAL ESTATE AGENTS 96% 
* FUTURE HOMEOWNERS 83% 
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STOCK DISPLAY the BEST LINE TODAY 


SU ILDING 


Propucts MERCHANDISER 


RV-LITE 


ENCLOSE-A“ PORCH +7" 
-PORCH «i: 


10 POPULAR FAST SELLERS! 


100-C COTTON REINFORCED 
700-W ALUMINUM WIRE REINFORCED 
300-CW VIMLITE 10 MESH WIRE 


REINFORCED 


400-T WAX IMPREGNATED FABRIC 


2 TYPES OF STORM PANES in handy 


36-SP CLEAR 2-MIL VINYL PLASTIC 


YOURS 
FREE 


REALISTIC 


3-DIMENSIONAL 
DISPLAY 


@ Demonstrates 
@ Illustrates 
@ Sells 


SEND REQUEST - CARD 
for FREE DISPLAY and 
Consumer Literature 
(Card packed in each 
Enclose-A-Porch kit) 


200-P PLASTIC REINFORCED 
50-C ECONOMY COTTON REINFORCED 


800-CW VIMLITE 14 MESH WIRE REIN- 
FORCED 


15-V V-LITE CRYSTAL-CLEAR 4-MiL VINYL 
PLASTIC 


“take-home” units 


12-SP DELUXE TYPE REINFORCED COTTON 


and NOW this 
valuable, new 
“HOW TO DO IT 
YOURSELF” 
BOOK will help 
you sell more R-V-LITE and 
VIMLITE 


32 pages packed with sales-building suggestions, illustra- 
tions and instructions for home, farm and factory use. 
Featured in R-V-LITE ads in top consumer magazines. Directs 
customers to your store for all types of R-V-LITE products, 
hardware, tools, paints, etc. Write today for your FREE 
SAMPLE COPY and customer order pads. 


Exclusive Manufacturers of R-V-LITE and VIMLITE 


Arvey {CORPORATION 


Since 1905 


3462 North Kimball Avenue, Chicago 18, Illinois 





taster Deliveries. WI 
WHITE 3000 


4 


SAVES SPACE at the loading dock, in 
traffic, parking and in the garage 
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YOU CAN do more work... in less time... at 
lower cost with the White 3000. 

That is the economy report on this modern White 
3000 from leaders in lumber and building supply 
firms from coast to Coast. 

Its functional design is tailored right to your 
exact delivery needs. Power-lift cab reduces main- 
tenance cost substantially. And the handsome 
White 3000 stays new... year after year. 

Get the White 3000 story from your White Repre- 
sentative. It will save more..sell more..in your service. 


THE WHITE MOTOR COMPANY 
Cleveland 1, Ohio 


Saves Time . . . Cuts Cost 

GOLLER’S EXPRESS delivers Formica Co. products 
in White Model 3022's with 18 ft. bodies, 16314” 
wheelbase. “Easier parking and better maneuverability 
and visibility with this rolling billboard for Formica,” 
reports Mr. William Goller. 


FOR MORE THAN 50 YEARS 


THE GREATEST NAME IN TRUCKS 


IN EVERY FEATURE... TOMORROW'S TRUCK TODAY 


SHORTER turning radius for 
better maneuvering, and sub- 
stantial savings in driving time. 


> 


_" - 


i) 
i - 
~ he 
: 


SAFER, BETTER to drive because 
of wide-angle vision, new cab 
comfort, driving ease, faster 
acceleration. = 


DROP FRAME design lowers 
loading height, soves reach- 


ing, saves driver energy. 
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rs thete 
. have plagued thealuminum building the MARKET S oammenuaam 


materials market long enough . . . now Quaker 
State Metals Company is ready to supply you 
with what you need in this superior line... 


Quaker State Aluminum fy f 
Roofing and Siding 


Plain, Embossed and Cross Crimped. Corrugated or 
5-V crimp, 26 and 24 gauges, lengths 6 to 12 feet. 
Heavy Aluminum Industrial Roofing and Siding— 
2%” corrugation, 22 gauge, lengths 6 to 12 feet. 


* 
Quaker State Aluminum 7 LL) / nu Mn 
Roofing and Siding Accessories e 
Flashing and Roll Valley, Nails, Ridge Roll, Outside 
and Inside Corners for Composition Siding, Door and 
Window Trim and Roof Edges—14 types. 
Quaker State Aluminum 
Rain Carrying Equipment 


Gutter and Down Spouting, Elbows, Mitres and 


eo , r-=~—Make QSM your HQ for Aluminum!=--— 
Other Rain Carrying Equipment and Accessories. 


QUAKER STATE 








Write for PRICE LISTS on Aluminum Building Products... 
Address: Quaker State Metals Company, Manheim 
Pike, P.O. Box 1138, Lancaster, Pa. 


COMPANY 


(Successor to NEW HOLLAND Metals COMPANY) 
Lancaster, Pennsylvania 


Gu cin ene Gm en en an a a a ean aban enanenesenenanenananll 
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A Keystone representative will 
be glad to explain how simple 
it is to put the P.L.U. Program 
to work in your town. Ask him 
for details. Get started with- 
Out delay. 
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Yes, Keystone’s P.L. U. Plan 
does boost farm business 


It’s a proved fact. 

But first, what is P.L.U.? These 
letters mean Practical Land Use, a 
program that helps farmers put each 
acre of his farm to work most effec- 
tively, most profitably. 

Why should you, a dealer, get 
excited about that? Here’s why! 
Farmers who adopt a P.L.U. plan 
boost their income. Their land value 
increases. 

What’s more, to get under way, 
farmers have to spend money, for 
implements, for seed, for fence, for 


feed, for fertilizer. Soon, they dis- 
cover a need for farm buildings. 
Then they start to satisfy their de- 
sire for better home improvements. 

The Keystone P.L.U. plan helps 
overcome a reluctance among farm- 
ers to spend. They spend to make 
their position more secure, to assure 
continuing profits. 

And you, the Red Brand dealer, 
who helped start them “on the 
way,” get their business. 

It’s anatural business builder, it’sa 
powerful lever to boost sagging sales. 


KEYSTONE STEEL & 


RED BRAND FENCE - 


NON-CLIMBABLE FENCE - ORNAMENTAL FENCE 
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Keystone brings 
customers to you 


Year after year, Keystone has been taking the story 

of Red Brand fence and Red Top posts to farmers 

with magazine advertising and radio programs. 

We’re telling ’em, too, about how they can 

benefit from Practical Land Use. They’re 

learning about P.L.U. and Red Brand in other 

ways, too. And now, we’re ready to help 

boost your farm sales with the most 

effective program ever. Be sure you \ er 
have the details. \* TERENCE " : 


CORN CRIBBING « NAILS » GATES + KEYSTONE POULTE NETTING 
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MASONITE PRESDWOOD 


no finer material 


for hundreds 


Suggest and sell Masonite Presdwood” 


° as the one best material for these and other jobs 
of home projects 


around the home: 


ae 


Fi shell ee 


GARAGE LININGS PORCH SOFFITS, LAUNDRY TUB 
CEILINGS ENCLOSURES 
more satisfied customers 


more repeat business 


more sales of related items a, 


—— 


CORNICES SLIDING DOORS WORKBENCH TOPS 


Better hardboards for better profits 


DRY WALL PICNIC PARTITIONS 
i, MASONITE? SS 
CORPORATION | , f 


Dept. AL-810, Box 777, Chicago 90, Il, 


j 
’ nd 
} 
ynite” signifies that Masonite Corporation | 
is the source of the product } 


| FLOORING BOOKCASE BACKS SIDING 
\ UNDERLAYMENT 


- 


\ 
\ 


Masonite Presdwood is your best ''Leader Item”’ 
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R. B. POWELL, manager of the 

Alamo Lumber Company yard at 

Eagle Lake, Tex., has found that 

farmers and ranchers who have 

used pressure-creosoted fence 

posts are his best salesmen. They THE FENCE surrounding the Eagle Lake yard LARGE STOCKS of pressure-creosoted fence posts 
return for more and bring their of the Alamo Lumber Company is of pres- are maintained by the Alamo Lumber Com- 
neighbors with them. sure-creosoted fence posts—an effective pany at Eagle Lake. 

point-of-sale display. 


HERE'S HELP FOR YOU IN SELLING PRESSURE-CREOSOTED FENCE POSTS 


Turn the page to read how the producer of U-S’S Creosote is helping to promote the use of pressure-creosoted fence posts in your 
area. Then mail this card (no stamp necessary) for full information on how to become a pressure-creosoted fence post dealer. 
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United States Steel Corporation 
Room 2816-E, 525 William Penn Place 
Pittsburgh 30, Pennsylvania 


I’m interested in distributing pressure-creosoted fence posts. Please 
send me additional information and put me in touch with pressure- 
treaters who produce this product. And, send me a copy of your new 
guide, “Fences That Pay.” 

MAIL 


THIS CARD 
TODAY— 
NO STAMP 
NEEDED! 


Name 
Address 
City 


State 
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FENCE POSTS | 


Says W. ©. Mees, 
owner of Mile-Away Farms, 
. 
Southern Pines, North Carolina 


FARM PAPER 
ADVERTISING 


This month, advertising in leading state 
and regional farm papers again is telling 
your farmer customers all about long-last- 
ing pressure-creosoted wood posts. 

These advertisements stress the savings 
in labor, savings in replacements and sav- 
ings in fence that result from using pressure- 
creosoted fence posts. They go a long way 
toward convincing farmers that pressure- 
creosoted posts are the best wood posts. 


FENCE CONSTRUCTION 
GUIDE 


The makers of U-S’S Creosote have pre- 
pared a guide to the best approved methods 
of fence construction. It deals with prob- 
lems farmers encounter in building fence, 
and it shows how pressure-creosoted posts 
save time and money. 

When you mail the card below, we’ll send 
you a sample of this guide, “Fences That 
Pay.”’ Look it over. If you'd like copies 
later for your farmer customers, your pres- 
sure-treater who uses U-S’S Creosote can 
supply you. 
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MATS FOR 
LOCAL 
ADVERTISING 


If you wish to advertise pressure-creosoted 
fence posts in your local newspapers, your 
pressure-treater can obtain mats like this 
for you. There’s ample space for your firm 
name and address. 


United States Steel is a major producer of Creosote used by many producers of 
pressure-creosoted fence posts. When your supplier tells you he uses U-S’S 
Creosote, you can be sure a quality preservative has been used. 


You've heard about them! 
You've read about them! 


We sell them / 
PRESSURE-CREOSOTED fence posts 


OCC ROMEO HRA HE OO CCF C8 OOF COO OHH! TH CFHHH ee 





FIRST CLASS 
Permit No. 3117 
(SEC. 34.9 P.L.&R,) 


-ee@reer 


Pittsburgh, Pa. 
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BUSINESS REPLY CARD 


No Postage Stamp Necessary If Mailed in the United States 





— POSTAGE WILL BE PAID BY — 


UNITED STATES STEEL 
Room 2816-E, 525 William Penn Place 
Pittsburgh 30, Pennsylvania 
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@ You've heard about pressure. 


creosoted posta from your neigh- 
bors... you've read about them 
in leading farm magazines. Pres 
sure-crecscted posts mean fewer 
posta to buy over the vears 
—e im setting and reset- 
longer life fro: 
fencing itself — 
Why are Pressure-creosoted 
posta your best buy? Because 
they are th engineered pro- 


ducts of modern wood treating 
plants. Just the right amount 
of Creosote Oil is forced deep 
into the wood to give it the 
longest possible life There's no 
guesswork involved 

Over the years, you'll find 
Pressure -creosoted posts cost you 
far leas than any other wood 
post you can use. Come in and 


get prices and other information 
today 


Your headquarters for PRESSURE-CREOSOTED posts 


DEALER SIGNaTURE 
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People have enjoyed Cushiontone “QUIET”... 











in Offices 


in Stores . . « in Restaurants 


Now, they want it in their homes . . . 


. in Playrooms . . « in Nurseries 


You'll find extra profits 
in the demand for "QUIET” 


Armstrong's Cushiontone Acoustical Tile 
brings to a home owner the same sound condi- 
tioning he’s enjoyed in commercial interiors, 

At surprisingly low cost, this fiberboard 
acoustical material can be installed in play- 
rooms, nurseries, halls, and kitchens to reduce 
disturbing noise levels. Installed in “noisy” 
rooms, Cushiontone can increase the comfort 
and livability of the entire house. 


Cushiontone comes with a smooth white fin- 


. . in Kitchens 


ish that’s been ironed-on to both the surface 
and bevelled edges. It has high light reflec- 
tivity, is easy to keep clean. Still air inside the 
holes keeps out air-borne dust. Repainting 
doesn't affect its efficiency. 

Builders find Armstrong’s Cushiontone an 
appealing extra that can often help clinch the 
sale of a house. And they like the easy way it 
goes up—it’s simply nailed in place over wood 
strips. It insulates, too, 

Ask your Armstrong wholesaler for full de- 
tails on Armstrong's Cushiontone or 


write Armstrong Cork Company, 4208 @ 
Roosevelt St., Lancaster, Pennsylvania. 


Armstrong’s Building Materials 


M-67 Monowall® + Cushiontone® + Temlok® + Hardboards + Insulating Wool - Counter-top Cement 
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Why you sell more paint 


with the new 
“Dutch Boy” Color Gallery 


Simple system — easy for your customers to under- 
stand and use. 





The colors you need to meet today’s demands, either 
traditional or modern... pastels, in-between shades, 
deep tones. But not so many colors that customers 
are confused, sales slowed down. 


Shopper stopper display case — exquisitely beau- 
tiful “showpiece” that draws people to it and makes 
them buy. 


Brings in new customers — once they get the word 
from your old customers, lots of new ones will be in 
to see this marvelous Color Gallery. And to buy paint! 


“Take-home” chips that make it easy for customers 
to match up colors with home furnishings — that also 
tell them which colors go together. 


Pocket edition—a special “tool” for selling big- 
volume prospects, such as real estate developments, 
factories, hotels, schools, etc. 


Big name brand that’s nationally advertised ... that 
people know and have confidence in. 


Outstanding paint value—every Color Gallery 
paint has the top quality all “Dutch Boy” products 
are famous for. The interior finishes are modern alkyd 
resin enamels... with all this means in easy applica- 
tion, uniformity of finish, long service. 


Priced right — customers pay no premium for Color 
Gallery paints. They're popularly priced, to appeal to 
the widest market. 


Why you make extra profit 


on every gallon of paint 
the Color Gallery helps you sell 
No Complicated Mixing — you save time. The Color 


Gallery is a simple “one-shot” system. You use only 
one blender for each gallon or quart of paint. 





Small Investment — you don’t tie up a lot of money 
in inventory. You stock only a few bases, plus the 
necessary color blenders. 


Little Shelf Space Required — your entire stock of 
color blenders fits into an area the size of an average 
door. 


Exceptional Turnover — as you carry only a few base 
paints, you get much faster turnover with the Color 
Gallery than with regular paints. 
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The big ones 
away from 


My new Color Gallery 
has already helped Manager 
Blanche Weir land three 
complete housing projects! 





Neither the big ones nor the little ones are getting 
away from Asbury’s Paint and Wallpaper Center, 
Memphis, Tenn. 


“Now, we are furnishing ‘Color Gallery’ on our 
third housing project,” Manager Blanche Weir 
writes. “Thus we know ‘Color Gallery’ supplies our 
entire trade field; the ones who apply it themselves, 
the painter, and the large buyers.” 


Good “lure” for California dealer, too! 


A. S. Huchting of Modern Home Paint Co., On- 
tario, California, reports a 21 percent increase in 
“Dutch Boy” sales . . .“due mainly to the Color Gal- 
ery itself...” He writes that the new “Dutch Boy” 
Gallery “appeals not only to our retail customers, 
but also to our contractors.” 
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Also plenty of “bites” in Missouri! 


At first, C. Gilbreath of Daniei-McCray, Kansas City, 
was “somewhat skeptical ... as to painter accept- 
ance.” Now with “better than a six time turnover on 
our original investment in the Color Gallery,” he 
writes that “sales to the consumer have been beyond 
our expectation and... the painter is proving to be 
our best customer.” 


Small buyer, big buyer ...“week-end” painter, con- 
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4 
To help you 
land the big ones... 
The Pocket Edition of the “Dutch Boy” 
Coior Gallery is a special “tool” for sell- 
ing housing projects, factories, hotels, 
schools, etc. With it, one dealer landed 
the paint order for 17 college buildings. 


NATIONAL LEAD COMPANY: New York 
6; Atlanta; Buffalo 3; Chicago 8; Cin 
cinnati 3; Cleveland 13; Dallas 2; Phila 
delphia 25; Pittsburgh 12; St. Louis 1; 
San Francisco 10; Boston 6 (National 
Lead Co. of Mass.) Reg. 1 


tracting painter ... che “Dutch Boy” Color Gallery 
is a hit with them all. Dealer experience proves this! 

So whether you have a color system or not, have 
a look at this amazing money-maker in your own 
store. Just write or phone our nearest branch office, 
and a “Dutch Boy” salesman will be glad to show 
you the Color Gallery and explain its money-making 
possibilities more fully. 
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FOR TIDY PROFITS, SHOW THEM 


f GETTY) «sme manenees 


Whoever your customers are—builders, contractors or home- 


owners—they'll often sell themselves when you point out the 
advantages of Getty casement operators. 


You'll interest contractors and builders when you point out 
the lower initial cost, extra beauty and complete utility of 
casement windows with Getty operators for their building 
programs. And when you explain that there is a Getty 
operator designed to meet their specifications for every wood 


or metal casement need—in the exact finish they require. 


The homeowner looking for a replacement unit usually will be 
irapressed by Getty’s qualicy craftsmanship even before you 
explain how Getty’s exclusive internal gearing assures easy 
operation, dependability and extratong life. When you show 
him how he can install the compact unit easily with two 
measurements and seven screws, and how it operates without” 


disturbing screens or blinds, the chances are you've made a sale. 


While they’re with you, don’t forget to show customers Getty 
accessory casement hardware—and as a closing point, men- 
tion the fact that Getty operators are used on more casements 
than all other operators combined. 





TRY THIS 1-WEEK SALES BOOSTER! 


For one week, ask every one of your store customers if there 
are casement windows in his home. A large number have 
them, but many need replacements for outmoded stay 
bors or faulty operators and have never got around to 
buying them. 


There's your chance. Show them a Getty operator ard the 
simple replacement cirections—just 2 measurements, 7 
screws, and anyone can do the job. 


You'll sell a lot of Getty operators thot way—often in 
poirs—and that over-$15-per-dozen markup is interesting. 
Try it for a week. 











H. S&S. GETTY & €CO., INC., 3348 NORTH 10th STREET ¢« PHILADELPHIA 40, PA. 


Canadian representative: A.N. Ormsby Co., 23 Scott &t., Toronto 
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NU-STYLE 
on a UNIT CABINETS 


KITCHEN WORK-SPACE PROBLEM \ 


UNITS TO FiTANY = <5 


- SHAPE OR SIZE AREA /* C i H have. ee Owen Panning Fyaplication 
a 


ra ’ \ { * 
ie ya . CAN BE FINISHED 
F | 


“TiN NATURAL WOOD Unlimited finishing possibilities 
}/\\ OR COLOR To 


A 
\] FIT ANY TASTE Multiple use throughout the home 


y 


enameled, natural or stained. 
same units adaptable for storage walls. 
Flexibility to fit any size or shape room. Adaptability to new building or remodeling. 

Custom-built appearance with standard units. Rounded edges on doors and 


ar drawers (latest ranges and refrigerators harmonize). 
Guilt ee ee Bilt-Well Nu-Style Cabinets are sectional units in 

WOOD ¥ WORK ; ? ; , 
graduated sizes. Manufactured of kiln-dried Ponderosa Pine 


. . »tely ac ine »fj > se i-asse ble 
We are manufacturers of a complete line completely m ichined, prefitted, emi-assem ed 

of Bilt-Well Woodwork; Superior Unit and carton packed. 
Windows, Clos-tite Casements, Overhead 


Pee ; CARR, ADAMS & COLLIER CO. 
jarage Doors, Combination Doors, 


DUBUQUE, IOWA 
Storm & Screen Units, Basement . 


Windows, Shutters, Exterior and Interior 
CARR, ADAMS & COLLIER CO., Dept. AL9. Dubuque, lowa 
Please send me BILT-WELL cabinet booklet. Enclosed 25c to cover cost of mailing 
. . +r Nome 
Corner China Cabinets, Mantels, Telephone 

Address 


Doors, Entrances, Gable Sash, Louvers, 


Cabinets and Stair Parts 


State 
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THE TREND !S TO AWNING = WINDOWS 





ulo-[0 
Seve outsells all others! 


And no wonder! Ludman Auto-Lok windows have more quality features 
that count than any other window! All hardware is concealed . . . protected 
from dirt and dust. Every sash can be cleaned from the 

inside . . . no gadgets to disengage. The operator is precision 

balanced . . . responds to finger-touch and never needs adjustment! 

And Ludman’s patented Auto-Lok hardware makes 

them the easiest operating, tightest closing windows made! 


Each sash locks at all four corners . . . seals it like a refrigerator, 














THERE’ A Your customers will prefer this 

LUDMAN window! Write today for com- 

plete detailed dealer informa- 

JOBBER tion and the name of the jobber 
NEAR YOU nearest you. 


LIKE 
ls 


REFRIGERATCR Every Auto-Lok Window is 


manufactured in accord- 
LUD AWN ai ance with the most exact- 


ing material and fabrica 


ud “ * . . 
Craliorr tion specifications. 


Box 4541, Dept. AL-8, Miami, Florida 
UDMAN — WORLD'S LARGEST MANUFACTURER OF AWNING WINDOWS AND JALOUSIES 
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EDITORIAL 


Why Incentives ? 


The growing interest in incentive plans augurs improved 
price and profit performance 


At a recent national convention of over a thous- 
and sales managers, the No. 1 subject on the 
agenda was a thorough analysis and discussion 
of the use of incentive techniques. 


Dealers are not far behind in this interest. 
The survey of Wage Administration Practices 
reported on pages 65-66 of this issue reveals an 
industry-wide concern with this subject. 


Incentives spur, stimulate and excite men and 
women to harder work, better thinking, more 
loyalty, more enthusiasm and more general com- 
netency. They provide the appetite to excel—to 
break records. 


There are three kinds of incentives: (1) money 
(2) other tangible benefits such as merchandise 
prizes and premiums and (3) intangible incentives 
such as awards, honors, citations, praise, pub- 
licity, etc. 


What is the power in incentives? 


Samuel Gompers was asked in the early days 
of union organization, “What is it that workers 
really want?” He answered in one word—‘more.” 


It is probably an understatement to say that 
this may apply to management as well as workers. 


It is frequently impractical and uneconomic 
for management to provide adequate incentives 
in the form of hourly, weekly, or monthly wages 
with the hope of annual raises. 


Incentives provide a practical basis for giving 
employes the opportunity to earn “more” by 
measuring their compensation against individual 
and/or group productivity. 


For example: creative building products sell- 
ing frequently requires evening work. An incen- 
tive program might mean the difference between 
a company’s salesman making a saies call or tak- 
ing his family to the movies. 


Employes working on a straight salary seldom 
put quite the same drive, energy, thought and 
time into their performance that they will when 
their extra efforts are rewarded by extra compen- 
sation. 


In the next issue a second editorial “What Incen- 
tives?” will discuss specifie types. 
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An incentive program enables an individual to 
earn up to his capacity and not be held back by 
set wages based on the performance of less able 
people. 

yroup incentives have a tendency to weed out 
the “drones” in an organization. The abler per- 
formers ease out the shirkers. 

Anywhere from 10% to 100% improved pro- 
duction may be expected from employes who have 
been paid a straight salary when incentive com- 
pensation is related to performance. 


One building material distributor has been op- 
erating a simple incentive plan which pays a 10° 
bonus on the monthly pay check of every em- 
ploye when the sales for that month exceed 
those of the previous year by 5% or more. He 
states that he has paid this bonus in 11 months 
out of 12 for each of the past three years. 


Here are some reasons for and objectives of in- 
centive plans: 


To cause sales people to “spurt.” 
focus effort on desired objectives. 


make employes think about their jobs 
recreational hours. 


reward superior performance. 

develop new skills. 

reduce costs. 

promote friendly rivalry. 

develop creativity. 

get the family behind the bread-winner. 
develop better working habits. 

handle price competition more construc- 


uncover more leads. 
promote related sales. 
overcome a seasonal slump. 
To maintain and increase sales and profit vol- 
ume when the general market is declining. 








— 


FIRST IMPRESSIONS count 


Ist IN A SERIES: Truck Maintenance, Routing and Driver Training 


One Dealer Tells You How He 


1. Trains his drivers 2. Maintains his equipment 


A new concept of delivery plan- 
ning was the answer the Sweet 
Lumber Co., came up with when 
they pondered the question of how 
to assure efficient deliveries from 
their huge, new yard opened last 
year at Kansas City, Kan. 

The installation, on a tract of 
13'% acres, had open lumber space 
for five million feet of dry lumber 
and was designed for mechanical 
handling equipment. Three lifts 
and two carriers operating in al- 
leys 32 feet wide promised satisfac- 
tory yard handling. 

But to deliver the volume antic- 
ipated for a yard of this size 
Sweet's knew that something real- 
ly good would be necessary for 
their truck operation. After care- 
ful study of the entire situation 
Sweet's prepared an_ operating 
manual for their truck drivers that 
covers in detail their plans and pol- 
icies for delivery service. While ad- 
dresed primarily to the driver the 
manual is useful for the entire or- 
ganization because it outlines com- 
nletely Sweet's procedures on de- 
liveries 

The introduction summarizes the 
concern’s belief in the importance 
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of fast, streamlined delivery of 
merchandise and R. L. Sweet, pres- 
ident, tells the driver how impor- 
tant his job is: 

“When our company makes a 
sale to any customer, that sale 
consists of two parts: materials 
and service. The success of our 
company depends on the quality of 
both, for no dealer can hold a cus- 
tomer long if he sells him poor ma- 
terials or renders poor service. 

“The way you handle your job 
is a major item in this thing we 
call service. The customer actually 
sees you, talks with you, and 
watches you deliver the order. How 
you do your job is just as impor- 
tant as what you do. To the cus- 
tomer, you are the company. If 
you are careless, inefficient, or dis- 
courteous, so far as he is con- 
cerned, your company is careless, 
inefficient, and discourteous. Even 
a well organized company selling 
a quality product is no better in 
the eyes of the public than the 
man it meets very often—YOU.” 

Here are a few of the “musts” 
Sweet covers in the driver’s man- 
ual: 


e The appearance of the driver is 


Sweet's drivers are always neatly uniformed and trucks are sparkling. 


3. Schedules his deliveries 


vital. Sweet insists on clean-shaven 
drivers with clean working clothes. 

e Give the customer a smile. They 
quote Dale Carnegie’s remark that 
“if you want people to like you, 
Smile.” 

e Keep your personal equipment 
in order. Each man must verify daily 
that he has his six foot rule, map of 
the city, etc. 

e Truck equipment, too, must be 
complete. Drivers must always have 
flares and other items immediately 
available. 

e Both trucks and mechanical 
equipment must be serviced checked 
daily. 

e Each driver is required to fol- 
low a definite routine in loading and 
delivering an order. 

e The manual must be the final 
word on handling certain materials 
such as asphalt shingles, cement, etc 

The drivers’ manual concludes 

In operation for over a year 
now Sweet’s detailed planning for 
handling his trucks has been more 
than successful. Customers like 
the rapid service, truck drivers ap- 
preciate their role and operating 
costs are kept at a minimum. For 
complete details on training and 
routing don’t miss the pages that 
follow. 
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WEEK-END DECORATOR Moy 
ROSS THE Narr ee? 


lON; 


187 paint and paint accessory manufacturers, 
eight paint clubs, thousands of retailers, 
dealer organizations, consumer magazines, 
trade journals unite in industry-wide program 
to sell more paint. 


@ As this goes to press, the Week-End Decorator 
Campaign is two weeks young. Yet, in this short 
time, it has caught the fancy of the paint industry 
because it promises to sell more paint the year 
around. “des 

How? Because paint clubs and paint dealers 
throughout the Nation are planning community 
movements to launch this cooperative program 
August 30. Manufacturers of scores of paint 
accessories are labeling their products with the 
official Week-End Decorator trademark —all to 
create a paint conscious public. 

If you’re interested in selling more paint, be 
sure to get on the Week-End Decorator band- 
wagon. It’s a complete promotion program that 
can easily be adapted to your brand of paint or 
to your store. Sales helps include the Week-End 
Decorator Corner, banners, streamers, how-to- 
paint booklet, clever aprons, caps, bandannas, 
newspaper mats, radio commercials. Everything 
is ready to help boom your paint sales. 

Ask your paint supplier about this exciting 

SENSATIONAL NEW PAINT MERCHANDISING MACHINE. The Week-End Decorator new industry-wide promotion, or mail the cou- 
Corner displays and sells paint and paint accessories. It's sure fire! pon today. 


1 It's Fun! 
Its AY" PROFITABLE! 


to sell paint to 


WEEK-END DECORATORS 


ARCHER-DANIELS-MIDLAND CO, 
600 Roanoke Bidg., Minneapolis, Minn. 


Gentlemen: Tell me more about how the Week- 
fend Decorator program can build my paint sales. 


Name 
Address 
City 


My leading brand of paint is 


c-------- eee 4 
rr | 
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Building driver morale, ready for emergencies 


Sian a 


i Wake 


DRIVER NAME PLATES that slip 
out are now mounted on every truck 
The sign also carries the message 


“Safe Reliable Courteous.” 


SHOULDER PATCHES are provided 
The patch also 
number of 


drivers by Sweet's 
designates the driver's 
vears of service, 


Truck Maintenance— 
Driver Responsibility 


In making their daily check-up 
of their truck, drivers are urged to 
be sure that: 


. The horn works properly. 

. The brakes are safe—by test. 

. All lights are in working order. 
. The windshield wiper is working. 


. Windshield and rear-view mir 
rors are clean. 


-. Radiator, tires, oil level, and 
gasoline tanks are ready for a 
day’s work, 


. The water level in the battery is 
correct. 


. The truck equipment is in order 
and properly stored. 


The driver also takes full respon- 
sibility for maintenance they can- 
not provide. They're urged to get a 
manual on the truck they drive for 
manufacturers suggestions on 
maintenance and care. Drivers are 
provided special forms to indicate 
when oil changes, grease jobs, 
brake adjustments, worn tires or 
mechanical defects require atten- 
tion. Trucks are washed and pol- 
ished frequently at Sweet's at 
least once every two weeks. 

Drivers each day 
both their personal and_ truck 
equipment. The personal list in- 
cludes a driver's license, a six-foot 
rule, two sharpened pencils, and a 
map of the city. Metal spring bind- 
ers are also included to insure that 


must check 
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delivery tickets 
condition. 

Standard truck equipment in- 
cludes the following: 


remain in good 


1. Truck insurance card. 
2. Emergency flares. 


3. Rope. 


WINDSHIELDS are cleaned by drivers 


EMERGENCY EQUIPMENT carried 
in every track includes everything 
from flares to a tarpaulin. Kit must 
be checked daily by drivers. 


4. Skid chains, 
5. Red flag for tailboard loads. 
6. Tools. 
7. Tarpaulin. 
8. Chain and binder. 
. Ratchet crank. 


each morning as a safety measure. 


The rear-view mirror is also checked at the same time 
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Follow a driver on typical trip 


1. Driver receives the order... 2. Loads his truck... 


Sweet’s Delivery Routine, Step-by-Step 


Sweet's manual leaves nothing to 
chance in making deliveries. Driv- 
ers are given detailed instructions 
that cover every phase of their 
daily activities. 

The processing of a customer's 
order brings out the best features 
of this well-planned system: 





Routing deliveries. Orders re- 
ceived at the yard are sorted by 
city zones. Addresses are checked 
on a large zoned map mounted on 
the wall. 
Consolidated orders. For econ- 
omy reasons after orders are zoned 
they are studied for intelligent Checks the load 4 Punches time clock . . : 
loading. As many as eight or ten pauaithe 4 ; 
orders can sometimes be assigned 
to just one truck. 


Assignment box. Each truck 
driver has an assignment box with 
four slots. Attached to the rear of 
the shipping counter this box is the 
control center for all deliveries. 


Processing an order. Drivers 
step up to the shipping counter and 
take their orders out of the assign- 
ment box. All orders consist of an 
original and three carbons. 


The original (white) is placed by 
the driver in the second slot and 
will later go to Sweet’s general of- 
fices. The duplicate (green) is 
placed in the driver’s metal binder 
to make the actual delivery and 
will later be used by the account- 
ing department for billing pur- 
poses. The triplicate (pink) will be 
turned over to the customer. The 
fourth copy (yellow) is left in the 
first slot for the perpetual inven- 
tory adjustments. 

Loading and delivery. Drivers 

(Continued on page 132) 
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Homeowners Like 
Mr. Fixit Service 


ROCK ISLAND | UBER CB 
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MR. FIXIT TRUCK of the Rock Island Lumber Co., 

Cleveland, is crammed with enough tools and materials 

to handle most any home repair or remodeling job. Mr 

Fixit himself is a skilled craftsman and a salesman who 
always welcome 





COMBINATION STORM 
and SCREEN DOORS 


3esides being a life-saver for the housewife and a 
profits-catcher for the firm, “Mr. Fixit’’ is building 
good-will and a super-service reputation for the Rock 
Island Lumber Co., Cleveland. 

Bob Hill, sales manager, enthusiastically points out, 
“Mr. Fixit has only been in business a short time and 
already more than half of his trips are call-backs for 
people who like the idea so well they’ve thought of 
other jobs for him.” 

Mr. Fixit—-who averages five or six calls per day 
is equipped with a brightly-lettered panel truck that 
is crammed with enough tools and materials to handle 
almost any home repair or remodeling job. The mod- 
ern jack-of-all-trades will fix a squeaking door or 
balky drawer in a matter of minutes—-highly pleas- 
ing to a homemaker who’s waited months for hubby 
“to get around to it.” 

Hill says, “‘We interviewed more than 50 men before 
we found the right one to handle the Mr. Fixit ser- 
vice. We wanted a man who was both a skilled crafts- 
man and a good salesman with a pleasing personality. 

“The man we have meets our requirements per- 
fectly. Whenever he is in a house for a repair job he 
always makes a point of informing the resident how 
inexpensively they could get a room re-floored, the 
house painted, ete. He never forces the issue, how- 
ever,” says Hill. “As a matter of fact, the residents 
usually ask him about other repair or remodeling 
jobs which gives him a beautiful opportunity for 
selling.” 

Rock Island is also promoting the Mr. Fixit service- 
angle in its newspaper advertising. 








WE ASSIST IN YOUR SALES: 
LITERATURE e ADV. MATS e PHOTOS 
NATIONAL ADVERTISING ® 
MODELS © 


SAMPLES 
ORDER FORMS e— ETC. 








KICK PANEL 





SHIPPED COMPLETE WITH ALL 
HARDWARE READY FOR INSTALLATION 


EXTRUDED ALUMINUM 6. HEAVY DOOR JAMB 
CONSTRUCTION (63ST-5) 


EMBOSSED ALUMINUM 7. PNEUMATIC DOOR CLOSER WITH 


TWO LITES OF GLASS 8. CYCLONE CHAIN TO ABSORB 
Giass set in rubber 


TWO SCREEN INSERTS 9. THREE STAINLESS STEEL HINGES 


Aluminum Mes 


HEAVY ALUMINUM CASTINGS 
Reinforced corners rigid construction) 


NOTE FEATURES 
Squares frames for better installation) 
BILT-IN SHOCK ABSORBER 
HEAVY WIND SHOCK 


10. TROUBLE FREE .ATCH 
BOTTOM EXPANDED JAMB 





15889 SCHAEFER 
DETROIT 27, MICH. 
UNiversity 4-7134 


MANUFACTURERS OF ALUMINUM AND REDWOOD COMBINATION STORM WINDOWS AND DOORS 
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B' }ILDING material dealers sell more Heatilator 


Fireplace units than all other fireplace units put 


together. And it takes them less time to do it. 


People know the name. Builders, architects and home 
buyers have seen it month-in, month-out for 27 years 
in national and trade magazine advertising. The 
hundreds of thousands of Heatilator Fireplace users 
have spread the word —a Heatilator unit does every- 
thing it claims to do. It’s smokeless and trouble-free. 
It standardizes and simplifies construction, saves time 
and money on the job. It circulates heat usually wasted 


up the chimney. 


It takes less time to sell a Heatilator Fireplace—peopl 
know it! Heatilator, Inc., 678 East Brighton Avenue., 
Syracuse 5, New York. 


Exstra-wide 


down-dratt shell 


Warm o Net 


Convement 


domper contr 


HEATILATOR FIREPLACE 
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PORTABLE GRAIN BIN built for demonstration at re- 
cent Farm Buildings Days sponsored by Oklahoma Lum- 
bermen’s Association The 400 bushel-capacity bin is 
constructed of exterior plywood. 


Good Market for 
Grain Storage Bins 


Government advises farmers to build 
their own; yards with plans and materials stand 
ready to profit. 


Any farm area lumber dealer who doesn’t want 
to be “as corny as Kansas in August” is figuring 
right now how many grain storage bins he can sell. 
Dealers ready to supply all the cement, lumber, roof- 
ing, nails and fencing for the temporary cribs and 
steel bins their farm customers are going to need 
will profit this summer and early fall. 

3ut it also goes deeper than that. You'll be per- 
forming a real service to farmers, the community 
and the national economy. 

A rush to build grain storage bins and corn cribs 
will strike suddenly and more building materials will 
be needed as soon as farmers find out that govern- 
ment bins won't hold all the 1952 corn crop now 
sealed on farms. The 1953 corn crop may be just 
as large as the 1952 crop, 90-day distress wheat 
loans are running out and more permanent storage 
must be found. Finally, the spread between market 
and loan price is wider than ever before. 


Who Will Build the Bins? 


True D. Morse, undersecretary of agriculture, says 
it would be good business if farmers built the stor- 
age bins on their own farms to handle the surplus 
with the aid of government four-year loans at 4% 
covering 80% of the cost. He emphasized that the 
present situation is not temporary and that 90% of 
parity loans are scheduled for the 1953-1954 crops. 

This can mean a whale of a lot of profitable busi- 
ness for lumber dealers. 


There are some government people insisting that 
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PortableGrainBins 


All material to construct this 
rtable grain bin, 750 bushel 
apacity, approximately $300. 

We will gladly help you plan The, 

and give you cost, of any size 

— bin ... no obligation, of 


Terms may be arranged to sult your needs. 


We have all the Materials you need to 


Repair Your Buildings 


? See our more than 200 modern plans. fo —— 
SEE ALL THE DESIGNS! of farm bui'ding, in our 4 Square Farm Building 
Service, 


Leidigh & Havens... 


moe NN. Sth Street 
Delivery Salina pment Parking 


OVER 70 YEARS SERVICE 














KANSAS YARD ADVERTISES all material to construct 
750-bushel capacity bin for $300: cites government 
warnings, county agent recommendations in same ad 
to get the farm business 


the only way the situation can be handled is for the 
Commodity Credit Corporation to buy the bins, while 
Production and Marketing Administration officials 
think the government will have to go into the bin- 
building business again. That would mean no business 
for the building materials dealer. 

But the consensus of agricultural authorities is 
that if the lumber dealer can meet the grain storage 
needs of his locality, he will prevent the loss of a 
highly important market. Farm representatives from 
six states have pledged their cooperation to encourage 
farmers to build their own storage space for their 
crops. 

This calls for the immediate help of lumber dealers 
with plans that meet’government specifications, read 
availability of suitable materials, quick erection fa- 
cilities and package selling. 

The illustrative ad on this page appeared June 21¢’ 
in the Salina, Kan., newspaper, showing that wide- 
awake retail manager Joe Easterday of the Leidigh 
& Havens Lumber Co. was alerting his farmer cus- 
tomers almost two months ago. 

The CCC has already bought 15,070 grain bins of 
approximately 89,405,475-bushel capacity; 375. of 
them will be of wood construction. But CCC officials 
are still urging farmers to buy more storage facili- 
ties of their own, pointing out they can earn 13¢ a 
bushel by “resealing”’ (their own storage) their corn. 

The CCC estimates farmers can realize from 30 to 
50¢ a bushel more for their wheat under the price 
support program than dumping it on the market at 
harvest. Such an advantage, they say, will go far 
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life- 
GERITY 





CHROME 
beautifully | 
DISPLAYED 








~means \{{}i (JME PROFITS! 


Get your FREE Gerity display boards 
NOW! These sales-making boards cost 
you nothing! You pay only for the 
chrome accessories on the board. Watch 
the PROFITS skyrocket when you display 
these sensational sales-getters! 


( ‘ » 
LIFETIME CHROMEA 


eit 
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GERITY-MICHIGAN 


Gerity’s chrome accessories carry the 
famous Lifetime Chrome guarantee. 
They're easy to install with the Gerity 
self-centering back plate — concealed 
screws. Highest quality! Call your Gerity 
Supplier today! 


CORPORATION 


10 South Superior Street © Toledo, Ohio 
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toward paying for on-farm stor- 
age, keep price-support corn on the 
farms where it is ultimately used, 
stabilize their marketing and help 
insure higher prices for their grain 
by having their own storage. 
Urge Farmers to Build Own 
The 15,070 grain bins the CCC 
has bought will be shipped in Au- 
gust and September to locations in 
Illinois, Iowa, Kansas, Michigan, 
Minnesota, Nebraska, South Da- 
kota and Wisconsin. These are pri- 
marily for storage of CCC grain 
in areas where other facilities are 
not available. The CCC called at- 
tention to the fact that farmers 


should continue to buy and erect 
storage on their farms regardless 
of government purchases. 

On May 27th the Department of 
Agriculture announced a one-year 
extension of time, through June 
30, 1954, in which farmers may 
obtain CCC loans to finance con- 
struction or purchase of new farm 
storage facilities for grains and 
other storable crops. As of March 
31st this year, 34,263 loans of ap- 
proximately $40,548,000 had been 
approved for farm storage struc- 
tures. 

Loans are available up to 80% 
of the cost of the structure to any 


Here's how YOU WILL PROFIT 


hy selling AETNA plywood in the big 
Building and Home Repair Market 


YOU WILL PROFIT by selling Aetno’s uni- 


AETNAPLY PRODUCTS 


Plywood 

Hardwood and 

Fir in all sizes 

and grades 
Over 50 species of 
Plywoods and Veneers 
Foreign and Domestic 
Cupboard and 
Flush Doors 
Glues and 
Sealers 

° 


24-hour shipping 
service 


form high quality stock in a full range of sizes and 
grades. Quality products mean repeat orders. 


YOU WILL PROFIT by Aetno’s wide variety 
of plywood from mills all over the world. No need 
to miss orders for lack of stock—lack of species, 
grade or size. 


YOU WILL PROFIT by Aetna’s quick deliv- 
ery. Save space. Keep your inventories down. Keep 
the sales curve up. Aetna’s 24-hour Shipping Serv- 


ice assures you of ample stock to meet your sales. 


Write for Aetna’s New Price Lists TODAY! 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Avenue ® 


Branch Waret 


Chicago 22, Ill. 
ARmitage 6-7100 


ouses: Grand Rapids, Indianapolis, Rockford 


Call AETNA for PLUS VALUE in PLYWOOD 
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owner-operator, tenant, landlord 
or partnership of producers wish- 
ing to erect a facility which will 
meet requirements for eligible stor- 
age under the price support pro- 
gram; payable in four annual in- 
stallments or earlier at option of 
borrower, first installment payable 
12 months after loan is disbursed 
by the CCC. Interest is 4° per 
year 

Federal officials estimate the 
CCC will take delivery this summei 
on 330 million bushels of price- 
propped 1952 corn and 350 million 
bushels of wheat this fall. The 
bins just bought of 90-million- 
bushels capacity will be added to 
the government’s existing 545- 
million-bushel bin capacity, but the 
old bins are already half-filled with 
carryover harvests and the big 
midwestern wheat crop is going 
into storage once held for corn. 


How the Dealer Can Help 


With the harvest now in prog- 
ress in the midwest and soon to 
start in the northwest, producers 
are trying to find approved storage 
space to qualify for the federal 
loan and growers have offered as 
much as 10¢ a bushel above usual 
storage charge for elevator space. 

Agriculture department officials 
in Washington say they “hope” 
there'll be enough storage space to 
handle the wheat and corn put un- 
der CCC loan. 

That’s where the local lumber 
dealer comes into the picture as a 
public servant and, for himself, as 
a profitmaking businessman. 





Grain Storage Bin Plans 

For a source of detailed plans 
for a 2,000 - bushel plywood 
grain bin, write American Lum- 
berman, 139 North Clark St., 
Chicago 2, Ilinois. 











Air Conditioning Offers 
New Materials Sales 

Added sales of insulation, sheathing 
and other building materials are being 
made by dealers for installation in air- 
conditioned homes. Read what dealers 
say about this new market and how 
they are exploiting it. The article, the 
first of two on this subject, is entitled 
"You Can Share the Built-in Climate 
Boom.” You'll find it on page 79. 
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“BLINDFOLD TEST" SOLD ME- 


LO-F IS EASIEST TO CUT! 


Si ee ee a eee ae 


Bill Springmeyer of 
Klingenberg Hardware Co. 
says: ‘Brand ‘B’ felt easiest—no skips, 
no jumps. The cutter slid right down 
and the glass snapped off clean!” 


Brand “*B” was L:O-F. It was one of four unidentified, 
but well-known, brands of single-strength window glass 
that Mr. Springmeyer test-cut. 

L:O:F Window Glass is easier to cut into big pieces or 
little pieces. It’s easier to cut into angled or curved 
pieces. You can even cut off narrow strips with a light, 
easy stroke. 

L:O-F cuts easier because it is annealed more slowly, 
more patiently. That makes it less brittle so it’s a safer 


buy for your customers, too. 


TRY THE “BLINDFOLD TEST’ 
YOURSELF! 


Cut L:O-F first, last, or in between the other 
brands. Run any kind of a cut you want. You'll 
see why you have fewer bad cuts, less waste and 
more profit with L:O-F. 

Call your nearest L°O-F Distributor. These 
local businessmen are listed under ‘‘Glass’’ in 
the yellow pages of phone books in many princi- 
pal cities throughout the country. And send for 
your free booklet-—‘‘For Greater Profits in Win- 
dow Glass’’. 

Write Libbey°’Owens’Ford Glass Company, 
6583 Nicholas Building, Toledo 3, Ohio. 


| 


LIBBEY-OWENS-FORD the casy-to-cut WINDOW GLASS tee 
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Wesco’s new warehouse at 
Poquonock Bridge, Conn., 
makes possible one-day service 
throughout New England on 
Reynolds Building Products. 


‘Manny’ Friedman, Executive 
Vice-President, inaugurated 
the policy of “sudden- 
service” that makes Wesco’s 
list of satisfied dealers grow. 


FAST WITH 


REYNOLDS (ime ALUMIN 


BUILDING PRODUCTS 


Tee ee eee aasss 


iat 2.” 


ts 
. oe 


From this new warehouse Wesco trucks serve 500 dealer accounts 
in New York and New England, backing up Wesco’s reputation as 
“Southern New England’s number one distributor." 


A section of Wesco’s 56,000 square feet of warehouse space 


devoted to Reynolds aluminum sheet, flashing, gutters, reflective 
insulation and nails. 


Published in the interest of better 
company - jobber - dealer relations. 
Write for literature. Reynolds Metals 
Company, Building Products Division, 
2001 So. Ninth St., Louisville 1, Ky. 
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“Despite our own gratifying success with | . 
Reynolds Aluminum Building Products, I'm convinced a s REYNOLDS 
that the surface has hardly been scratched,”’ says h be J ALUMINUM WINDOWS 
‘Manny’ Friedman, Executive Vice-President of : Residential Casement, Awn- 
Wesco Sales Corporation, Bridgeport, Conn. | nm | ing and rg Ma es 
It was in 1948 that Wesco placed its first order for dows outstanding. in fate 

; ; ; 3 and design. Get Reynolds 

250,000 feet of Reynolds Lifetime Aluminum Gutters. | - 


20-page catalog showing 
That seemed a big order at the time. But volume has = all types and sizes with 
steadily expanded, not only in gutters but also ae : dimensional diagrams. 


roofing sheet, reflective insulation and nails. Today, 
aluminum building products represent a substantial 
part of Wesco’s half-million-dollar investment. 

Recognizing from the first the importance of better 
merchandising and distribution, Wesco has always 
emphasized fast delivery and regular servicing. 

New orders are never held over 24 hours. News letters 
go out regularly. Special bulletins spark new promotions. 
Annual dealer outings and contests for Broadway show 
and World Series tickets keep dealer salesmen alert. 
And Wesco encourages dealers to put on their own 
advertising and sales promotion campaigns, 

by offering a free advertising service. 

A$ ‘Manny’ Friedman sums it up: “Every day 
these aluminum building products are becoming more 
and more important. Distributors like them because 
they are ‘satisfaction-guaranteed’ items with no 
service involved. They are easy to sell and sales are final. 
That's why I say the surface has hardly been scratched. 
There are ever bigger profit possibilities ahead with 
Reynolds Aluminum Building Products.” 





REYNOLDS Lifetime 
ALUMINUM GUTTERS 
sell on sight...best looking, 
easiest to put up and by far the 
best buy. Much lower cost than 
other rustproof materials. 
Ogee and Half Round, smooth 
or stippled finish. 


REYNOLDS ALUMINUM 
REFLECTIVE INSULATION 
is a fast turnover item. Efficient 
insulation and perfect vapor 
barrier in compact form...at 
much lower cost than most bulk 
types. Foil on one side (Type C) 
or both sides (Type B) of 
kraft paper. 25"', 33" and 
36" widths, in rolls of 250 
square feet. 


The hub of Wesco business activity. From this modern office the 
“‘Wesco News’’ goes out every two weeks to 2,000 readers, 
promoting seasonal buying opportunities. 


ALUMINUM 


BuiLtpiInc Propucts MERCHANDISER 











: NY 
LUMBER COMPA loo 


' yENTILATION 
yo ty ¥ cETIME 
uf WA A NUM 
Construct 
ho Maintenance 
yNMATCHED 
BEAUTY 


JALOUSIE 
wind on 





JALOUSIES ARE FEATURED by the Dane Lumber Co 


in converted demonstration garage facing directly on a,well 
traveled highway. Jalousic 


were installed across the front of the building and in the entry door 


Jalousies Catch 


Northern Sales Market 


Versatile specialty window now becoming popular 
profit item with cool-climate dealers. 
JALOUSIE DOORS have inside hard- 
ware that opens louvers with a twist 
of the wrist. Right, Bob Dane demon- 
strates a door to a custome! 





It all began in Miami. . . 


Within just five years Miami has become the 
world’s center for the manufacture of jalousies— 
glass louvered windows. Today no less than 20 
jalousie concerns are making windows in the Miami 
area. The industry is conservatively doing a $30 
million dollar business annually, 


Demand for jalousies is, at present, much greater 
than available production. However, increased alu- 
minum allocations and more manufacturing fact'i- 
ties will soon permit greater jalousie output. 


Manufacturers of jalousies originally turned to 
the applicator for sales and distribution. Now, as 
the uses for the product expand, they are looking 
> aie : oy #9 aan 7 to the retail building material dealer for future, 
sles ¢i ' ade a smi c : 
comune ts caus pte anslied an te el iene. Assembly a 
is easy, but must be done by trained workmen 
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JALOUSIES 
windows. 
ealls from 
jalousies 


were installed 
After selling 
leading 


windows for 
contractors in 


If you ask Bob Dane, partner, 
in the Dane Lumber Co., Beloit, 
Wis., why he became interested 
in jalousies you'll get this answer: 

“In my visits to Florida I’ve 
admired jalousies for years. Their 
popularity in the south was tre- 
mendous and very soon we began 
thinking of selling them in our 
yards. Once we were convinced 
that they were satisfactory for our 
climate we designed a complete 
sales program just for jalousies.”’ 

Dane Lumber Co. 
ousies for just over two months, 
but alreadv sales results are im- 
pressive. They have been installed 
as prime windows by scores of 
Dane customers in new _ houses, 
office buildings, churches and tour- 
ist courts. They have proved pop- 
ular as porch enclosures at both 
Dane’s yard in Beloit and 
neighboring Janesville yard. 

Dane’s immediate success with 
jalousies can be directly traced to 
a carefully planned promotional 


has sold jial- 


his 








@iar 





a ~~ 


throughout 
this 
Beloit 








“I'll bet the termites won't find us up 
a 


here! 
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this beautiful 
house Dane 
asking for 


prime 
received 
prices on 


new home as 
Lumber Co 
details and 


plan. Jalousies were introduced to 
the Beloit area by nearly a full 
page ad in the local newspaper. 
Additional smaller ads are now 
running regularly. Direct mail has 
included separate mailings just on 
jalousies and monthly statement 
enclosures of manufacturer's lit- 
erature. 

Dane’s daily spot radio adver- 
tising has been especially effective 
because they are recorded on tape 
in the yard and personalized with 
the voices of Bob and other mem- 
bers of the firm. Eventually Dane's 
will round out their jalousie pro- 
gram by adding several 
salesmen who will 
item exclusively. 


outside 
work on this 


Customers approve 


In selling customers jalousies, 
Dane’s have discovered that a typ- 
ical prospect usually has two im- 
mediate reactions: 


1. He likes the product on sight. 
Women especially approve the 
functional beauty of the unit. 


2. He worries about jalousie 
performance in cold weather. 


Dane’s, of course, would never 
have taken on jalousies unless they 
were completely satisfied that the 
windows were practical for north- 
ern climates. To convince the cus- 
tomer. Dane’s salesmen pass out 
literature provided by the manu- 
facturer which includes reports 
from independent laboratories on 


wind and rain infiltration. They 
tell customers jalousies originally 
were designed to meet hurricane 
conditions in Florida. Dane also 
points out that both storm sash 
and screens may be inserted from 
the inside for year ‘round comfort. 


Separate Showroom 


The new showroom for selling 
jalousies is a converted sample 
garage near the highway. The ga- 
rage, 20’x20’, was divided down 
the middle creating a 10’x20’ area 
for the showroom proper and ad- 
ditional warehouse area for extra 
samples, hardware and sales lit- 
erature. The entire front of the 
building has jalousie windows and 
the door is similarly equipped. 


Compact Warehousing 


One of the things Dane likes 
about jalousies is the limited 
warehouse space they require. The 
units arrive from Florida KD in 
cartons and are delivered that 
way to the customer. Glass vanes, 
purchased separately from a glass 
company, are also cartoned, keep- 
ing breakage to a minimum. All 
the windows for an entire house 
ean be delivered in a light pick-up 
truck. 

Jalousies should be installed by 
a professional who has been ade- 
auately trained by experts. Dane 
rersonnel received direct factory 
instruction that they are now pass- 
ing on to their contractor 
tomers. 


cus- 








Newest Advertising Media: 
TV Advertising 


With television stations springing up 
around the country, more and more 
dealers are iooking into the possibilities 
of promoting their products and ser- 
vices by television. Small-town as well 
as’ big-city are experimenting 
in this field. 

One Toledo, Ohio dealer has been 
on TV for three years. Read what he 
says about it in ‘Three Years on TV: 
Best Medium We've Ever Used.” You 
will find it on page 86. 


dealers 
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Pointers 


Courtesy and “Lost Sales” 


Discourtesy and indifference at 
the point of sale are responsible 
for uncounted 


year, 


“lost sales” every 
according to Douglas Wil- 
liams & Associates, New York em- 
ploye relations counselors. This 
firm lists the worst offenders on 
a check-sheet designed for use in 
training. Included are: 

e Being reluctant or unwilling 

to display merchandise 
e Unwilling to go to trouble to 

















+ 
“In our approach to 


describe features of merchan- 
dise 


e Hurrying the customer’s de- 


cision 

Being obvious about nearness 
of lunch hour or quitting 
time 

Talking with other sales peo- 
ple while customer waits 
Losing interest in shoppers 
who aren't going to buy now 
Not helpful when customers 
ask for directions 

Scorning low-priced orders 
Criticizing customer's taste 
courtesy 





Your contractors and carpenters will like the sales appeal and easy 
installation qualities of Ozark Brand Oak Flooring. Fifty, even one 
hundred years from now, Ozark Oak Flooring will be as beautiful and 
durable as the day it is laid—and it’s easily laid. 

Produced from fine quality, Missouri altitude-grown Oak stock, Ozark 
flooring is unusually strong, yet takes only minimum sanding and 


finishing. 


It’s properly seasoned in Moore Cross-Circulation kilns— 


accurately milled—and precisely graded to NOFMA standards. It is a 
flooring that sells itself to homeowners, industry and your builders. 
It's a flooring that means extra profits for you. 





“Fine Flooring 
Since 1927” 








© 


Carefully bundled for safe arrival and easy unload- 
ing. Prompt Shipment. 


Place your order today! 


THE OZARK OAK FLOORING CO. 


BISMARCK, 
MISSOURI 


S / 
EJ 
j 
~ 
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training for employes,” says Doug- 
las Williams, head of the counsel- 
ing firm, “we utilize the fact that 
those who we.are training are cus- 
tomers themselves in other stores. 
We have a method, which we devel- 
oped, for ‘putting the shoe on the 
other foot.’ The trainees report to 
us on discourtesies which they en- 
counter when they go shopping, 
and this information is discussed 
in groups of 15 or 20. As a result, 
the participants recognize their 
own shortcomings as_ salespeople 
and strive to do better themselves. 

“Meetings of this type,” Wil- 
liams added, “have to be properly 
guided, to insure that discussion 
will be enthusiastic and spirited, 
as well as positive in nature—and 
to guard against lecturing or ‘hand- 
ing down orders,’ which tend to do 
more harm than good.” 


Insulation Is a 
“Hot” Display Item 


Insulation materials, often a 
back-room item, receives promi- 
nent display space in the sales room 
of the A & U Lumber Co., Enum- 
claw, Wash. This sack of insula- 
tion is placed in a good traffic spot 
in the store with the top torn open 
and a neatly-printed sign with a 
brief sales message and price quo- 
tation of a typical insulation job. 

According to manager B. E. 
Reaves, this simple, easily prepared 
display has proven effective in two 
ways. First, it promotes “impulse” 
sales of insulation jobs to some 
customers because it’s out where it 
can be seen and handled. Second- 
ly, it helps close some sales where 
the customer is doubtful about his 
ability to install insulation himself 

or is not sure just how much 
work is involved. With this dis- 
play he is able to “feel” it and is 
thus enabled to judge what the job 
will require and, very important, 
to visualize the heat savings and 
comfort it will add to his home. 
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THE BROADEST LINE EVER OFFERED... 


CECO standardized hollow-metal doors 


WITH FINEST QUALITY HARDWARE 


tomers will buy are (1) lower cost and 
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for each other, furnished by 


co broadening its building 
r line 


its dealers. Send for ful! 
J name-brand hari 


> your profits. 
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zed doors for commercial and 
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al bulldings...for architectural buildings, too. 
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CECO ENGINEERING 


J / makes thd big dterdnce 
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CECO STEEL PRODUCTS CORPORATION 

hardware plus 
ehouses and fabricating plants in principal cities 
. faster turnover, 


5601 W. 26th St., Chicago 50, Illinois 





It is a simple matter to keep your door stocks in balance 
when you handle General Doors. You simply fill in from 
your jobber’s huge warehouse stocks as occasion demands... 
one door, a dozen, or a hundred... without waiting for 

a factory shipment. There’s no need to freeze your 

capital in a wide variety of door sizes and finishes— 

no need to pass up the occasional order for doors 

you don’t want to stock. 


More than 
300,000 Square 
feet of floor 
space, in this and 
three other 
General plants, 
are devoted to 
the manufacture 
of doors. 


uniform high quality demands tremendous plant capacity 


To establish and maintain a high 
quality standard in General Gibral- 
tar and Kentucky Colonel doors re- 
quires all the resources of four 
huge manufacturing plants. There 
is no short-cut—no easier way. 
Lumber must be properly proc- 
essed and dried to a limit of 5 to 7% 
in scientific kilns. Three-ply paneis 
thicker than on most doors — 
must be made to rigid standards, 
under constant control. Premium 
doors have face panels that are 
either one-piece or perfectly 
matched for grain and color. Doors 
must be precisely built, with cores 
properly spaced. Giant hot plate 
presses are required to bond panels, 
frames and cores into one integral 


unit. Only belt sanding can pro- 
duce uniformly high finished faces. 
Truly, these are the world’s most 
beautiful doors! 


From log to veneer ... from panel 
to finished door . .. every step in 
the manufacture of General Doors 
is controlled and inspected. 

Such doors can be confidently guar- 
anteed by us and by our jobbers— 
and any problem can be met with- 
out the slightest delay. That is why 
General Gibraltar and Kentucky 
Colonel Doors enjoy the widest ac- 
ceptance in the building industry. It 
is why you can do more business 
and make more money—with fewer 
headaches—with the General Line. 


GENERAL PLYWOOD CORPORATION 


LOUISVILLE 12, KENTUCKY 


The doors that pass the “Elephant Test” 
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ELEVEN ROOF SLAB SHEETS are easily hoisted into 


place by truck and Walt Caldwell, yard foreman 
ly, sheets were handled one at a time 
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Former 


OFFSET ON CARRIAGE of 
the fork lift truek enables 
the placing of loads in the 
center of flat-rack trucks 
The fork lift resulted in a 
27° reduction in the mate- 
rials handling crew. 


Wage savings pay for California 
dealer’s lift truck in less than a year. 


Addition of an eight-ton fork lift truck at the 
Palm Springs (Calif.) Builders Supply Co. has re- 
sulted in a 27°% reduction in the materials handling 
crew in less than one year. 
Before the addition of the lift truck the company 
employed 11 materials handlers. Today a nine-man 
crew and one less yard truck is required. 
George J. Derbes, owner, and his son Donald, ma- 
terials division manager, say savings in wages en- 
abled them to pay for the new equipment in less than 
a year. 
Formerly, gypsum lath had been handled one sheet 
at a time. With the lift truck, 75 strapped sheets of 
lath can be handled in one operation. Also, speedier 
loading of delivery trucks eliminates truck delay in 
the yard. Customers benefit by the rapid service. 
The fork lift truck enables the firm to purchase 
piywood packaged in 75 or 100-sheet lots wrapped 
in waterproof paper and ready for outside storage. 
“Since we added the fork lift we have been able to 
eliminated breakage of bricks which formerly oc- 
curred when deliveries were dumped in our yard,” 
says Derbes. “Now we order brick and many other 
materials palletized.” 
To adapt their 275x1,000-foot yard to the new 
truck, Palm Springs made these changes: 
Paved the driveways with desert-mix—cost: 
$500. 
Raised all cross-alley wires to 26 feet — cost: 
$1,200. 

™ 3. Added a lumber strapping machine. 

“The fact that we are now able to purchase pack- 
aged and strapped materials especially pleases our 
customers because supplies are protected from both 
weather and pilferage at the construction site,’’ Don- 
ald Derbes added. 
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FORMULATED especially for repainting ex- 
terior surfaces where old paint is in good 
condition. Spreads easily, needs no thinning. 
Features excellent hiding power, beauty, 
durability. Order Acme Quality One Coat 
Outside White now from your jobber. 








A paint home owners have long demanded! 

A sure-fire, volume-sales item for you 

because it lets your customers SAVE... 
> TIME (takes 2 the time of two coats) 


x> WORK (just 2 the work of two coats) 


=> MONEY (% the price of two coats) 
Tops in beauty, protection and quality, too. Order, 
stock and sell Aeme One Coat Outside White House 


Paint. Available through your regular supplier in 
five-gallon cans, gallons and quarts. 


ACME QUALITY PAINTS, INC. 


DETROIT 11, MICHIGAN 


Makers of Acme Quality Paints, Fashion-Right, Super Kem-Tone, Kem-Tone, Kem-Glo and Insecticides 
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5 MAJOR CUSTOMER ADVANTAGES 


TIMESAVING 


Both the Clear and Blonding Sealers can be 
coated after 2 to 4 hours. 


EASY TO APPLY 
Can be rolled, brushed, sprayed or wiped onto 
paneled walls, woodwork, furniture, floors. 
LASTING BEAUTY 


All-alkyd, non-yellowing finishes seal and 
protect wood surfaces for years. 


COLORFUL ‘ 7 tie Free HOW-TO-DO.IT 
Tints easily with oil colors to harmonize By, ; BOOKLETS 


with any color scheme. grr FOR YOUR CUSTOMERS 
NATURAL FINISHES 4 Covers, step-by-step, 16 recom- 


mended finishing methods, plus 
bleaching and staining of many 
woods, Easy to understand... 
less explaining for you to do, 


New, lasting, blonde or natural finishes for 
all woods. 


They’re here. The new, natural finishes 
you and your customers have long de- 
manded . . . especially formulated for tee 
plywoods, fine interior paneling and trim, one ~ oye 
furniture and floors. SPEE=D=DRY ee: SPEFE-D-DRY | 
Gives finishes ? al that tk se NATURAL : Baa NATURAL | 
rives finishes so natura that the eye can wooD FINISHES woop FINISHES | 
hardly distinguish between them and @) . 

bare wood, or can be tinted with oil it SS : 
colors to harmonize with any color. Dur- ae 
able. Moisture-proof. Sell it for exteriors 
or interiors . . . and make a 35% profit. 


Spee-D-Dry is of top-quality, fully-tested 
and backed to the hilt by Acme. Soon to 
be heavily backed by aggressive national 
advertising, too. Stock, sell and profit 
from Spee-D-Dry —it’s a natural! Write 
for details, or see your Acme jobber. 

















ONLY 4 ITEMS TO STOCK 


(1) Clear Sealer and Primer—clear as water 


(2) Blonding Wood Sealer—needs no wiping 





Pree SAMPLE PANEL WITH INITIAL STOCK ORDER 


(3) Mich Gloss Finish—-touch. ind . A convincing counter display 20” high, with two 
ig oss Finish—tough, indoors or ou 


12” wide wings, and showing 22 sample Spee-D- 


(4) Dull Finish— gives hand-rubbed, satin effect Drv finishes. 


Either sealer can be used with either finish for 


snp eno 60 ent of hs eennetianes ones elds. ACME QUALITY PAINTS, INC. 


Also available — Natural Wood Filler. DETROIT 11, MICHIGAN 
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BEVEL AND 
BUNGALOW 
SIDING 


MOULDINGS 


CUT STOCK 
Windows 
Doors 
Furniture 
Caskets 
Fencing 
CUT AND PACKAGED 


PICKETS 


PANELING 


FINISHED 
BOARDS 


Send for free illustrated booklet 
containing NATIONAL PACIFIC'S 
grade classifications. 


Su 


NATIONAL PACIFIC Timber Products, Inc. 


Mailing Address, 7161 Telegraph Road, Los Angeles 22, California 
Sawmill, Smith River, California e Dry Kilns and Planing Mill, Montebello, California 
Southern California’s Leading Producer of Redwood Products 
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How Do You Pay 
YOUR Salesmen? 





Here are the long-awaited answers to 
such important management questions as: 
What types of commission payment are 
most popular? How are commissions paid? 
Who is credited for telephone orders? Who 
gets a bonus and how much? 


Scores of dealers from coast-to-coast 
answered American Lumberman’s wage and ; ous 
compensation plan questionnaire. Here are SALESMEN ARE PAIO both salary and bonus by 50% 
of the dealers reporting in American Lumberman’s sur- 
the facts and figures. This is the first of two vey of compensation and incentive plans. 
articles. 

Types of Salesmen Employed 


Inside salesmen 4 of 5 dealers have salesmen who do 
not sell outside 





No full-time inside salesmen 1 dealer in 5 
Editorial Note: The No, 1 law of sales employe com- (men sell both inside and outside) 
pensation seems to be identical with that of buying 
invthing, namely, when the price is beaten down the 
quality and performance is lowered proportionately a. 3 a eee mR ere 
During the month of April the American Lumber- (boss makes outside selling contacts) 
man sent exhaustive wage and salary Administration Both inside and outside salesmen —7 dealers out of 8 
stionnaires to hundreds of lumber dealers in every , 
nd province and in every type of market and (includes those who work part-time inside and out- 
every type of sales volume Never in our side) 
has the response to a questionnaire been so - 
cooperative and complete. The report on these pages Consumer salesmen1 dealer in 5 has salesmen who 
is a detailed summary of the findings 


specialize exclusively in consumer sales 


No outside salesmen 1 dealer in 8 











Contractor salesmen.1 dealer in 10 has contractor 
salesmen exclusively 


Tabulated results of the American Lumberman’s How Commissions Are Pald 
exhaustive survey of salesmen’s compensation reveals 
that 50° of all lumber dealers pay their salesmen 
BOTH salary and bonus; 35% pay only straight sal- 
ary. The survey—in which hundreds of dealers in 
all states and types of markets participated also Commissions are generally paid on the regular pay day 
showed that 14% pay salesmen on the basis of a sal- after being collected. Only 10% of the dealers assigned 
ary (or drawing account) plus a commission. Less exclusive territories to their salesman; 15% of the deal- 
than 1% pay salesmen straight commission. ers reported assigning an exclusive customer list to their 

Here are the complete results of this important salesmen 
dealer survey: 


Credited as soon as the order is accepted -35% of 
dealers 
Credited as soon as delivery is started 45% of dealers 


Credited after account is collected 20% of dealers 


' . j . Are Salesmen Held Responsible for Credit Losses? 
Types of Sales Compensation Paid 
Penalized salesmen on uncollected accounts—1 in 20 
Straight salary basis—-1 dealer in 3 dealers 
Salary plus performance bonus--1 dealer in 2 Company absorbs both the account and commission 
loss. 4 dealers out of 5 


(provided company has approved credit) 


Drawing account against a quota—-1 dealer in 6 
(plus commission on sales abve quota) 
Straight commission basis—less than 1% Some companies commented that too much bad account 
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selling would cause salesmen to be fired; others, that We pay salesmen varying percentages of gross profit 

the loss on a salesman’s uncollected accounts would be on individual sales. 

taken into consideration in the year-end bonus. All sales must be okayed by the president if they are 

below list. 

We do not give salesmen any option to reduce prices 
and don’t take such orders. 

We try to adhere to a fixed selling policy of quality 
materials at ‘one price,’ and very little deviation from 

Salesmen own and maintain own cars--20% this policy is allowed. 

Salesmen check with office on any price cutting neces- 
sary to meet competition. 


Salesman’s Automobile Expenses 


Companies own salesmen's cars 80% 


A monthly allowance ranging from $30 to $75 per 
month is allowed salesmen who own their own and main- 
tain their own cars. Some companies have a monthly i 
allowance plan which ranges from 5¢ to 10¢ per mile; Here's How 22% of the Companies Penalize 
average mileage allowance is 6¢ to 7¢ Salesmen for Price Cutting 

Note that in the smaller towns where living costs and 
salesmen’s expenses are lower, compensation is invart- ee 

F F Allow only 75% of commission 
ably less than in the metropolitan area d ‘ ; 
Cut his commission same percent as he cuts our prices 
Have an advance understanding 
Salesmen’s Ordinary Expenses Percentage is decreased according to percentage of 
profit cut 
Knock their ears down; if they continue—fire them 
No expense allowance other than car allowance 35% We fire them 
of dealers 


Reduction of commission 


Paid salesmen’s out-of-pocket expenses65% of dealers 


Special arrangements made with salesmen in each case 
Gross profit determines 

No fixed limitation on salesmen’s expenses--70% of Reduce his commission to 2% 

dealers Split his commission 
E p Commission reduced 1% for each 2% cut in price 
Of the 70% having no fixed limitation on salesmen’s , . 
; Make a special deal with salesman 

expenses, the only requirement was that the salesman’s x aie , ene ; 
expense account be reasonable Some 80° of the com- pa a ee will we ote ce if gross profit percentage 
panies report that they require other work from their _— viele cose _" 
salesmen than selling; 20% of the companies said that No commission or bonus on account 
they limit their salesmen’s work to straight selling. Where sales are made at less than regular retail prices, 


we give them 1% of net profit on the sale-—averages 
about 2% 


Fixed limitation on salesmen's expenses--30% of dealers 


The smaller the organization the more a salesman is 
required to be a “jack of all trades.” Here are the types ' . : 
of jobs generally considered part of the salesman’s work: Of the companies surveyed, 16% say they pay their 

salesmen an extra bonus for long-profit sales whereas 
4c, ol . 

Estimating Some loading and yard work O%6 Of Ue Came py Se pe eeees. Pees 

Clerical work Some warehouse werk are some of the methods dealers use to reward sales- 

Collections Sketching and drafting men for long-profit business: ‘ 

Housekeeping Collecting their own accounts Commission on certain items of ,merchandise increased 

Displays Supervise their jobs 5% to 10% 


Inventory Supervise carpenters Higher commission 
Stocking shelves Care of samples 


Small deliveries Minor records Increase their return 

Noon relief Take-off lists Percentage commission on long-profit items and slow- 
Vacation relief Handle complaints moving items 

Counter management Handle sales financing On a few long-profit items, bonus is given over and 


Window displays Measuring and surveying above commissions 
Mailing lists Some buying 


Pay in form of bonus. It encourages them to make a 
Mailing promotion Follow-up on service 


fair profit 
Regardless of the fact that salesmen in many organiza- aes oD FNS O8 Gree pratt 
tions must perform extra duties, less than 5% of the Certain items we set at premium 
organizations have any form of compensation for this We give them %% of net profit 
work. 20% of net profit if it is a real estate deal or labor 
project. Salesmen not allowed to change our prices 
up or down. 
Extra bonuses on special seasonal items 
The survey showed that 22% of the firms have definite This is covered in our bonus plan which is keyed to 
penalty policies for salesmen who cut prices while 78% profits 
have no penalty system. Of the 78% of the firms with- With us, it depends on the items involved in the sales 
out penalty systems 20% reported flatly: “We do not 
cut prices.” Following are some typical dealer quota- 
tions on the price-cutting questions: The Sometimes Controversial House Accounts 
Salesmen are not allowed to cut prices without author- Concerning house accounts, 77% of the companies re- 
ity from the office. port they have no such accounts. In 23% of the cases, 
management reserves certain house accounts for them- 
All sales are checked and approved by the sales man- selves and the salesmen get no credit for sales to these 
ager before the order is signed. accounts. Less than 2% of the firms have an upper lim- 
itation on the earnings of sales people who are operating 
Prices _ dictated by management and they are ob- on an incentive basis whether on house accounts or not. 
serve 


Penalties For Salesmen Who Cut Prices 


They must have approval before quoting. 


Arrangements are made both as to commission and 
price before any price cutting. 


(The second and concluding article in this series will 
appear in American Lumberman, Aug. 24.) 
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The most successful selling promotion in Fir Plywood history... 


repeated 


by popular demand 


igh Bi YEs—the now-famous ‘'8-Way”’ plywood 
. WAYS 9 . built-ins promotion is being repeated with ads 
Ao uot MORE ROOM f eG, that reach well over 5 million prospects. 

: If you are one of the 19,000 lumber dealers 
who now have this counter-wall display, be 
sure it’s stocked with plenty of plans. If 
your display has become the worse-for-: 
wear, order another. 

Be ready when the fir plywood ads appear 
late in August! Big, full-page ads in American 
Home, Farm Journal, Living, Home Modern- 
izing, Home Maintenance, Popular Mechanics, 
House Beautiful’s Building Manual. 


Be sure you have this counter display, 
plenty of plans...and of course 
a fuli stock of... 


Order plans and display 
rack from your regular 
fir plywood supplier 

or use this coupon. 


DOUGLAS FIR PLYWOOD ASSOCIATION, TACOMA 2, WASHINGTON 
1 want to be ready for this plywood sales opportunity. Please rush the following. 
(I enclose check for $ ) (Offer Good in U.S.A. Only) 





| |Counter display illustrated, com- _ Shelf-Door Wardrobe (Pian 3) 
plete with 10 each of 8 fir plywood _ Sectional Storage Unit (Plan 4) 
built-in plans: 75c¢ each. (As a bonus, _ Child's Storage Wall (Plan 5) 
you get the "Plus-4"" attachment, __ Island Entry Wall (Plan 6) 
with 10 each of 4 outdoor storage __ Odds & Ends Cabinet (Plan 7) 
plans). __ Demountable Music Wall (Pian 8) 


i have stand, but need the follow- OUTDOOR S/ORAGE 


ing number of plans (at 75¢ per 100). 
, Outdoor Storage Wall x-9 
INDOOR BUILT-INS eer panies ogy gabe 
_ Flexible Storage Wall = (Plan 1) _ Garden Cabinet (Plan X-11) 
__ Under-Eave Storage (Plan 2) Patio Furniture (Plan X-12) 
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this AD 


For Your Own 


PROTECTION! 





' 


Beware-the ARABS 
ARE COMING! 


NAILOK LUMPER COM 


BEFORE YOU BUY-CHECK with YOUR 
LOCAL DEALER he is your friend & neighbor’ 


Dealer’s Ad = 2°": 


Warns 


oe ¥ 


Pointers 





About Your Employe Meetings 
What makes a good dealer meet- 
ing? G. F. Hoppe, sales promotion 
manager for Insulite, made some 
suggestions just as applicable for 
employe meetings, at the recent 
annual meeting of the National 
Building Material Distributors 
Association in Chicago. 

First, meetings should be sched- 
uled at least three weeks in ad- 
vance and at times that will avoid 
conflict with community gatherings. 

Actual participation by employes 
and contractors in these meetings 
will create additional interest. Door 
prizes, displays and mockups will 
also help. 

How often should a dealer hold 
a meeting weekly, monthly or 
oftener? Hoppe suggests meetings 
as often as you have a story to tell 
with the proviso that meetings 
should not be held too often. 

Meetings should run about 90 
minutes. Anything longer is likely 
to be too much for the audience. 

Possible leads at these meetings 
should be followed up within a week 
or 10 days at the latest. 


Thank-you Letters Help 

Never let your customer forget 
you! 

They appreciate small courtes- 
ies a lot more than you think. And 
one way that you can tell them 
that you appreciate their business 
is to write them. That’s exactly 
what O. T. Halliburton, president, 


Vaughan Lumber Co., Winchester, 
Tenn., does. 


Mr. Halliburton says that these 
letters, or similar ones, go out 
each month to each customer who 


Nailor 


th and Limca} 


has purchased at least $50 worth 
of merchandise: 


Lumber Company 
Against be oo | 


ym 





Application ‘“‘Specialists”’ 


Warning the public against the 
insulation and siding “specialists,” 
the Nailor Lumber Co., Port An- 
geles, Wash., took display space to 
urge customers to check with their 
local dealer “before you buy.” The 
ad copy points out that unless you 
are alert, the “specialist’”’ may eas- 
ily convince you that he can in- 
clude a salesman’s commission; 
out-of-town trucking expense; ex- 
penses for the crew while away 
from home; high finance charges 
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and other expenses in his costs and 
still save you money. 

On the other hand, the Nailor 
Lumber Co., states the ad, “has 
investigated the insulation and sid- 
ing materials and has made selec- 
tions which it knows will be justi- 
fied by many years of service at 
the least possible cost. Nailor Lum- 
ber Co. has been in business for 
many years and intends to remain 
in business for many year to come.” 


August 10, 1953, 


Pik cE WES “It is always a pleasure for us 


to know that we have been re- 
membered by our friends, so... 

“This little note will tell you we 
are grateful for the purchases of 
building materials you made last 
month . . . and ask you to come 
back again.” 

“Your thoughfulness in remem- 
bering us during the past month 
in connection with your building 
needs is deeply appreciated by our 
entire organization. 

“Every one of us has taken a 
personal interest in trying to give 
you the best possible service. We 
hope we have pleased you and that 
you will call us again.” 
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7) Cash in on the growing 


“do it yourself” <<4=" 


2 Guaranteed by ” 
‘Good Housekeeping 


yy 
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The WEATHER-PROOF Company 


1407 EAST 40th STREET * CLEVELAND 3, OHIO 





) Why is this 
the mark of a 
cman ines BETTER BRUSH? 


developed feather-tip Neoceta bristle 





—showing molded-in grooves for 
superior paint corrying capacity. 


Mister, that RED STRIPE on your brush is your assurance 
of quality! It means that the feel of the handle, the flex of 
the bristles make any painting job easier for you. It means 
that whether you choose Red Stripe’s all - Neoceta brush or 
Red Stripe’s combination of hogs’ bristle and Neoceta, you’re 
getting a brush that paints smoother, faster, better. Why? 
Because Neoceta, Pittsburgh’s feather-tip wonder-bristle is 
designed especially for painting. And, in hogs’ bristle- 
Neoceta combinations, both bristles wear at the same rate 
—-for better performance and longer life. Next time you 
need a brush, ask your supplier to show you Red Stripe! 


There's a Pittsburgh brush for every home and industrial use 


Sash Enamel Wall and Maintenance 
Brushes ~ and Floor Brushes 
A Varnish Brushes 


Brushes 


And here’s your newest sales booster—the all new 
HOME PAINTING KIT featuring the 


It’s easy to sell Pittsburgh’s new Home . 
Painting Kit, containing all the tools ING 

the homeowner needs for room paint- F 

ing! It includes the 7-inch wide Fleet- 


Wing WALL COATER; a 1-inch WALL tf New metal 


Neoceta brush for trim; a KLIP-ON ferrule 


pan for attaching to ladder; and a book- COATER locks 


doubled 
let describing the care and use of the bristles securely 
FleetWing and Neoceta. 


Suggested retail price: $3-59 for complete kit! 


For the address of the Pittsburgh supplier nearest you, write: PITTSBURGH PLATE GLASS 


PITTSBUR GH COMPANY, Brush Division, Dept. C-8, 3221 Frederick Ave., Baltimore 29, Maryland. 


Kad Stipe sevens 


BRUSHES ° PAINTS ° GLASS ° CHEMICALS ° PLASTICS e FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LTD. 
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POINTER 


Garden Puts Customers at Ease 


A miniature cacti garden in a corner of the office of 
the H. J. Gabryel Lumber Co., Buffalo, N.Y., helps 
make customers feel at home. “Almost every customer 
who walks into my office starts the conversation by 
commenting on the garden. After the customer has 
inspected and discussed the garden he is fully at ease 
and ready to start talking business,’ says H. J. Ga- 
bryel, president. 

A semi-circular, native-stone wall encloses the gar- 
den which contains 30 varieties of cacti and desert 
plants. Each plant is labeled with its common name. 


Ggood-Looking 
‘1 (onger-Lasting 
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Dealers Winning Exhibit Pushes Redwood 


An eye-catching front elevation of a house fin- 
ished in natural redwood and trimmed in white 
took first prize for the Syracuse (N.Y.) Lumber Co. 
and its affiliate, the Syracuse Brick Co., at the recent 
Central New York Builders Show in Syracuse. 

The firm’s one-story, ranch-type model house fea- 
tured redwood siding, doors, fencing and outdoor 
furniture. A brick wall, patio and outdoor grill com- 
pleted the theme which attracted a large portion of 
the 53,000 people attending the 157-booth exhibit. 
The prize was based on the fact the display showed 
the best possible use of a product which the exhibitor 
was trying to push. 


Farm customers are insisting more and more on 
steel products made to give longer, better serv- 
ice. Continental steel Roofing and Siding offers 
dealers a chance to capture their share of this 
growing farm market. Made of special analysis 
steel and galvanized by the Continental process, 
these sturdy steel sheets fight rust and corrosion 

. add years of life to any farm structure. 
Farmers appreciate the modern appearance... 
structural strength and all-around protection 
Continental Roofing and Siding lends to farm 
buildings. This brings new customers to your 
store .. . keeps old customers coming back. To 
build your own business, sell Continental steel 
Roofing and Siding. Contact your jobber or write 
Continental at Kokomo, Ind. 


*Trade Mark Reg. U.S. Pat. Off 


CONTINENTAL 
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15 Types of Farm Fence, 
Posts, Gates, Gorb Wire 


14 Styles of Steel Roofing 
end Siding, and Fittings 


Neils, Staples, Lown 
Fence, Wire Products 





WHAT EVERY lumber salesman should know 


rings, density, grain . 


annular 


What the Lumber Salesman Needs 


The lumber salesman enjoys a 
particular kind of prestige among 
salesmen; he is supposed to know 
everything about lumber. This is 
largely true in theory, of course, 
but with the publication of “Lum- 
ber—Know It... To Sell It,” the 
theory almost becomes a reality. 
Almost, that is, for no one can 
know everything about this huge 


industry. 

Whether it be the problem of 
finishing cypress or knotty pine, de- 
sign of timber trusses, deciphering 
grade rules, or where to find a good 
general-purpose handbook on wood, 
“LLumber—Know It . . . To Sell It” 
has the answer. 

This 18-page booklet is divided 
into five general sections, each of 





GLOSSARY of Lumber Terms 

Grain. The direction, size, arrangement, 

appearance or quality of the fibers in 

wood. 
Close-grained wood. Wood with 
narrow and inconspicuous annual 
rings. The term is sometimes used to 
designate wood having small and 
closely spaced pores, but in this 
sense the term “fine-textured” is 
more often used. 


Coarse-grained wood. Wood with 
wide and conspicuous annual rings. 





FOR THOSE IN DOUBT excerpt 
from a glossary of terms in AIL.MA’s 
“Structural Design Data’ book). 


which is broken down separately. 
These sections cover the following 
subjects: (I) The Lumber Indus- 
try; (II) Use Properties of Wood; 
(IIIT) Products of Wood; (IV) Con- 
struction; (V) Merchandising. 

Nearly 25 books and pamphlets 
are listed as available from Amer- 
ican Lumberman, along with those 
of various associations and pub- 
lishing houses. 

This outstanding sales aid may 
be ordered for 25 cents from the 
National Lumber Manufacturer’s 
Association, 1319 18th St. N. W., 
Washington, D.C. 
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THE ORIGINAL JALOUSIE WINDOW 


Accept No Substitute 





TVT 


symbolize Pro-Tect-U jalousids’ simplicity of assembly...just 
a simple sawing operation one of the outstanding feat res that make Pro-Tect-U the 


in minutes makes special custom 


windows on the job eliminating leader in its field. This simpligty can reduce your salesmen’s 


unnecessary delay. 


equipment from a slide rulq to fn order book... resulting 


= = in more sales to more satisfjed ¢ustomers. 


One hundred KD windows, ss | —— 

size 24 (37x 50%”) can be > PRO-TECF-U The only Jalousie Window with 
stored in less than fifty cu. eqgafly distributed closing force throughout 
feet of shelf : : : 

ee the fentire height of the unit. 


PRQ@-TECT-U The only Jalousie Window with 

4 , 4 hardware adjustment every fourth louver...and 
weatherproof vane ends by the use of inter- 

locking metal parts. Inside screens are inter- 


changeable with winter storm sash. 








, saith sie ees a 


PRO-TECT-U JALOUSIE CORPORATION 
Dept. AL-8, Coral Gables, Fla. 


Please send me complete details on a Pro-Tect-U 
dealership. 


City 
fh. ss en ew cn ct a a ee aaa 
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GUPERIOR 


METAL TRIM 
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iF YOU ARE A DISTRIBUTOR—and you want to consider the Superior Moulding line, 
write to Youngstown Manufacturing, Inc., for information. 


iF YOU ARE A DEALER—and you don’t stock Superior Mouldings, ask your distributor 
for information or write direct to Youngstown Manufacturing, Inc. 


IF YOU ARE A CONTRACTOR—and you cannot buy Superior Mouldings direct from 
local sources, write to Youngstown Manufacturing, Inc. 


iF YOU ARE A BUILDER—check your local sources for Superior Mouldings cr write 
direct to Youngstown Manufacturing, Inc. 


IF YOU ARE A USER—you will find most local dealers do stock Superior Mouldings. 
If not, send inquiry direct to Youngstown Manufacturing, Inc. 


IN addition to all types of Metal Mouldings, Youngstown 
Manufacturing, Inc., offers the home “Best Seller’ — 
Tub-A-Dor (Bathtub Enclosure) as well as Curtain Rods 
and Seam and Edge Binding. 


YOUNGSTOWN MANUFACTURING, INC. 


66.76 S. Preeeect St. ; Youngstown 6, Ohio QUPERIOR 
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THE EDISON 


The five-room EDISON embodies features of con- 
temporary designs that are currently most popular. 
Large roof overhangs, vertical siding and privacy 
walls command strong interest. Open planning yields 
a U-shaped sweep of living area from entry to kitch- 
en. A center hall serves all the rooms. Besides seven 
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A-1 
FLOOR PLAN 996 SQ FT 
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closets, most with sliding doors, the utility room can 
provide additional storage when a suspended type 
furnace is used. There is also a large storage wall in 
carport. Blueprints call for a poured concrete foun- 
dation and concrete block piers. 

Write for plan AL-1. 


Home Plans of 


These plans will be a monthly edi- 
torial feature. Each one will be selected for 
its architctural merit and interest to home 
prospects who will be coming to you for 
plans and home-building advice. 
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THE WINTHROP 


The WINTHROP is a three bedroom ranch home 
that has been developed for maximum comfort and 
economy. Its 
27'10”x34’6”. 


these overall dimensions giving the house that long, 


simple rectangular plan measures 


The carport with storage room adds to 


low look. It can be screened in for outdoor living. 
The living-dining room and kitchen-laundry are in the 


Unusual Interest 





Architect Samuel Paul, whose 
house plans are reproduced on these 
pages, received his architectural de- 
gree at the Massachusetts Institute 
of Technology He also attended 
Harvard University graduate school 
of architecture and Fontainebleau 
School of Fine Arts in France. 

As the designer of over 30,000 
housing units since the war, he has 
played an important role in the de- 
velopment of the ranch plan, the gar- 
den apartment and split-level house. 

Books describing his homes include ‘Homes for 
Living’; “Homes Under $8,500"; “Homes That 
Grow” and “New Split-Level Houses.” He is co- 
author of “Home Modernizing,” which will be pub- 
lished this fall 
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front; sleeping rooms enjoy secluded privacy in the 
rear. Plumbing is back-to-back and forwardly lo- 
Perimeter duct heating and slab construction 
are specified. Note how the striated plywood, splay 
boards and plant box add charm and interest. Details 
for these are included in the blueprints. 

Write for plan AL-2. 
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How To Order 


Blueprints and materials lists for the houses de- 
scribed on these pages may be secured by writing 
American Lumberman, 139 North Clark Street, Chi- 
cago 2, Ill. One set of plans and a materials list may 
be secured for $22.50. Duplicate sets of plans are $5 
each. Please make remittance when ordering. 
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WESTERN 
CANADA'S 


BZ i a 


MORE AND MORE -t 


demand it because... 


@ It's strong and tough Nature has given this fine, long 
@ Enduring against the weather 


@ White, bright and of uniform color grained wood the right combi- 


@ Attractive in appearance nation of strength and weather 


@ No marked difference between Heart- : » 3 
aeb ad tonned . ) resistance that makes it best for 


@ Free from resin _ all building and crating purposes. 


@ Soft, even textured 


Supplies available for 
@ Easy to work - carpenters 


like it 3 fast delivery to all parts 
@ Takes paint and enamel fin- , vn, aaettite : " 
ish beautifully . A of the United States. 


ALBERTA FOREST AFP PRODUCTS ASSOCIATION 


FOREST 
PRODUCTS 
ASSN 


McLEOD BUILDING EDMONTON ~  alperta CANADA 
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You Can Share the 
Built-in Climate Boom 


Air-conditioned homes mean more 
building materials more money in your 


Read how dealers get added 


business from this fast-growing, new market. 


cash register. 


This is the first of two articles on air conditioning and 
how the retail building materials dealer can profit by 
this new trend toward home comfort. 


Some builders predict that within 10 years, no 
$10,000 house will be without air conditioning. Alert 
retail building materials dealers, whose opinions are 
quoted in this first article, not only share that opin- 
ion, but are already getting a share of the new busi- 
ness. 

Construction of new homes may fall unless some 
new sales inducement is found. Builders are counting 
mainly on air conditioning for that gimmick. 

A recent poll of 225 members of the National As- 
sociation of Home Builders indicated that about 40° 
will offer air-conditioned houses this year. Last year 
almost none of the 104 companies in the poll that 
now say they plan to air condition new homes was 
considering the matter seriously. 

A survey by American Lumberman reveals that 
building materials dealers want to know more about 
selling the various types of air conditioning; it dis- 
closed that Arizona dealers, for instance, have been 
in the house-cooling business more than 21 years. 

“Air conditioning for private homes opens a new 
sales opportunity for the retail lumber dealer,”’ points 
out A. A. Dunlap, Jr., assistant to the manager of 
the lumber dealers products department of the build- 
ing materials division of Armstrong Cork Co. 


Means More Insulation Sales 


“The subject of air conditioning is naturally very 
complex and its many engineering aspects pose a 
problem for the average retail lumber dealer, but the 
widespread acceptance for window units will undoubt- 
edly be felt by lumber yards generally as far as in- 
sulation and other construction nroducts are needed,” 
Dunlap says. 

He emphasized that the use of sheathing and in- 
sulating wool in the sidewalls will enable a home- 
owner to cut down the size of his air-conditioning 
unit. Studies in the Armstrong laboratory show that 
savings of 5¢ an hour can be made by using the next 
smallest unit. A house must be well insulated to make 
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WATERLESS AIR CONDITIONING is used in this Kala- 
mazoo, Mich., home. Condensing unit (upper left insert) is 
under roof, almost directly above furnace; cooling coil 
is placed in main furnace air-discharge duct; blower, 
connected to year-round thermostat, forces air through 
cooling coil to condition full house. Grilles shown upper 
right are on under side of two-foot overhang. Copper 
tubing inside garage carries refrigerant to coil, 


effective use of air-conditioning units. 

Air conditioning uses many of the materials the 
dealer has been selling for years: insulation, sheath- 
ing, tubing and, in the southwest, excelsior. Many 
dealers also sell sheet metal, which is widely used in 
air-conditioning ducts. 

The aggressive dealer will go after these sales of 
added materials as air conditioning becomes more 
common; he can also take on room and window unit 
coolers, as some dealers already have done; or he 
may build and equip new houses with central air- 
conditioning systems, as a surprising number of deal- 
ers already are doing and many more are seriously 
thinking about. 


Three Promotional Ideas 

There are at least three ways the retail dealer can 
start promoting this tremendous new market today: 

1. By pointing out to his new home prospects the 
advantages of providing for year ‘round air condi- 
tioning at the time the house is built, which reduces 
the original cost of installing equipment and makes 
the installation more effective; 

2. By helping to educate the contractors he works 
with by providing them complete information—-tech- 
nical and promotional—on air-conditioned homes and 
the best types of house-cooling equipment for particu- 
lar climatic areas; 

3. By stressing the advantages of air conditioning 

comfort and year ‘round economy—in his news- 
paper advertising and cashing in on the current vast 
amount of publicity and national advertising of air 
conditioning. 

And three ways immediately open for the retail 
dealer to start cashing in on the built-in climate 
boom are: first, in the construction of new houses 
with central systems; second, in sales of insulation, 
etc., in remodeling of old homes for air conditioning 
and, finally, in sales of room and window unit condi- 
tioners. 

“Air conditioning is now providing the retail lum- 
ber dealer in the South with the first big opportunity 
to sell sheathing and other insulation in quantity,” 
says J. V. Jones, manager of Armstrong’s lumber 
dealers products department. 

“Efficient air conditioning, like heating, requires 
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insulation and the new phenomenon of residential air 
conditioning is bound to increase the use of insula- 
tions of all types,” Jones points out. “While all the 
technical arguments about air conditioning are not 
yet settled, it is a proved fact that proper insula- 
tion increases its efficiency and reduces its cost.” 

Armstrong's studies indicate that potential savings 
through insulation are even greater with air condi- 
tioning than with heating. 

Up to now, less than 1% of U.S. homes had air con- 
ditioning in any form. “This summer, in the opinion 
of a good many wise observers, will mark the actual 
beginning of ‘the Great Era of Air Conditioning’,” the 
Saturday Evening Post recently told its readers. Fi- 
nanciers predict air conditioning will be “America’s 
next great industry.” 


Room Coolers Widely Used 

The most widely used form or air conditioning to- 
day is the room cooler. About 400,000 were sold last 
summer before the supply gave out; 33,000 were sold 
in 1941, the biggest prewar year, and 237,000 in 1951. 

Shipments of room air conditioners in the first 
half of 1953 were 215° above the similar period last 
year, says the Air Conditioning and Refrigeration 
Institute. 

Home units generally come in sizes from two to five- 
ton. If a home requires a three-ton unit, proper in- 
sulation of roof, attic space and sidewalls might make 
it possible to cool it satisfactorily with a two-ton 
unit. Based on current prices, this would save the 
householder about $400 in equipment cost. With a 
smaller unit, operating costs would also be lower (5¢ 
an hour), based on typical rates for electricity and 
water, In the middle zone—-North Carolina, Missouri 
and Tennessee—Armstrong calculates this operating 
saving at $60 a year. 


Full-House Air Conditioning 


Although it’s still relatively small compared to sales 
of room and window units, many think the whole- 
house system of air conditioning may yet be the fast- 


est comer because of its year ‘round potential. Until 
1952, less than 20,000 homes were fully air condi- 
tioned, but last year alone, over 20,000 such systems 
were sold and it is estimated some 60,000 will be 
equipped this year, an increase of 35,009 over 1952. 

This system of air conditioning is the one eventually 
expected to bring retail lumber dealers their great- 
est sales and profits. Air-conditioned homes mean 
added sales of insulation, sheathing and necessary 
materials by the lumber yard. 

This all-year climate control is achieved by combin- 
ing forced warm-air heating with an air-conditioning 
unit using the same air distribution system, includ- 
ing ducts, blowers and diffusers. 

Surveys show that initial installation cost will 
range from 65¢ to $1 per square foot, depending on 
local weather. Operating costs also differ with re- 
gional weather, but available estimates run from 
$3.50 to $5.50 monthly for 1,000 square feet. 


In the Remodeling Market 

The final market open for building materials sales, 
remodeling of present homes, could be a big one if 
dealers go after it aggressively. 

One manufacturer of air-conditioning 
feels that the best market for dealers will be these 
existing 12,000,000 houses with forced, warm-air 
heating, into which a two-ton unit, capable of cooling 
six rooms, could be tied into its ducts for $750 to 
$1,000 in most cases. For houses heated by steam 
or hot water, without air pipes, a combination of two- 


equipment 
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ton 
one 


refrigerating units came on the market this year, 
» for basement, one for attic. 





tion possibly 150% 


waked up to the 


of window air 
out for the last three vears. 
crease in 


What Our Readers Say About Air Conditioning 


We are selling air-conditioning equipment and 
additional building materials to go with it; insulat- 
ing materials, sheet metal, principally. On a $20,000 
home, equipment and insulating materials are ap- 
proximately 10% of the total, or about $1,400 


equipment and $600 additional material. 


We surely do believe that air-conditioned homes 


offer a real opportunity to dealers and I think in 


window units that are easily and inexpensively in- 
stalled as much as anything else. You can sell them 
to tenants as well as owners . . . Almost every new 
home that we build now has forced air heating 
and we are attempting to fix each home so that we 
may put a cooling unit next to it later at very 
little additional cost for installation.-H. L. Rich- 


ards, president, Richards and Krueger, New Braun- 


fels, Tex. 


We are doing some extensive remodeling through- 


out this area where air-conditioning units are being 


installed by appliance dealers .. . Air conditioning 
has increased our volume of sale for attic insula- 
in 1953 over our 1952 sales; or 
should say that the South has finally 
fact that insulation is of great 
value to the home owner.—A. P. Kitchens, J. C. 
Steele Lumber Co., West Monroe, La. 


perhaps I 


It is our plan to make and have available for all 


our houses of $11,000 and more, an air conditioner 


adequate to take care of the job. Since we do not 


have it at this time, we cannot talk about it, but 


we do see the trend and feel that in the next four 
or five vears all homes of $10.000 and up will have 
air conditioning. Stuart Fonde, president, Homes, 
Inc., Knoxville, Tenn, 


Recently we notice more and more dealers are 


taking on individual cooling units where the instal- 


lation is comparatively simple and the service is 
negligible. There is also interest in combination cool- 
ing and heating equipment. Some of our dealers 
have done a good job with this selling and 
there are others. along with Long-Bell, who are be- 
coming more and more interested. However, in our 


opinion, we are just starting and any promotion that 


could be directed toward dealers to get 
field we think would be worth-vhile 
Morgan, secretary-manager, 
men’s Association. 


into this 
W. M. “Rill” 
Oklahoma’ Lumber- 


Neither of our two companies handles air-condi- 
tioning equipment but we sell a fair amount of in- 
sulation to those putting it in. We are beginning to 
have air-conditioned homes here; some while build- 
ing new, other having it added. Also, our supplies 
conditioners have run completely 
We find a great in- 
use of air conditioning in this area. 

PD. B. Alexander, Mitchell & Alexander, Daytona 
Beach, Fla. 


There are many air-conditioning units being in- 
stalled in Florida in both new houses and in re- 
modeling of existing houses ... There is a definite 
trend in Florida toward air-conditioned homes.- 
Marie Bennett, secretary-treasurer, Florida Lumber 


and Millwork Association, Inc. 











(Editor’s note: The concluding article on the air- 


conditioning market for dealers will explain the 
tynes of cooling systems vou can sel': which bwild- 
ing materials to push; what types of air condition- 
ing dealers are selling and how.) 
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GET TO KNOW AMERICA’S 
BIGGEST GARAGE DOOR VALUE 

















{t costs you money to fuss around on the job, assem- 
bling and joining panels into a door. 


LOWER FIRST COST... You can give your cus- 
tomers big value—the result of standardization 


and big volume production concentrated in one 
plant. 


SAVES INSTALLATION TIME...STRAND’S one- 
piece door leaf does away with field assembly 
of single doors. Hardware is factory-assembled, 
and conveniently packaged—this is the quickest 
of all doors to install. Only ordinary tools 
needed. 


STRONGER, MORE DURABLE... . The STRAND 
Door, with the rugged strength of steel, is built 
for a lifetime of trouble-free service. This door 
assures permanently easy operation. Welded 
construction adds to durability—no bolts or 
screws to work loose. Steel can’t ever shrink, 
swell, warp, rot, or sag. 


GALVANNEALED . .. For rust protection, 


























Strand one-piece door brings you low first cost plus 


BIG INSTALLATION SAVINGS. 


STRAND Doors are GALVANNEALED. This 
is a heavy galvanized zinc coat, heat treated at 
high temperature. Provides an excellent base 
for paint. No special priming coat needed. 


Strand Doors are available in these types and 
sizes: 8’ x 7’ Receding (track) and Canopy; 
9’ x 7’ Receding (track) and Canopy; 16’ x 7’ 
Receding (track) only. Order from your jobber, 


or mail coupon for information and jobber’s 
name. 


YOU'LL WANT THIS NEW BOOK! 


GARAGE PLANS AND IDEAS is a new 32-page 
book of information and illustrations. Helps you plan 
your garage for appearance, economy and all-around 
usefulness. Includes 12 designs and floor plans by 
nationally known designers, how-to-build instructions, 
material lists, driveway sketches, etc. Also information 
about STRAND All-Steel Garage Doors. 





ALL-STEEL © OAL VAMNAALED ° overnea 


ae ee 











Strand Garage Doo: Division 
Detroit Steel Products Co. 

Dept. AL-8, 2244 E. Grand Bivd. 
Detroit 11, Mich. 

f 
10c for postage ond handling. 


\ © Send free literature describing Strand All-Steel Garage Doors. 
f 
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Name 
Address 


City —= — 


; 


) Please send 32-payge booklet of Garage Plans and Ideas. {'m enclosing 
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HERE’S THE Revolutionary 
MEN EVERYWHERE 
somer—wemmme FITS A HUGE, UNTAPPED, 











sgole) &— INC 


LOPUN ere = =6WAITING MARKET! 
madzel 


Ee. SOO e Compact ...ideal for the smallest workshop 
PATENTS PENDING 


eee 106 tO A CHICAGO 20. Li. e All-purpose . .. flexible . . . complete 


e Priced for mass selling 
# 
The 8-in-1 
Wonder Tool! | 


A Lathe ¢ A Grinder « A Bench Saw ¢ A Router 
@ ASander-Polisher ¢ A Vertical Drill Press ¢ 
A Horizontal Drill Press ¢ A Portable Drill 


fe ae 


pr ie, +8 oy 


For bevel sawing using bevel gauge. Also rips, 


cuts mitres with guides furnished. Complete woodworking accessory Kit No. AP-5, $7.95 


Only 


For drum sanding, butt $ Gg 5 
sanding, all forms of 
grinding, sanding and RETAIL 
polishing of wood and 


eis . ; > Be : metal. ° 
‘ - 2 Power Unit Included 
For wood turning between centers. Note tool rest. t “ 


mee ae en ONE er tening Until now, two things have prevented the average man 
from buying a ccmplete set of bench tools. One has been 
high cost. The other, lack of space. 

Now, for the first time, both obstacles to your greater 
profit have been eliminated. In the amazingly flexible 
PET Shopmate, you offer the first truly budget-priced, 
all-purpose bench tool. And it’s so compact, it will fit the 
smallest workshop! 

So be first in your area to cash in on this hottest of all 
“do-it-yourself” items. Remember, many a man has 
been waiting for this. Let them buy from you! Check 
your jobber on the new PET Shopmate now. Or write 
om Y _— direct to us for full details and prices. 


Lathe is hinged to bench, 
moved upright for quick 
use as a drill press. 


Portable drill easily detached 


from lathe for use onywhere, Never before a complete bench tool set at this low, low price! 
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new bench tool 
HAVE BEEN WAITING FOR! 











ANOTHER FIRST! THE MOST UNIQUE DRILL-KIT IDEA IN YEARS! 


Fastens to wall! 
A place for everything 


... everything in its place! 
powen Toots T | Wal |. hop Complete set of 34 pieces retails at 
MODEL 1440-G $ 9 a7 
Only ' G 


Watch your customers go for this! A handy 
drill-kit kept handy, within easy reach. No 
groping around for that elusive tool box. 

Wall-Shop provides a convenient place 
for each part, outlined in black and labeled 
on the attractive wood-grain-finished 
tool panel. Featuring special series 4” in- 
dustrial type drill with ball-thrust bearing 
and Jacobs Multicraft gear chuck. 

This PET Wall-Shop also adapts easily 
to a fast-selling counter display. For full 
details on this newest idea in drill kits, con- 
tact your jobber or write us direct. But 
act now. Get that new business from this 
new item while it’s new! 


INTRODUCING A TRULY ACCURATE LIGHTWEIGHT SAW! 


New! ner \ Electric Saw ‘tru-cuwe: 


MODEL 411 


*Guide and level index calibrated after each saw is assembled § 
TRU-GUIDE guarantees right-to-the-line cutting! 
Value-priced to retail at Only 


Handles the biggest share of all sawing. Light (only 6 lbs.), it’s ideal 
for overhead work. But rugged through and through. 
The perfect answer to the needs of all those customers who want 
good all-around electric saw utility at a moderate price. 
This saw with 44" blade has all these fine features. Dynamically 
balanced armature, trigger switch, automatic safety guard, adjustable 
rip guide, and many others. 


Check with your jobber now or write direct for full details. 


FREE s 
$1.00 Book! MAIL THIS COUPON FOR YOURS! 


“a © Only 6 Ib d PORTABLE ELECTRIC TOOLS, INC. 
nly 6 Ibs. Ideal for Dept. AL-83, 320 W. 83rd St., Chicago 20, Ill. 

overhead work. Please send me free my personal copy of the new 64-page 

@ Cuts panels, sheathing, “Portable Power Tool Guide,” retail price $1. Also send details 

all interior trim. on quantity orders for my customers 


PET distributor 
@ Cuts any angle 90° to 45°. on 
© Depth of cut, 14” to 1-3/16”. pe Og ee eee 
PORTABLE ELECTRIC TOOLS, INC., 320 W. 83rd St., Chicage 20, Iii. a ee — 
in Canada: Portable Electric Tools, ktd., 425 Birchmount Rd., Toronto 13, Ont. 


en | 
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POWER TOOLS 





Supply name of nearest 
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13 of a Series 


FOUR WAYS TO PUSH PAINT SALES 


Now is the time to begin your late summer and fall 
promotion of paint and accessories. For a complete, 
hard-hitting sales drive, give special attention to the 
following: 


1. Display: Secure all available display helps from 
manufacturers counter cards, window posters, 
streamers, etc. Plan a special paint window. Get spot 
displays set up throughout the store. In every de- 
partment find a square foot of counter or table space 
to set a gallon can of house paint with a sign held 
on by a rubber band. Prepare colorful truck signs. 

2. Direct Mail: Order a supply of manufacturers’ 
enclosures for use in statements and for a special mail- 
ing to homeowner lists. Many dealers also find door- 
to-door distribution of handbills effective. Print them 
on colored paper, using bold type and plenty of illus- 
trations 


3. Newspaper Advertising: Plan a season-long 
campaign, with the largest ads at the beginning of 
the peak volume period. Dominant ad size will help 
offset store location advantage of Main Street com- 
petition. Use all sources of good ad mat material 
manufacturers, ADservice, newspaper service. 


4. Feature Brand Names: Capitalize on consumer 
confidence in nationally known brand names—built up 
by years of manufacturers’ consistent advertising. 
Buyers will go far out of their way to buy products 
with a reputation for top quality. Use brand names 
and trademarks in all your promotion activities. 





Please send the following ADservice mats: 


AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Ill. 


| Page No. 13. I enclose $3.95. 
| Page No. 3. | enclose $3.95. 
[] Pages 13 thru 22. | enclose $39.50. 


COMPANY 

ADDRESS 

NAME 

cITY ZONE STATE 
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SUGGESTED 


oGenaonpmInTIRE CORE TT 

} e using 

Like New Again...wheeyovuse — ™ats on opposite 
, ; ' page. Dozens of 

} bff ps ‘ other layouts are 

fi, (BRAND) easily planned, 

since illustrations 

are independent 

and can be arranged 

in many ways in 

large or small ads. 

3-Col. layout 








ae cae 


OUR NA 


L 





14 OTHER MATS FOR YOUR PAINT ADS 
ADservice Mat Page No. 3, previously published, is 
reproduced on a small scale below. Order both No. 3 
and No. 13 and you will have material for many at- 
tractive paint ads. 
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ADservice MAT PAGE No. 13 


THESE 13 MATS FOR ONLY $3.95 
Mats are shown actual size. You can order a 
single mat page or the entire 1953 series of 


22 mat pages. See coupon on opposite page 
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Masonry Paint MAT NO. 145 Interior Paint or 


Roller and Tray Per OD, 18 























Brushes 149 Roof Coating MAT NO 








Cay 

ed ah 

a , brings you mats for your 

‘a | En sj fall 

\\A y E: ¥ siding repair and other 
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NEXT ISSUE—ADservice 


ads attic insulation, 

















timely illustrations 


152 MAT NO. 153 MAT NO. 154 MAT NO. 
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THE WHOLE FAMILY LIKES “GOING PLACES,” Gallant Company’s TV 
show which is of the travelog type. The firm strives to pick shows with uni- 
versal appeal because “everyone deals with a lumber yard.” 


T. A. MILLER, MANAGER, SIGNS THE 8220 CHECK 
to pay for one of the firm’s 15-minute television shows 
The company feels increased business justifies TV cost 


L. J. GIFFORD, PRESIDENT, CHECKS TV RESULTS. 
He says television is the best medium of advertising the 
company has ever used: “Customers tell us they see 


our ads.” 


Three Years On TV: “‘Best Medium We’ve Ever Used’’ 


Planning TV advertising? This Ohio 
dealer’s story tells you: 
e Facts about cost 
e Kind of commercials to use 
e Best time for advertising 
e How to prepare your sales staff 


“Television is the best advertising medium we've 
ever used.” 

That’s what L. J. Gifford, president of the Gallant 
Lumber and Coal Co., Toledo, Ohio, said on the anni- 
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versary of the firm's third straight year of television 
advertising. 

It was August of 1951 when the company started 
advertising on a 15-minute program once a week 
(cost, $105 per week). Today the firm has the 15- 
minute show once every two weeks (cost, $220 per 
week). 

T. A. Miller, manager, lists the following results of 
the TV advertising: 

1. Our business has shown a steady increase for each 
year that we have used TV advertising. The cost 
has increased more than 100% in the three years. 
However, rates are based on the number of TV 
sets operating in Toledo, which means that a great- 
er number of people see our ads. In spite of the 
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The trade shows prove it... builders and buyers 
alike want ANodoiseratt Panawall 


Booths packed with people from opening to closing... 


the aching feet of weary Roddiscraft salesmen . . . these 
tell of the success of Panawall exhibits. Builders. home 
owners — clamored for facts about Roddiseraft decora- 
tive paneling . .. wanted to know when, where and how 
they could get it. These buyers learned how Panawall 
creates interiors of lasting beauty . . . quickly. easily, 
at low cost. Builders can give more house for the money. 
Ideal for home modernization. 


Panawall: The material that stays beautiful! 


Roddiscraft Panawall is genuine hardwood plywood, 
made of random-width veneers V-grooved at the joints. 
Looks like costly solid wood costs only a fraction 
as much. Easy-to-handle 4’ x 8’ x 14” panels simplify 
new construction, or can be installed over existing walls. 
Available in Walnut, African Mahogany, American 
Cherry. 


BuitpiInGc Propucts MERCHANDISER 


Get the facts on Roddiscraft Panawall Now! 


Ask your nearest Roddiscraft warehouse manager for 
information on Roddiscraft decorative wood walls: 
Panawall, Craftwall, Parquetwall, Cedrela and Ply- 
weave. He'll show you samples .. . Stock up and cash 


: ! 
In now. 


PANAWALL OFFERS 5 BIG ADVANTAGES 


®@ Low material costs. ® No matching problems. 
® Low installation costs. © Easy to handle panels. 
® No more redecorating. 


NATIONWIDE Ruddiscraft WAREHOUSE SERVICE 


Cambridge 39, Mass. 229 Vassar Milwaukee 8, Wis. . 460! W. State St. 
Charlotte 6, N. C 123 E. 27th New Hyde Park, L. 1., N.Y 

Chicago 37,!I! 3865 W. 4lst 1756 Plaza Ave. 
Cincinnati 4, pes Fo ge = New York 55, N. Y. . 920 E. 149th St. 
Cleveland 4 io 27) Sth - 

Detroit 14, Mich. 11855 E. Jefferson a re ni ze . “ h pe ao ~ 
Los Angeles 58,Calif., 2620E.VernonAve iladelphia 34, Pa., Richmon ioga St. 
Louisville 10, Ky 1201-5 S. 15th St St. Louis 16, Mo 3344 Morganford Road 
Marshfield, Wis 115 S. Palmetto St. San Francisco 24, Cal., 345 Williams Ave. 
Miami 38, Fic 255-315 N.E. 73rd St. San Leandro, Cal. 720 Williams St. 
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increasing TV-ad rates, we feel the expenditure is 
justified 

We have had more response from TV advertising 
than from any other media that we have used. Peo- 
ple rarely mentioned seeing our ads in newspapers 
or direct mail. Literally hundreds of customers 
make a special point of telling us that they see 
our ads on TY. 

Television is bringing us business from more dis- 
tant points. Frequently, customers will drive com- 
pletely across town.-passing several lumber yards 
en route-to buy at our store. Also, we are getting 
inquiries and orders by mail from’ surrounding 
towns and suburbs which never occurred before 
we went on TV. 


By way of suggestion for lumber dealers who may 
be thinking of television advertising, Miller talks 
about five important subjects: Cost; type of pro- 
grams; TV commercials; proper time for telecasts; 
and tie-in training of the sales staff. 


What TV Costs 


“Our operation is of average size (35 employes),”’ 
says Miller, “and we find that the high cost of tele- 
vision advertising all but prohibits our advertising 
in other media. At present, we do no newspaper ad- 
vertising. And our direct mail advertising is kept to 
a bare minimum. In short, almost our entire adver- 
tising budget goes for TV advertising. Nevertheless, 
we feel our results justify this outlay.” 


Types of Programs 


At present, the firm’s 15-minute show is entitled 
“Going Places.” The show is the travelog type. Each 
week it deals with a different, high-interest locale, 
which may be anywhere in the world. The show 
series was obtained through the television station 
(WSPD-TV, Toledo) from a rental agency. Formerly, 
the firm used a show patterned around a believe-it-or- 
not theme with each show including four or five odd- 
ities. 

Miller says, “It is important to get shows that 
have a wide appeal to all groups— young and old 
alike. A show that is beamed at one interest or age 
group is not good because a lumber yard sells to al- 
most everyone. :' 

“Getting good shows is often a major problem. It 
would be nice to be able to present interesting pro- 
grams about lumbering and tie-in materials. Unfor- 
tunately, there are just so many tie-in films available 
so you must use your own judgment on deciding what 
type of series to run. Of course the television studio 
is helpful.” 


TV Commercials 


The length of commercials on a film program is 
dictated by the length of the film. The Gallant Com- 
pany has found that it is best to use commercials 
only at the beginning and end of the film. Most films 
run continuously for 10-12 minutes and breaking for 
a middle commercial is difficult. Also, many viewers 
object to three commercials in a 15-minute show. Be- 
cause of film lengths, commercials are limited to about 
3-414 minutes total time. 

“We have decided that using the same commer- 
cials (both film and words) every week works out 
best,” says Miller. “Our opening commercial is a fixm 
showing activity in our yard. The movie includes cus- 
tomers being served in the showroom and_ yard; 
trucks being loaded with lumber and building sup- 
plies in the yard; machinery operating in our mill- 
work shops and loaded lumber trucks rolling along 
the streets on deliveries. This action-film occupies 
the opening commercial. The closing commercial 
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shows action in our coal yard—such as loading and 
unloading coal by conveyors and making deliveries,” 
Miller explains. 

The spoken commercial accompanying the adver- 
tising film is now almost standard and it is rarely 
changed. “Our spoken commercials do not change 
much because we feel we have them pretty well per- 
fected. We find that repetition week after week pays 
off. And, you can get just so many words in during 
the commercial. After they have been edited and re- 
edited many times. there isn’t much room for im- 
provement,” he says. 

The name of the firm is stressed as frequently as 
possible in the commercial, but not enough to be of- 
fensive to listeners. 

“Occasionally, we have advertised specialty items 
or products on our show,” Miller added. ‘We found 
that advertising such items increases sales substan- 
tially. For example, one Christmas season we adver- 
tised ping-pong tables. Whereas during previous sea- 
sons we sold about a dozen tables, after we adver- 
tised the tables on TV we sold 49. 


“However, we have decided that although specialty- 
item or product advertising pays off, we keep it at 
a minimum. Why should we use such highly expeh- 
sive time to advertise a specialty item or a product 
which sells for other dealers almost as much as for 
ourselves? If advertising specialty items gets such 
good results, let’s use our time to advertise our lum- 
ber yard and cash-in on all departments,” Miller 
reasons. 

“When we advertise a specialty item it is difficult 
to get a film of it. The pictured item is ‘dead’—just 
sitting there while the announcer talks about it. This 
type of TV advertising doesn’t hold an audience be- 
cause there is little to watch. We feel that our films 
of general yard activity give the viewers something 
moving and interesting to see during the spoken com- 
mercial.” 


Proper Time for Telecasts 


The firm’s show goes on at 7:45 p.m. on Saturday 
in the fall, winter and spring and 6:15 p.m. on Sat- 
urday in the summer. Miller says, “The 6:15 time 
is not too good because many families are at their 
supper tables. We were more or less forced into this 
time because of daylight saving time and the sched- 
ules for national network shows. 

“What with network shows and higher costs for 
choice hours, a dealer is pretty well restricted on the 
time he can get for a show. We are extremely well 
pleased with our 7:45 evening time because a major 
national network show starts at eight. We feel sure 
that a high percentage of viewers see our closing 
commercial.” 


The firm’s show is continued every week because 
it has an alternate sponsor—-a construction company. 


Tie-in Training of the Sales Staff 


“About 60° of our business comes from the home- 
owner handy-man or woman, carpenters and small 
contractors (who do jobs like adding a room and gen- 
eral remodeling). Therefore, we feel it is especially 
important that our sales staff know enough about 
working with materials to be able to tell people how 
a job can be done. Our staff continually studies prod- 
uct uses and applications. I don’t think we have had 
a building or remodeling problem yet that we have 
not been able to handle. 

“Television advertising will bring the people into 
the showroom. But you still must be ready to sell 
them—and then keep them sold by giving customers 
the proper materials, service and advice on how jobs 
should be done,” Miller concluded. 
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from start to finish.... 


TRUSCON DEALERS ARE IN 
ON THE GROUND FLOOR 








The minute a man sticks a shovel in the ground to start 
new construction, he’s a prospective user of Truscon Metal 
Building Products. Right there, Truscon dealers are in on 


the ground floor .. . and have the opportunity to stay 
in... all the way! 


When you sell Truscon, you sell the most complete line 
of highest quality metal building products. Concrete rein- 
forcing bars for footings and welded wire fabric for slabs. 
Steel lintels. Steel and aluminum windows for every room 
in the house . . . and for light and heavy commercial and 
industrial buildings. Screens and storm sash. Metal lath 
and accessories. Residential interior and industrial steel 
doors. Also speciality items such as curb bars and pressed 
steel inserts. 


As a Truscon dealer, you get big-league backing. You get 
leads on new construction jobs. You save sales with 
Truscon’s full-time warehouse support—quick delivery of 
any product to your store or to your Customer's jobsite. 
You benefit from one of the most extensive advertising 
programs in the business. You get co-operative advertis- 
ing credits. You sell products that are recognized and 
accepted by builders, architects, engineers and consumers 
as of top flight quality. 


Learn more about the big, complete Truscon Metal Build- 
ing Products Line and about the big sales program that 
backs it up. Your letter will bring full details by return 
mail. Write today. 


TRUSCON STEEL DIVISION 


REPUBLIC STEEL CORPORATION 


1058 ALBERT STREET © YOUNGSTOWN 1, OHIO 
PRODUCTS Export Department: Chrysler Building, New York 17, N.Y. 


TRUSCON® a name you can build on 


Buitpinc Pronucts MERCHANDISER 





AMONG THE DEALERS 





Hoo-Hoo Schedules Big Convention 


SNARK OF THE UNIVERSE, Arthu 
H. Geiger, 48505 will be presented 
(later “embalmed"’’) at the Minne 
apolis convention 


Here’s complete list of 
events for three-day sessions 
opening in 
Minneapolis on 
September 8. 


Twin Cities Club 12 of the host 
cities, Minneapolis and St. Paul, 
has completed the program for the 
62nd annual convention of the 
Concatenated Order of Hoo-Hoo at 
the Hotel Nicollet, Minneapolis, 
Sept. 9-11. W. E. “Bill” Gits, 
47310, reservation chairman, re- 
ports registrations are coming in 
strong. 

Beginning on Tuesday, Sept. 8 
with registration from 2:39 - 5.39 
p.m., and a get-acquainted party 
from 5:09 to 7:39 p.m., the pro- 
gram follows: 


Wednesday, Sept. 9 

8:59 a.m., registration all day on 
the Nicollet mezzanine. 

9:09 a.m., General session, Ter- 
race room, Nicollet, Charles Lamp- 
land, 45267, president of Club 12, 
presiding. Following the salute to 
the flag and an invocation, Ray Sa- 
berson, 12075, Rameses 40, makes 
the official welcome; response will 
be by LeRoy Stanton, 31930, Ram- 
eses 41. Arthur H. Geiger, 48505 
Snark of the Universe, will be pre- 
sented by C. D. LeMaster, 29727 
Rameses 29, Seer of the House of 
Ancients. 

Robert J. Stalker, 36918: Harry 
F. Partridge, 1983; Ben F. Spring- 
er, 34265, and Edwin F. Fischer, 
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11901, the board of councilors, 
will be introduced and make re- 
ports; the Snark will announce 
committee appointments and jur- 
isdictional reports will be given bv 
the Supreme Nine members, offi- 
cers and delegates to wind up the 
opening session. 

Following adjournment at 11:59 
a.m., the Hoo-Hoo gathers in the 
Nico'let ballroom for a joint lunch- 
eon, The speaker will be Dr. J. Al- 
fred Hall, 59945, director of the 
Forest Products Laboratory: ‘For- 
est Products Research, Then 
Now and Future.” H. R. “Cotton” 
Nor‘hup, executive vice-president 
of NRLDA, will preside at the 
luncheon. 

The first afternoon's program in- 
cludes: 

1:59 p.m., General session; re- 
port of committee on education, 
Gene Ebersole, 46193, executive 
vice-president, Lumbermen’s Asso- 
ciation of Texas, chairman; report 
of committee on wood promotion 
Virgil G. Peterson, 46122, assistant 
manager, Red Cedar. Shingle Bu- 
reau, chairman, continuation of 
reports. 

4:09 p.m., 
room, Nicollet. 

6:39 p.m., Stag dinner, main 
ballroom; Arthur A. Hood, Ram- 
eses 32, 32511, editor, American 
Lumberman, presiding. Entertain- 
ment will follow the dinner. 


Concatenation, east 


Thursday, Sept. 10 

The second day opens with con- 
tinuine registration and includes: 

§:59 a.m., General convention 
session; continuation of jurisdic- 
tional reports 

11°59 a.m., Adjournment for out- 
ing. Busses will take the Hoo-Hoo 
to the Andersen Corp. window 
plant and outing at St. Croix 
River; there will also be golf at 
White Bear Yacht Club, where a 
smorgasbord dinner and water 
show will be staged. 

Friday, Sept. 11 

8:29 a.m., Committees on ad- 
ministration, resolutions, legisla- 
tion and good of the order: nom- 
inating committee will meet in the 
Nicollet parlors; delegates may at- 
tend to offer suggestions. 

10.29 a.m., General session: un- 
finished business, jurisdictional re- 
ports. 

12:09-1:39 p.m., Joint luncheon, 
members and ladies, Terrace room. 
Club 12 president Lampland pre- 


Program 


sides and the speaker will be 
George Grimm, Minneapolis Tri- 
bune columnist and KSTP-TV com- 
mentator. 

1:59 p.m., Final session, Snark 
Geiger presiding; committee re- 
ports, election of new Snark of the 
Universe, election of Supreme 
Nine. 

3:09 p.m., Presentation of Hous- 
ton as the 1954 convention site. 

3:29 p.m., Convention invitations 
for 1955. 

Following a_ short recess, the 
final session continues with: 

3:59 p.m., Embalming of the 
Snark, Junior ballroom, by Club 
12 Old-Timers. 

The convention concludes with a 
reception, dinner dance at 6:39 
p.m. in the main ballroom. 

Special entertainment for the 
ladies, besides those events they 
will share with the Hoo-Hoo, in- 
cludes a separate dinner Sept. 9 
and a lakes tour. 


The 
LUMBERMAN’S 
LOG 


Glenn Koep- 
ke, Minnesota 
student, receiv- 
ed the Hoo-Hoo 
Immortals 
Scholarship 
award, given to 
honor the five 
men who reviv- 
ed the concate- 
nated club after 
it had gone un- 
der many years 
ago. Twin Cit- 
ies Club 12 first awarded it to 
Donald G. Butler, who graduated 
this June and also won the Na- 
tional Lumber Manufacturers As- 
sociation’s summer training schol- 
arship. Bill Gits, Minneapolis, says 
Club 12 hopes to build the fund up 
to $5,000-$6,000 and award some 
yearly to a deserving junior in the 
school of forestry, preferably the 
Lumber Merchandising course .. . 


G. Koepke 


(Dealers: this is your column. If you 
have a new manager, if you have a new 
store or remodeled the old one, if you 
are elected to office or if you stage a 
home show write and tell us about it 
and other current items of interest to 
lumbermen. Please mail them to this 
department, c/o American Lumberman, 
130 N. Clark St., Chicago 2). 


August 10, 1953, AMERICAN LUMBERMAN & 





Marlite’s best 
for non-residential 
interiors, too! 


for creating beautiful interiors 


BurtpiInc Propucts MERCHANDISER 


Check into the non-residential market right in your own 
community. You'll find dozens of good building and 
remodeling projects—many of which will result in large 


and very profitable Marlite orders. 


Hotels, theaters, stores and shops, restaurants, office buildings, 
hospitals, groceries and super markets, churches, banks, 
bars, garages and hundreds more offer unlimited possibilities 


for Marlite prefinished wall and ceiling panels, 


Advertise Marlite . . . display Marlite . . . sell Marlite 
features; beauty, economy, low-maintenance, permanence, 
easy installation, wide range of colors and patterns. 


Nationally-advertised Marlite is a year ‘round profit-maker! 


Marsu Wart Propucts, INnc., Dept. 841, Dover, Ohio. 


Subsidiary of Masonite Corporation, 


Marlite 


PREFINISHED 
WALL and CEILING PANELS 
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THERN PINE LUMBER COMPAN' 


KILN DRIED YELLOW PINE --- END-MATCHED FLOORING --- TIMBERS 
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DIBOLL ano PINELAND, TEXAS SALES OFFICE 


SOUTHERN HARDWOODS: GAK FLOORI 
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TAMPAS FIRST 


ATOMIC 


BOMB SHELTER F 





POP ae OF BE kt cs Roe 


WOODEN FRAME SHELTER can withstand 28,000 pounds pressure at 1,000 
yards, says T. W. Ramsey, Tampa, Fla., dealer, who explained its advantages 
to other Florida dealers at their annual convention. 


Builds Wood Bomb-Proof Shelter 


Tampa dealer tells how his scientifically-designed 


shelter can be used in peace or time of war. 


By T. W. RAMSEY, JR.* 
Owner, T. W. Ramsey Lumber Company, 
Tampa, Fla. 


We have designed and built a 
wooden-frame atomic bomb shel- 
ter which will protect a family at 
1,000 yards ground center from an 
atomic explosion and the result- 
ant blast, flash and_ radiation. 
Similar shelters can be built to 
accommodate 50 to 1,000 people. 

Our shelter was designed around 
two principles: the great strength 
of end-grain timber of short span; 
and rounded shape. The shelter 
we have erected in Tampa is placed 
in the ground as far as the water 
level will permit. 

Coal mines use the strength of 
end-grain timber to support mine 
roofs. Such construction should 
be capable of withstanding the 
lesser pressures of an atomic blast. 
Also, the short span feature is in- 
tegrated in the shelter in that it 
has a maximum span of only two 
feet. 


*Excerpts from a talk on atom bomb 
shelters given by T. W. Ramsey, owner 
of the T. W, Ramsey Lumber Company, 
Tampa, Fla. during the recent conven- 
tion of the Florida Lumber and Mill- 
work Association in Miami 


The principle of rounded shape 
for the shelter is incorporated by 
the piling of earth over the roof. 
Following the atomic blasts in two 
major Japanese cities, the only 
structures left standing amid the 
rubble were the round smoke- 
stacks. The rounded stacks had 
cut the blast forces just as the 
bow of a boat cuts the water. 


Supporting columns of the shel- 
ter are 6"x6” timbers. An atomic 
blast 1,000 yards from the shelter 
would exert only 4,000 pounds of 
pressure on these posts, which are 
capable of withstanding 28,000 
pounds with 100% safety. 


The main entrance for the shel- 
ter is at right angles to the shel- 
ter compartment because blast, ra- 
diation and flash travel in a 
straight line and cannot turn cor- 
ners. An escape hatch is pro- 
videl in case the main entry is 
blocked and a shovel and hatchet 
is available if digging out is ne- 
cessary. Ventilating ducts are also 
at right angles to the shelter. 
They are equipped with an elec- 


(continued on page 133) 
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WE’RE SHOOTIN’ 
THE WORKS 
..-WITH OUR 


ANOTHER GREAT 


Zono.it 4j 4 ral Campaign 


Biggest Promotion in 
Home Insulation History! 


Zonolite is really gunning for Big Game...for 

bigger sales and profits for you this Fall! Our 

sights are set and we’re aiming at the tremen- 
dous home and farm market with the strongest high- 
power promotion ammunition in the field! Join the 
Zonolite Hunting Party now. We've got plenty of 
ammunition for you to start shootin’ for really big 
game. Plenty of surprises to help you bag a_ bigger 
share of Home Insulation Sales this Fall. Window and 
Counter Displays, Free Ad Mats, Radio Records featur- 
ing the famous Chordettes, Billboards, Mailing Pieces, 
etc. Mail coupon at once for complete promotion kit. 


MAIL COUPON FOR YOUR “AMMUNITION” TODAY! 


gues See SBeeBeeseeee eee a = ug 
ZONOLITE Company, Dept. Al-83 

135 S. La Salle St., 

Chicago 3, ill. 

Gentlemen: I want to “Go Gunning” for bigger Home 
insulation sales this all. Please rush “‘stGHTs ON 
SALES”’ promotion kit. No obligation 


OF FALL eae 
INSULATION SALES 





Address __ 





City _Zone State 
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CORN CRIBS were prefabbe Weakley as 
reta'l lumber deaie 


PREFAB GARAGES followed two years later... 


Dealer Becomes 


Prefab Manufacturer 


i wi,’ How Robert K. Weakley, Newark, 
wae = Sees Ohio, developed his small-town lumber yard 
rag Hae. ite ; : into a factory which is now turning out 
. Rese. ten ms, $2,000,000 in prefabricated homes yearly. 
PRECUT STUDS will allow completion of six panels 
like this in one day. Robert K. Weakley, white shirt 


owner of the Weakley Lumber Co. and Bill Lind, shop 
superintendent, check a partially completed panel 


VL —_ 
| aw | 


f 


THE HOUSE 
ARRIVES via 
leased truck. In 
one day the crew 
will have the ex- 
terior walls and 
roof complete. 
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THREE WEEKS LATER the house is complete, landscaped and ready for occupancy 


$8,506 plus lot 


This is the second of two articles about Mr. Wenakley’s busi- 
ness. The first, “10 Ways to Prefab for Profit,” appeared 
in the July 27th issue. 


It isn’t often that a small-town lumber yard mush- 
rooms into a regional prefab house factory in seven 
vears—-yet, that is the story of the Weakley Lumber 
Co., Newark, Ohio 

“Almost from the day I entered the lumber busi- 
ness,” says Robert K. Weakley, owner, “I believed 
there would be an expanding and profitable future in 
prefabricated buildings.” 

It was 1946 when Weakley purchased the C. M. 
Johnson Lumber Co., Claylick, Ohio. Almost immedi- 
ately he went into the construction of prefab and 
precut milk houses, corn cribs and other packaged- 
deal farm buildings. 

Two years later he moved the yard to Newark, be- 
gan to prefab garages and started thinking seriously 
about the prefab housing market. As an experiment 
he put up several homes for a national prefab manu- 
facturer. 

Then, in 1950, Weakley designed, manufactured, 
sold and erected 25 of his own prefab homes. This 
year the firm will gross about $2,000,000 in delivering 
prefabricated houses to more than 30 dealers in Ohio. 

Now a member of the Prefabricated Home Manu- 
facturers’ Institute and president of the Newark Home 
Builders Association, Weakley says: “The first thing 
I noticed in the prefab home business was the friend- 
liness and cooperation among competitors. I was 
amazed to find other manufacturers were willing to 
take me on tours of their entire plants. They all 
seem willing to trade ideas and work together closely 
to boost the business for the good of all.” 

The Weakley Lumber Co. started in the prefab busi- 
ness with one house style (30’ x 24’ 8”) which was 
erected on a concrete slab. Not including the lot 
or landscaping, the house sold for $6,000. 

Today the firm makes three basic (but expandable) 
types of homes than range in consumer price from 
$7,300 to $30,000. The original two-bedroom house 
is still used in addition to a three-bedroom (36’ x 
24’ 8”) home. The new 1953 model (42’ x 24’ 8”) 
comes with landscaping, garage, breezeway and op- 


Burtp1Inc Propucts MERCHANDISER 


This Weakley model sells for 


tional wall-to-wall carpeting, range, refrigerator, 
washer, dryer, ironer and dishwasher— with the util- 
ities built into the kitchen. 

Weakley explains that each house design can be ex- 
panded in modular units by adding 16 or 24” studs. 
The house is usually presented to a customer as a 
basic unit. Then as the customer may desire, the 
unit is expanded to include carport, breezeway, na- 
tive stone front and other features. 

“We recently tried to estimate the number of vari- 
ations possible with our three basic units,” says 
Weakley. “We quit counting at 11,000. We believe 
our houses have all the advantages of prefabbing 
with none of the ‘prefab-look’.” 

Construction time for the walls and roof of an 
average house is one day. The owners are able to 
move in three weeks later when the interior finishing 
and other jobs are complete. 

The company’s new $60,000 factory (30,000 square 
feet) is capable of turning out a house a day. Roof 
trusses can be made at the rate of 10 an hour by a 
two-man crew; six wall panels can be assembled, 
painted and ready for shipment in one day. The fac- 
tory employs 100 men in the summer and 45 in the 
winter months. The office staff of 12 includes a regis- 
tered architect (good selling point for someone who is 
buving a $7,300 home) and two realtors. 

The company delivers homes within a 350-mile ra- 
dius of Newark by using leased trucks and drivers 
The field dealers receive the prefab houses as pack- 
aged deals: they add about a 12'4°% markup in sell- 
ing to consumers. Most of the loans for the homes are 
furnished by local banks or building and loan asso 
ciations which allow 75% up to 15 years. 

Weakley points out that the expnerience and con- 
tacts he acquired in the retail lumber business serves 
him in good stead for prefab home manufacture. “T 
was able to use my same sources of supply and just 
increased the quantities of my orders.’ 

“In a sense I don’t believe that I am too far from 
the retail lumber business now,” says Weakley. “To 
be successful in both the retail lumber and the prefab 
house business you must have a long range, definite 
program designed to hold costs down and keep profits 
up 


95 





Pointers 





How to Lose a 
Nice Customer 


I'm a nice customer. I'm the one 
who never complains no matter 
what kind of service or attention 
I get. 

I'll drop by a lumber yard and 
stand there while employes talk 
with each other and take their time 
about waiting on me. If the man 
or woman who finally does notice 
me is impatient and short with me, 
do I complain? No, I don’t. 

When I ask for information and 
get a vague reply—-and the clerk 
makes me feel that I am the most 
ignorant guy who ever came in the 
place because I can’t describe in 
lumber terms just what I want 
do I complain? No, I don't. 

Or, as mostly happens, if I ask 
if a certain molding is in stock and 
am told to “See the yard man” 
somehody I wouldn't recognize 
from Adam, and who is invariably 
ergaged in something for an hour 
or so--do I gripe, fuss or criticize, 


or make a scene as I have seen 


v, 


7 


Jutside Com 


other people do? No, I’m the nice 
customer. And I'll tell you what 
else I am: 


I'M THE CUSTOMER WHO 
NEVER COMES BACK 


That's my retaliation for getting 
pushed around too much. That’s 
why I tolerate whatever you dish 
out to me in the way of a brush- 
off. I know I’m not coming back. 
It's far more deadly than blowing 
my top. 

So you say, “Who cares if you 
never come back? We've got lots 
of customers and lots of money. 
We'll never miss you.” And my 
only answer is that a nice customer 
like myself, multiplied by others of 
my kind, can just about ruin any 
business. It has been done, many 
times, and it’s still being done ev- 
ery day. 

That’s why I can sit back and 
laugh when I see you frantically 
spending your money on expensive 
advertising to get me back when 
you could have had me in the first 
place for a few kind words, a smile, 
a little better service. 

( f 7 [ 


* HARDWARE 


* POWER TOOLS 


* NURSERY STOCKS 


* LAWN SUPPLIES 


+ “SWP” PAINTS 


* MASON MATERIALS 


+ FIREPLACE FXTURES 





The World’s 
Most Unusual 
Lumber Yards 


+ LUMBER 
+ MILL woRK 


Lincoln 
7-9400 


* PLUMBING 


for all your 


* ELECTRICAL 


House Repair Needs 
an Exporsanced Staff to Mela You! 


CHARGE ACCOUNTS SOUCITED 


Hechinger G, 


Four Building Material Stores 


(oe 8 0 Ome 0 1905 Benen Ore. 4. 
0928 Ge ave, Vette Gaered. Vegas 


* GARDEN NEEDS 


* FLOOR COVERINGS 





UNPAINZED FURNITURE 





Ts @ TOY 





Sales Slip Does Double Duty 


Even the back of Hechinger’s 
sales slips are used for suggestive 
selling. Fifteen different major 
products are listed on the slips 
written by salesmen in the com- 
pany’s four’ building material 
stores in the Washington, D. C. 
area. Also note the plug for ‘house 
repair needs” and “an experienced 
staff to help you.” 


¢ ARE YOU LOSING SALES TO 


petition? 


Every time a farmer in your area 

buys a building not sold by lumber 

dealers, you lose. Rilco farm rafters 
are sold only through lumber dealers so we 
lose, too. So we've developed a sales plan which 
enables you to beat outside competition. Here, 
briefly, are some of the main advantages offered 
you by Rilco “package selling”. 
You sell complete buildings. This is important, 
because many farmers are bitter about having to buy 
a lot of unexpected ‘“‘extras’’. This package selling 
makes it easier for the farmer to buy .. . and it saves 
work for you too. 


You can quote the total price. Rilco “package sell- 
ing’’ material lists make it easy for you to figure 
complete material costs, and usually you can arrange 
to quote the total erected price. Pricing of each item 
required for a building is confusing and has little 
meaning to the farmer ... he’s buying a building 
and wants to know its total cost. 


You sell a building of known quality. This is very 
important, because farmers can’t afford a building 


that requires expensive maintenance. Rilco rafters 
are engineered and precision fabricated. Plans show 
just how to build without mistakes, so the farmer 
knows in advance what he’s getting for his money. 


You sell buildings which are erected quickly, at low 


cost. Farmers usually want their building right away 
... and they always want to save on labor costs. 


Compare these points with the selling points 
used by outside competition, and you'll see why 
the Rilco plan is cracking the problem of build- 
ings offered by firms outside the retail lumber 
industry. Then write for full details. We'll send 
them promptly, and have your local Rilco sales 
poe per “hag call on you to help put this simple, 


effective plan into operation. 


RIL PRODUCTS, INC. 


2521 First National Bank Building « St. Paul 1, Minnesota 
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"‘WEATHER-BLOC 
Siugle Unit VENTILATOR 


for 
GLASS BLOCK 
SMALL PANELS 













) | A PROVEN 
INSIDE » PRODUCT 
USA 2565122 THOUSANDS 
‘ Canada— 478095 IN SERVICE 


Other Patents Pending §@ 








Louver Fype AAllweather Ventilation 


@ CONTROLLED VENTILATION @ NO SACRIFICE of 
@ STAINLESS STEEL BODY BEAUTY or PRIVACY 
e VANDAL-PROOF FROM OUTSIDE 

WEATHER-BLOC on the outside presents a series of 
horizontal louvers which blend with glass block and permit 
ventilation regardless of outside weather and assures 
absolute privacy no matter where the WEATHER-BLOC is 
located. The inside offers finger tip control of ventilation 
with adjustable louvers. Aluminum screen. 


3 WEATHER-BLOC MODELS 
STANDARD—glass louvers outside and inside 


IN COMMERCIAL 
GLASS BLOCK SIZES 


UTILITY —stainless steel louvers outside, glass louvers inside 


ECONOMY-~ stainless steel louvers outside and inside, 
6 and 8 inch sizes only 


WEATHER-BLOC can be used in existing glass block panels, 
or can be built into new panel construction as easily as a 
single glass block. 





) 


Purchase Through 
Your Glass Block Dealer or Distributor 
Also Nationally Distrituted by 
WINCO MANUFACTURING CO., 
533 Bittner Street «¢ 


GLASS* BLOCK 
DISTRIBUTORS 
...Write and ask about 
your attractive discounts Inc. 


St. Lovis 15, Missouri 








A Product of 
AIR RECTIFIERS, Inc. 


WEATHER-BLOC 


Trade Mark 


3734 NORTH SOUTHPORT AVENUE e CHICAGO 13, ILLINOIS 
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To be used individually or in 















Individually molded from actual 
boards — reproducing grain and 
texture of natura! wood. Here 
xtured 

Wood-Textur U lation—plus great structural 
strength —for use indoors or 
out. Suitable for many types 
i omasote of stain or paint. In 16’, 

32” i 
in 8’ lengths. Send coupon 
for suggestive, illustrated 
material. 


is beautiful decorative insu- 

and 48” widths—and 
ie at a] 
PANELS 





whatever combination fits a 
given room. Included are 
wardrobes, storage wall 
units, desks, vanities, bath 
storage cabinets, music 
units, bookshelves, dressers, 
linen cabinets and tray 
chests. Precision-built of the 
finest plywood and lumber; 
shipped KD for quick assembly. 
Let us send you illustrations and 
specifications. 


Nova 


PRECISION-BUILT 


Wall Units 


HOMASOTE COMPANY 
"Ey NOVA SALES 


| Sweers “Ai Trenton 3, N. J. 
a aw eee ee ee ee ee ee ee ee ee ee ee ee ee ee oes 


HOMASOTE COMPANY, Trenton 3, N. J., Dept. 11D 
Send illustrated literature on 
Wood-textured Homasote Nova Wall Units 


detailed, 
All Homasote-Nova Products 
NAME 
ADDRESS 
City & ZONE STATE 


My lumber dealer is 
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Guideposts to a 
Sound Policy 


of Distribution 


Strong sales support, defined distribu- 
tion pattern, sound pricing policy are yard- 
sticks in evaluating industry stability. 


Strong sales support, a defined distribution pattern 
and sound pricing policy are three major yardsticks 
in evaluating a manufacturer's sales policy and its 
relation to industry stability. 


When a supplier’s salesman or sales manager is 
asked, “What is your sales policy?” the answer is 
likely to be the all-inclusive one, “We sell through 
distributors!” 


Orderly distribution and maximum profit volume 
will not exist at all levels for long—in any industry 
if the member companies cannot offer more than that 
one answer. 


Can the supplier meet the all-important obligation 
of maintaining his own order file without disastrous 
price fluctuations? What sales support can the man- 
ufacturer give you, the distributor, and your cus- 
tomer, the retail dealer? How does he define his dis- 
tribution pattern (100° jobber, jobber plus direct 
sale, or no policy)? 


One of the best insurance policies for underwriting 
orderly distribution is in the manufacturer’s support 
of his product through field selling, consumer demand 
and effective sales promotion. Conversely, when man- 
ufacturers are committed to private label merchan- 
dising, maintain no sales force in the field and develop 
no dominant name brands, then a limited profit po- 
tential exists at all levels and a volatile pricing ex- 
perience seems to be the record. 


Three important action factors in strong sales sup- 
port are: 

First, consumer demand. Dominant brands are 
conceived by years of high quality production, na- 
tional and local advertising, word-of-mouth commu- 
nication and recommendation, publicity, direct mail, 
radio identification and, most recently, TV. A dom- 
inant brand is not necessarily a product of a large 
dominating factor in the industry but rather the mer- 
chandising effort back of a name, a method of estab- 
lishing customer preference for the product. History 
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Paul D. Shoemaker 





Paul D. Shoemaker, vice-president in charge of 
sales for the Masonite Corp., spoke before the Na- 
tional Plywood Distributors Association at their 
recent meeting in Sun Valley. 

Seldom does a convention talk contain as much 
meat as Mr. Shoemaker’s. He speaks from a long 
and wide background of distribution management. 
His speech, “Sales Policy and Industry Stability,” 
proves an old adage: “There Is No Substitute for 
Experience.” 











has proven that dominant brands offer stability and 
positive support, if they are backed by sound com- 
pany policy with respect to distribution. 


If a manufacturer, on the other hand, establishes a 
policy of price advantage to offset the consumer ap- 
peal created by his competitor, if he elects that route 
rather than establish his own brand—then that manu- 
facturer will eventually face low profit return and his 
distributor outlets will find themselves inadvertently 
contributing to an unstable market. 


Stated positively then, growth manufacurers who 
build name brands and consumer demand through new 
markets, new uses and new products offer strong 
sales support for the distributor. 


Support of Retail Dealer 


Second, support of the retail lumber and building 
materials dealer. With consumer demand on the rise, 
a manufacturer’s policy should encompass full sup- 
port of the retail dealer in order to get maximum low- 
cost distribution. Strong support here means profit 
assistance for you, the distributor. Trade calls such 
as architect, contractor, builder and other by your 
supplier’s salesman and your own representative is 
important support for the retail dealer. 


Sales training, point-of-sales material and sales 
promotion are also required to develop a successful 
turnover and profit plan for the lumber dealer. This 
type of strong support action insures an even and reg- 
ular flow of the product. 


Sales can maintain a level of demand even in “seat 
belt” weather so as to meet orderly production sched- 
ules. This is far better than to rely on a production de- 
partment policy, unrelated to customer need, that in- 
variably leads to unnecessary auction prices. 

Third, support of the distributor. Manufacturers 
who are committed to a 100% distribution policy 
through the jobber, or to a combination of distributor 
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What window style 
do your customers 
want? A friction 
balanced unit, fully 
weatherstripped, 
and with remov- 
able stock sash? 
SELL ‘EM 


MALT-A-MA 





Or do they want a 
fully weather- 
stripped window 
with removable 
sash that is fully 
balanced? SELL’EM 


Bi a Mactr 





You can bet on 
this winning pair... 


No matter what the demand... you can deliver because 
these two Malta units break down customer resistance . . . 
meet every purse and purpose. These precision made wood 
units are delivered to you completely assembled, ready to 
install . . . the builder saves 
installation time and costs, 
you eliminate costly handling, 


if you're not now hold- 
ing and selling this win- 
ning pair, write for name 
of nearest jobber. 


MALTA, OHIO Supreme Quality Since 1901 


Member Ponderosa Pine Woodwork Assn.,and the N.W.M.A. 


BuILpING Propucts MERCHANDISER 





FRONT Z iw 


RE 
GARAGE DOORS AND HARDWA GARAGE DOOR 


“Sells” Itself because— 
it “OPENS” itself! 





FEATURING 


PONERMATIO™ ACTION 


@ Just release the latch — door 
swings open! 


Fits standard 8’ x 7’ single- 
width openings. Other models 
available to fit 8’ x 6'6", 9 
x 7’ and 16’ wide by 7’ high. 


Torsion springs on arms start 
door open, then “Powermatic” 
takes over—a remarkable ex- 
tra-value feature that clinches 
the sale 


Sell the door that sells itself! The Frantz No. 10 does the 
selling job for you because it has everything you could 
want in a one-piece door, plus “Powermatic” Action that 
clinches the sale every time! Needs only 2” headroom, and 
is as beautiful in looks as in operation. Pre-fitted at the 
factory for easy installation, designed to give years of 
trouble-free service, you can show this door with pride. 
Check up on the No. 10 and other Frantz Overhead Door 
models. Write for a copy of Catalog No. 302, which gives 
full details of the beauty and easy operation of FRANTZ 
line of Overhead Garage Doors. 


SELL FRANTZ « AMERICA’S BEST ENGINEERED OVERHEAD DOOR 
GARAGE DOORS AND HARDWARE 


FRANTZ MANUFACTURING CO., STERLING, ILL. 
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and direct dealer sales, require sales coverage by 
well-trained company salesmen to properly support 
their distributor customers. 


Five points are required for effective support of 
the distributors and their organizations by their sup- 
pliers in sound distribution practice: 1. sales train- 
ing of your men; 2. sales tools; 3. introduction of new 
products; 4. a turnover-profit plan; 5. full coopera- 
tion, 


Here again the manufacturer has an opportunity 
to maintain volume levels to pace production needs. 
A manufacturer-distributor relationship that is alive 
with action and profit will make a very healthy con- 
tribution toward orderly distribution. 


The next time you ask your supplier or a prospec- 
tive manufacturer who solicits your business, ‘‘What 
is your sales policy?” be sure to pinpoint questions 
that will focus attention upon a definition of his dis- 
tribution pattern. 


Today in the building materials industry you will 
find the 100% distribution policy; the distributor plus 
the direct sales to dealers; the 100% dealer sales 
program and a combination of both plus direct sales 
to consumers, i.e. no policy. 


Distribution Policy Defined 


It seems to me that it is one of your strong prer: 
atives as a distributor to explore and be vitally in- 
terested in your supplier's definition of his distribu- 
tion pattern. Just to review product quality, market 
acceptance and price is not enough. 


Major questions in defining distribution policy are: 


1. Are you committed to distribution through the 
jobber? 


2. If not, how can you support my own sales 
program? 


3. If you sell more than one distributor in my 
market, how can I build volume on your product? 


4. Do you distribute your products through the 
retail and building materials dealer? If not, how do 
you propose to establish sales for me? 


5. What is your policy on sales to industrials? If 
you sell direct, how can I serve this market? 


Both short and long-range policy dictates that a 
manufacturer in the building industry consider job 
ber distribution in order to be economic. There are a 
few exceptions in bulk materials, such as Portland 
cement, plaster, steel, etc. Some specialties will take 
the route of a broker or a manufacturer's agent, but 
any product that is of commodity stature or is t 
become a volume product warrants full consideration 
of the distributor. 


The vacuum of demand developed by modern mer 
chandising methods makes the local jobber’s depot 
(independent or manufacturer owned) a basic re- 
quirement for smooth, even product flow. Without 
your facility and service, the manufacturer faces spe- 
cific distribution wastes such as product acceptance 
with non-availability, excessive transportation; han- 
dling and selling costs and higher plant inventories. 


Looking ahead—-and that is the important view—a 
committed jobber policy is the soundest approach. It 
must be supported, however, with field selling by the 
manufacturer and coordinated with the sales effort 
of the distributor. A stable industry pattern will not 
be fully achieved if manufacturers discount sales im- 
portance and rest their distribution case with jot 
— on the basis that they alone are the total sales 
orce, 
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Need Supplier’s Sales Support 


No, for your own protection you need sales support 
from your supplier if you are to depend upon and 
have orderly distribution. The company that solicits 
your business with a record of undefined distribution 
policy most certainly warrants your attention and ap- 
praisal. If you buy because of price or some other 
short-range advantage, you can be sure you will be 
working against your own best interests. 


Multiple distribution, as compared to franchise or 
exclusive representation, is one facet of sales policy 
that comes up for review whenever one appraises a 
supplier’s defined action. 


Maximum distribution for a_ well-merchandised, 
dominant brand may well require multiple outlets in 
many markets. In principle, it is apparent that prod- 
uct availability to the consumer through established 
channels is the logical target. For example, if a 
dealer who serves a home owner in Springfield, IIl., 
must send his order for decorative plywood panels 
to the West Coast and wait for an l.c.l. shipment, it 
is highly possible that the homeowner will buy an- 
other type of decorative wall lining. 


Multiple distribution broadens the base. It is suc- 
cessful only when the manufacturer's sales organi- 
zation and the various distributors’ sales forces in- 
volved provide a potential that will expand each dis- 
tributor’s volume rather than divide the original job- 
ber’s sales. 


The supplier who does not confine his product to 
lumber dealer distribution may have product experi 
ence that forces other outlet consideration. However 
every distributor who is committed to lumber dealer 
sales will unquestionably scrutinize a policy that per- 
mits the product to be sold all over the lot! If your 
dealer must meet the competition of the paint, hard- 
ware and department stores, to name a few, in selling 
your manufacturer’s product, he may face low profit 
incentive and be lost to a competitor and a different 
brand. 


Sound Pricing Policy 


We who manufacture and supply you and you 
trade with products worthy of our name most cer- 
tainly face the responsibility of leadership in sound 
pricing practice. If we do not accept that responsi 
bility then your efforts may become restricted. Market 
conditions that follow lead to unnecessary wastes. 


Manufacturers should and will take a stand in 
building their own quality house like Edwin Mark- 
ham’s “Parable of the Builder’? when it comes to 
sound pricing policy. A product that consistently 
permits stable price and mark-up at the retailer’s 
yard or store attracts the interest and effort of all 
in the distribution channel. However, a quality proc 
uct with dominant brand acceptance that becomes a 
market fooball may be kicked into a static position 
because of low or no profit interest. That product 
could not survive when sales costs go up and the 
producer feels the drain-off of his own profit margin. 


Modern merchandising, strong sales support 
defined sales policy today build an effective founda 
tion toward market stability. The manufacturer 
who maintains continuous sales effort in the field s 
as to broaden the use for his product, as well as to 
support his production schedule, is a company that 
will always contribute substantial weight toward 
building a stable pricing policy. 


As I attempt to write in my mathematical Q.E.D., 
permit me to make this final observation. Your per- 
formance as a distributor represents a focal point so 
important that it is imperative that you and your 
supplier operate on a two-lane highway of coopera- 
tion. 
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It’s an engineering age an oppor- 
tunity to discard time-rusty business 
methods. We may not be buying lum- 
ber and plywood by stop watch and 
cost sheet but it might be more effi- 
cient. In the meantime Pamudo meets 
all kinds of lumber buyers half way 
... bringing trade knowledge and ex- 
perience into 1953 focus. Buyers like 
Pamudo’s give-and-take and call on us 
for service. 


Fir Plywood and Lumber Products Through 


Warehouses and Direct Cars from Tacoma 
Sales Agents, Hardel Plywood Co., Olympia, Wash. 














“"==Direct Shipments ——— 


General Office, Rust Building, Tacoma 2, Washington 


WAREHOUSE STOCKS Straight and Mixed Cars - Lumber ond | 
Plywood « Doors * Mouldings ‘Lomber Products - Cut Stock - Mouldings 

: Fir Plywood - Cut-to-size industrial Plywood 
Stock Millwork a: isin setae 





WAREHOUSES IN S PRINCIPAL CITIES 

@ ST. PAUL 4, MINNESOTA © CHICAGO 38, ILLINOIS 

@ KANSAS CITY 5, KANSAS © BALTIMORE 31, MARYLAND 
© ELIZABETH, NEW JERSEY 
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ORIFEIN 


For all year round sales. be sure your 
shelves are well stocked with this 
assortment of hardware items by Griffin. 
These are but a few of the items in the 

big Griffin line . . . all designed for fast 
turnover and additional profit. Check your 
stock today —then order from Griffin . .. 
manufacturer of quality products since 1899. 


pikes 
ae 


Order from your jobber today. 








FROM TACOMA: on | 


REPRESENTATIVES 


GEORGE A. GREGG WALTER S$. JOHNSON & SONS tL. G. FULLER, JR. 
17134.6 Wyoming Avenue 917 St. Charlies Avenue 1018 Meadow Heights Dr. 
Detroit 21, Michigan Atlanta, Georgia 
AUSTIN & EDDY INC. 
115 Brood Street 
Boston, Mossachusetts 


Jackson 6, Mississipp! 
E. H. FARRAR HARVEY D. RUSH & SONS 
2nd Unit Santa Fe Bidg 4638 Nichols Parkway 
Dallas 2, Texas Kansas City, Missouri 
WILBUR H. DAVIS CHARLES L. LEWIS H. C. GLOVER 
1639 W. Fargo Avenue 2450 17th Street 2611 Garrison Bivd 
Chicago 26, lilinois San Francisco 10, Calif Baltimore 16, Maryland 
R. F. BEVERS W. C. MEIBAUM & CU. ROY L. ROGERS 
4524East 60th Street 6954 Oleatha Avenue 1620 Garfield Street 
Seattle, Washington St. Louis 9, Missouri Denver 6, Colorado 


THE B. S$. ALOER COMPANY 
“We 


45 Warren Street 
oy 
Sid) Euerg OOOR NEEDS THREE 








—~GRIFFIN- 


Manufacturing Company 


ERIE + PENNSYLVANIA 
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WITH MANUFACTURERS AND WHOLESALERS___ 


FORUM ON DOOR SALES 
rated by Charles E 
trum, while W 
ter, who was 


mode- 
Devlin, at ros 
Horace Woods, cen- 
reelected 
Gallagher secretary 
treasurer of Southern Sash & Door 


Jobber A 


president, 
ind Barney 


ociation, listen in 


Southern Sash Jobbers 
Reelect Horace Woods 


A record 279 members of the 
Southern Sash and Door Jobbers 
Association, Memphis, attended the 
18th annual convention, which was 
held in Seattle to be near the ply- 
wood and door factories supplying 
their major lines. The meeting was 
built around panel discussions of 
jobbers and manufacturers. Con- 
vening nearly 3,000 miles from 
home, 55 separate jobbing firms 
from 15 southern states were rep- 
resented and heard sales promo- 
tion plans for fir plywood and fir 
doors. 

The SSDJA reelected W. Horace 
Woods of Geo. C. Vaughan & Sons, 
Houston, president for a second 
term. James M. Green of Palmetto 
Sash & Door Co., Orangeburg, S.C., 
was renamed vice-president and 
Barney Gallagher continues as sec- 
retary-treasurer. 

The joint plywood - distributor 
studies of mutual sales objectives 
and problems contained a review 
of the new $550,000 consumer ad- 
vertising program planned for fir 
plywood this fall, which is aimed 
at boosting sales by 300,000,000 
feet by creating end-of-the-line de- 
mand from jobbers as the primary 
sales force. At the forum on door 
promotion, distributors urged the 
fir door makers to develop new de- 
signs and unite for stronger adver- 
tising and promotion. Manufactur- 
ers agreed and a promotion-plan- 
ning committee will be named at 
once. 
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WEEK-END DECORATOR ISLAND 
DISPLAY for lumber yard _ show- 
rooms is gaily colored and provides 
space for paint, brushes, rollers and 
other items. Model exhibits the ban- 
dana and painter’s apron given free 
to do-it-yourself customers by deal- 
ers 


Week-End Decorator 


“It’s Fun 
Thrifty 
orator!”’ 

This is the customer-catching 
theme developed by the Archer- 
Daniels-Midland Company, makers 
of Pol-mer-ik linseed oil, Minne- 
apolis, to create paint sales in the 
profitable do-it-yourself field. 

The promotion is industry-wide 
and does not pit one brand of 
paint against another. Lumber re- 
tailers started hearing of the pro- 
gram through paint manufactur- 
ers and jobbers during July and 
August. 


It's Easy It’s 
to be a Week-End Dec- 


As the most complete paint- 
sales promotion recently develoved. 
the A-D-M plan which will be 
launched nationally September 1 
includes: a colorful point-of-pur- 
chase island display; radio scripts: 
window banners; wire-hanger pos- 
ters; bright give-away painter’s 
aprons, hats and bandanas; in- 
struction booklet: and even a hu- 
morous “diploma’ for the Week- 
End Decorator. 

A strong appeal to the _ price- 
minded homeowner is the fact 
that newspaper mats and other 
tie-in advertising says: “Paint your 
living room for as little as $8 or 
$9." The ads also emphasize that 


with the new quick-drying, odor- 
less paints, “You can paint your 
living room in the morning and en- 
tertain at night.” 

If dealers would rather appeal 
to the contractor painter, Archer- 
Daniels-Midland has a_ substitute 
(or point) program entitled, “101 
Sure-Fire Ideas to Help You Sell 
More Paint Jobs.”’ This plan calls 
for dealer-sponsored meetings at 
which contractors see a lively in- 
structional film. Folders for the 
contractors include a booklet con- 
taining selling ideas, a check-list 
on performance and door hangers 
for the neighborhood in which a 
contractor is working. 





a2 
é - » , 
GEORGE K. BIRGE, president of The 
Birge Company, Inc., with a strip of 
the new Quick Wall Covering, the 
handy Quick Water-box, scissors and 
sponge——all that are needed to ap 
ply the new trimmed, surface-sealed 
paper with the instantly moistened 
adhesive on the back 


Quick Wall Covering 


Responding to a tremendous up- 
surge in the do-it-yourself market, 
the Birge Company, Inc., has an- 
nounced that its Birge “Quick Wall 
Covering” will be available to con- 
sumers in September. 

Birge Quick Wall Covering is an 
electronically trimmed paper es- 
pecially developed for strength. It 
is coated on the back with a new 
non-staining adhesive. The face has 
a surface-sealed finish making it 
unusually washable. No tools are 
needed to put up this wall cover- 
ing (excepting scissors or knife 
found in any home and a paper 
water-box which comes with a 
room lot of the new product). 
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Here's New 


Over-the- 











Counter 
Business 


for You! 


SWINGS ie 


YOuRSELF’ a SLIDES @ aa 


ADJUSTABLE step arrangement DOWN 
RAILINGS 
Tare | 
COLUMNS 








Cost far less than made- 


to-measure_ installations 


, a HOUSEWIVES 
Hawkins’ adjustable railings and 


columns at economy pri-es make 


every home and business a ‘do-it-yourself’ prospect Distinctive "he's Easy 70 Clean a 


wrought iron columns have a special post cut-off feature which P 
adjusts column from 8 high to 6’ 10’’—just cut off at bottom to No other window can 
desired lenath Installation of railings is remarkably easy, too. p 7 

Telescopic fittings and posts eliminate close fit-ups. Hawkins rail- compare in convenience. Just press a 


ings are prefabricated and do not require customer to have to 


bother with screws and pickets (Pickets are already welded into tab and outside glass is at your finger- 
railings). Simply saw the railings off to fit the posts. 


tips. Open or closed, sash slide up and 
This is plus business you should not miss! Our dealers report excel- 
lent sales and profits. down, hang suspended. 


Write today for price list and free descriptive catalog BUILDERS 
' Sutra That 
HAWKINS IRON COMPANY, INC. - A Sure- Fue 


315 North 4th St. Dept. Al Birmingham 4, Ala. 


Atrractive 


Oe ee oe ee i yy SS 








Sells Homes 


More and more builders 
are profiting through Etling Window 


— sales appeal. They know it possesses 
QUALIT y oN _ the ultra-modern convenience home 
buyers want. 


LUMBER TO | ; 
Members: MEET YOUR “Slashes Building Cos 


| A complete unit that 
saves construction time. Just place it, 
oe square it, nail it. Factory primed and 











glazed. 





A SIZE AND STYLE FOR EVERY HOME 





ee Manufacturers of Band Sawn PUT THE 
@ NORTH CAROLINA PiNE ETLING 
ae WINDOW 


@ SOUTHERN HARDWOODS 
Mixed cars 


Sti TO WORK 
=e uldings e CYPRESS peel Try FOR you 
beard’ caine, @ END-MATCHED 


<p yg PINE, OAK, MAPLE and GUM. 
boards. dimen FLOORING a Please send catalog, 
mown specifications. 


MILEY, SOUTH CAROLINA ETLING WINDOW 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH oart, Ai-ate ota ste Rin 
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MANUFACTURERS AND WHOLESALERS --Continued 


Glidden Announces 
New Paint 


A new latex base paint especi- 
ally formulated to finish interiors 
in new construction was announced 
recently by the Glidden Company. 

Called Professional Ultra Flat 
Latex Paint, it combines economy, 
speed and single-coat application 
with unusual covering and sealing 
qualities. An absolute flat finish, it 
may be sprayed, brushed or rolled 
on and dries in about half an hour. 

Distribution of Professional UI- 
tra Flat Latex Paint will be con- 
fined to the professional market. 
according to A. D. Duncan, Glid- 
den Company vice-president and 
paint division general manager. 


NEW GLASS SEAL THERMOPANE 
in the popular panel window size 
manufactured by Libbey-Owens-Ford 
Glass Company is examined by tech- 
nical man in company laboratory 


New Glass Seal 
Thermopane 


Development of a new Glass 
Seal Thermopane insulating win- 
dow unit has been announced by 
G. P. MacNichol, president of the 
Libbey-Owens-Ford Glass Com- 
pany. Early production units were 
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first shown to company sales per- 
sonnel last January. 

“The new Glass Seal Thermo- 
pane will be manufactured in the 
smaller standard sizes beginning 
with the 451%”x2514” size now 
popular in the panel awning type 
of window,” said Mr. MacNichol. 
“We have found the greatest need 
for high production of double- 
glazed units in the construction of 
modern homes.” 

The new Glass Seal Thermopane 
will be made of double strength 
high quality window glass with an 
air space of 3/16” between the 
lights, which will be blended into 
a smooth, fire polished edge. This 
edge makes the unit easy to glaze 
with weathertight seal into the 
many types of standard-sized wood 
and metal sash now manufactured 
for Thermopane glazing. 

Production of the new Glass 
Seal Thermopane is being handled 
in a pilot plant at Rossford oper- 
ating around the clock, and ship- 
ments will be limited until new 
production facilities are built. 


Announce Winners in 
Door Competition 


First prize of 
$2,500 with a 
special $500 
prize to his 
school in the na- 
tional competi- 
tion for interior 
panel door de- 
signs sponsored 
by the Western 
Pine Associa- 
tion and Ponderosa Pine Wood- 
work was won by Laurence S. Hig- 
gins, 22, of Urbana, fourth year 
student of architectural design at 
the University of Illinois. 

The prizewinner used perforated 
board for main panels for diver- 
sity of design and functional pur- 
poses; if used in both inner and 
outer main panels, scheme calls for 
unmatched placement of holes to 
obstruct light while permitting re- 
strained ventilation. 


L. S. Higgins 


Robert H. Morris, general man- 
ager of Ponderosa Pine Woodwork, 
also announced a $1,500 second 
prize to Jack Freidin, New York 
City, and $1,000 third prize to Mat- 
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thew Robert Leizer and Robert 
Kliegman, Los Angeles. 

Purpose of the competition was 
to obtain a design for interior 
panel doors suitable for mass pro- 
duction and consistent with cur- 
rent standards of architectural de- 
sign. Interested door manufactur- 
ers will enter into direct negotia- 
tions with contestants. 





New Yale & Towne Series 


A major new line of Yale key- 
in-the-knob, push-button tubular 
locks, with numerous’ exclusive 
features of style and construc- 
tion, is now being produced and 
marketed for general residential 
application by the Yale Lock and 
Hardware Division of The Yale & 
Towne Manufacturing Company. 

The new Yale locks can be in- 
stalled in four easy steps. as shown 
above. In Picture 1, bores are 
marked with the aid of a slotted 
and pin-holed marker template and 
then drilled on face and side of 
door; in Picture 2, latch and strike 
assembly are installed; in Picture 
3, outside knob assembly is in- 
stalled; in Picture 4, inside knob 
assembly is installed. Picture 5 
shows the quickly installed, per- 
fectly aligned lock in use. 

Vhe locksets are either in solid 
brass or solid aluminum. Finishes 
are in polished brass, anodized 
aluminum and chrome on. solid 
brass. Special trim is also avail- 
able with the new locks, including 
an extra large decorative rose and 
two decorative handles, one Colon- 
ial and the other contemporary. 
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{ 0 reasons why ENGELMANN 
YOU'LL SELL MORE SPRUCE 
Majestic 


CIRCULATOR 
FIREPLACES 


Scientifically designed for best 


: Will heat one or more rooms. 
operation. 


Circulates heat that other fire- 


Ruggedly built to last for a 
places waste. 


‘*housetime.”’ 


Patented ‘Radiant Biudes'’— me : 
43% mere heating surface. Built-in damper with patented 


poker-control. 0 of woo 
Saves material and labor in 


installation. Ample downdraft shelf to as- 


sure smoke-free operation. 
Exclusive ‘Angle Seal’ covers 


gap between unit and ma- 10 Properly proportioned smoke 
sonry. dome for full efficiency. 





For Masonry Fireplaces, Sell Majestic's Easy-Operating Dampers 


Sturdy formed steel dampers that make any | 
fireplace perform better. Proportioned for 
proper smoke dome design. Patented 
Majestic poker control! Extra tight closure 


for air conditioned homes. Easy to install 


. . last for years! 
Ask your jobber or write for full details 


the Majestic Co., Inc. 


303-B Erie Street Huntington, Indiana REGION 














Because of its light weight, pale color, even 

grain and small tight knots, this softwood 
has a particularly wide range of uses, from rough 
construction to interior finish and fine cabinet- 
work, Easy to work, nails without splitting, and 
holds nails and glue firmly. 


This is but one of ten fine softwoods from member 
mills of the Western Pine Association. All are 
manufactured, seasoned and graded to exacting 
Association standards. Lumber dealers, builders, 
architects and wood users have found them 


e BEECH e PECAN dependable and best for many construction uses. 





THESE ARE THE WESTERN PINES 


IDAHO WHITE PINE 
PONDEROSA PINE * SUGAR PINE 


“Mt. Vernon” is the home-mark of customer 
satisfaction. Made from top-quality lumber, 
carefully manufactured and graded, you 
get guaranteed quality from every shipment. THESE ARE THE ASSOCIATED WOODS 


LARCH * DOUGLAS FIR 
ALSO BAND SAWN HARDWOODS | WHITE FIR * ENGELMANN SPRUCE 
INCENSE CEDAR * RED CEDAR 
LODGEPOLE PINE 








Latest Equipment: Dry Kilns, 
planing mill and flooring plant 


send us your inquiries } ‘Write for free illustrated 
Facts Folder 


ig - WESTER about Engelmann Spruce. 
Address: 


Western Pine Association, 


MOBILE RIVER SAW MILL CO., INC. fa \NQUtI0\ nes Coren 


Mt. Vernon, Alaboma 
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THE LUMBER MARKET 


Total Retail Stocks 
Above 1952 Figure 


Total retail lumber stocks on 
May 31 were estimated to be 5,463 
million board feet, a decrease of 
10° from April 30, but 4.9% 
ahove the end of May, 1952. Five 
of the nine retail regions indicated 
decreases in stocks during May, 
with the east north central region 
showing the greatest drop (4.6%). 

Compared with the end of May 
last year, seven regions had _in- 
creased inventories, with the Pa- 
cific region indicating the largest 
grin 19.4%. There was an over- 
all decrease in stocks of 10.4% 
from Dee. 31, 1940. 

Total retail lumber sales, based 
on board foot volume, during May 
this vear were 7.0% above April, 
and 7.5°7 above May, 1952. May 
sales were above April sales in six 
of the nine regions, with the east 
north central region leading 
(21.97 ). Four regions showed in- 
ereases in sales over May, 1952, 
ranging as high as 19.2°% in the 
east north central region. 


WCLA Reports Steady 
Balance During June 


Baiance betwen production, or- 


ders and shipments at Douglas fir 


sawmills held fairly steady through 
June, reports Harris E. Smith, sec- 
retary of West Coast Lumber- 
men’s Association. However, pro- 
duction for June has followed the 
steady decline of the past few 
months and is below total output 
for May, Smith said. June orders 
also fell off slightly below May, as 
did shipments. 

Unfilled order files dropped be- 
low May but inventories about 
held even. Average weekly produc- 
tion for June was 204,153,000 
board feet, compared to 216,124,- 
000 for May. 

The weekly average of west 
coast lumber production in June 
was 204,153,000 b.f. or 107.5°7 of 
the 1948-1952 average. Orders 
averaged 192,486,000 b.f.:  ship- 
ments 205,316,000 b.f.; weekly av- 
erages for May were’ 
216,124,000 b.f., 
1948-1952 average; 
280,000 b.-f.; 
000 b.f. 

The industry's unfilled order file 
stood at 837,553,000 b.f. at the 
end of June, gross stocks at 1,058,- 
150,000 b.f. 


production 
113.8% of the 
orders 193.- 
shipments 209,982,- 
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1953 Building Total Only Once Exceeded 


BILLIONS 
OF DOLLARS 
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Contracts Awarded for Total Building Construction 
in the United States in the First 6 Months of 
9 Each Year, 1925-1953 
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Barometer Showing 
Mills Under 1952 


Lumber shipments of 505 mills 
reporting to the National Lumber 
Trade Barometer were 4.3% below 
production for the week ending 
July 18. In the same week new 
orders of these mills were 12.1% 
above production. Unfilled orders 
of the reporting milis amounted to 
42% of stocks. For the reporting 
softwood mills, unfilled orders 
were equivalent to 23 days’ pro- 
duction at the current rate. 


Tacoma Market Slump 
Laid to Softening 


The market for virtually all 
types of wood products is undeni- 
ably weak in the Tacoma area. In- 
dustry spokesmen attribute the sit- 
uation to a gradual softening of 
the market that has been going 
on over a prolonged period, rather 
than to any sharp slump. For the 
most part, they anticipate that the 
situation will improve rather than 
worsen. 

As an indication of this, they 
point to heavy production sched- 
ules currently being maintained at 
virtually all plants. Both land and 
water shipments of orders pre- 
viously booked are moving out in 
good volume and this is relieving 
storage space to care for the accu- 
mulation from current production. 

Log production likewise is con- 
tinuing at a good pace. Despite 
warm weather, no serious forest 
fires are reported in the Tacoma 
district. This is attributed to the 


Ltt 
: a ile Si mai 
Source of Data: F. W. Dodge Corp. for 37 Eastern Stotes 
(Caprrignt 


1983 By The Chicage Tribune} 
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industry's over-all safety precau- 
tions and to the fact that many 
cainps are operating hoot-owl 
shifts whenever unusually dry 
weather indicates the desirability 
of such action. 

The larger companies in particu- 
lar report an ample supply of logs. 
Only small mills that have to buy 
their logs on the open market ap- 
pear to be in any difficulty as to 
supply. 

Jobless Ranks Grow 

At the state capital, L. H. Bates, 
commissioner of Washington’s em- 
ployment security department, 
said there has been an increase in 
the number of persons seeking job- 
less compensation, a situation that 
he ascribes to the weakening mar- 
ket for wood products. 

More than three million board 
feet of timber in the Quinault and 
Quilcene areas of the Olympic na- 
tional forest will be offered to the 
highest bidders at sales to be held 
Aug. 14 and 17, respectively, ac- 
cording to national forest officials. 


Seattle Market Quiet; 


Price Trend Downward 

The Seattle market is very quiet, 
with the price trend definitely 
downward. Some mills remained 
closed until a week or two ago af- 
ter the 4th of July but production 
is good and the mills are pushing 
lumber out to avoid accumulations. 
They fear prices may drop further 
this fall. Transits move well in 
some instances, but in others get 
on demurrage and sell for less than 
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SELLS 
wINDOws! 


© to home Better windows, 
buyers truly counterbalanced, 


at amazing low cost! 
BARN POLES e builders Double hung windows become 
FOR ENDURING a good “talking point” when 
FARM CONSTRUCTION they're equipped with Pull- 
@ Quality Lodgepole Pine poles - architects nran Sash Balances. Noiseless, 
from our own timberlands are trouble-free—guaranteed for 
straight, strong, uniformly ta- the lifetime of the building. 
pered. Treated poles (penta or oe — a 

‘reos - . , —A inds of commercii 
send aha oF ieee tea Engineered industrial buildings. The Pull- 
treated lumber. Balancing man method permits quick in- 
. ; stallation (10 to 15 minutes per 
Write for information. e window), uniform mortise 
Never Needs size—wide scope in window 
Adjusting design, maximum light area, 
° Write today for full specs: 
J ae a i L Ss “ Pullman Manufacturing Corp., 
e Now Nearing 325 Hollenbeck St., Rochester 

LUMBER COMPANY 70 Years of Service 5, N. Y. 
to the Industry 


MILL AND TREATING PLANT 


reams UIT LIMAIIANWN) Smut ec 








CONVEY IT... 


WGOD SCRAPERS FOR FASTER LOWER COST HANDLING 


Longer handles a 


'' Easier handling 
Supersharp Blades Cut Waste Motion 


Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
Finest carbon stec! bledes are instantly saws, lathes, in and out of storage and shipping — 


replaceable. Push in new blade — old fast, and at lowest cost, with Standard Conveyors. 
one slides out easily. Stock genuine ve ra Get complete information — write for Bulletin 
Red Devil Blades for replacement. No. AL-83. 

# CS-1 
carbide STANDARD CONVEYOR CO. 
tipped General Offices: 


Nerth St. Paul, Minnesota 
A Product of 


Sales and Service in RAVITY & POWER 
A?) + T Principal Cities CONVEYORS 
Red Devil Too Us . ) 


IRVINGTON 11, NEW JERSEY, U.S.A. 
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YOUR PROFITS 
WITH 


GRADE STAMPED 


DOUGLAS 


Why let un-needed sizes 
lower your profit? We can 
ship Green Douglas Fir to 
your exact requirements 
specific lengths and widths in 
dimension and small timbers 
up to 24 ft. Quality lum- 
ber accurately graded and 
shipped promptly. Let us 
demonstrate today. 


MANUFACTURING CORP. 


TIGARD, OREGON 


Telephones — Portland Line CH 3330 
or Vigard 6161 
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the mill’ price. 
cutting orders. 

The common market in fir is get- 
ting weaker, and D flooring and 
siding are selling cheaper. Other 
uppers are holding. Green fir di- 
mension is at least $2 off. Hem- 
lock uppers are holiding; principal 
movement of hemlock is by water. 
Dry hemlock dimension sells for 
$2 to $3 below previous quotations. 

Cedar siding and other cedar 
items are spotty and weaknesses 
are apparent. One-half x 4” clear 
bungalow siding in the clear grade 
is stronger and brings up to $85. 
One-half x 6” has also firmed some. 

Shingles are little changed. 
Staining plants are buving most 
of the nerfections: royals are still 
searce. No. 2, 16” had a little run. 
In general, shingles are hard to 
buy due to many weeks of curtail- 
ment. 

Pines, which have been steady. 
are beginning to get the jitters 
from the weak fir market. Pon- 
derosa common in No. 3 and 4 
grades has declined $2 and sugar 
pine can be purchased at lower 
prices. Spruce is taking the place 
of pine in considerable quantities. 
Kiln-dried spruce is now available 
and there is plenty of air-dried. 
Spruce prices in boards and dimen- 
sion have dropped some in line 
with other species. 

Japan is buving squares 12”x12” 
and up to 24”x24”. She insists on 
good quality. 


Mills badly need 


Southwest Operations 
Marked Time in July 


Lumber operations in the south- 
west tended to mark time during 
July, and reports from Kansas 
City wholesalers and manufactur- 
ers uniformly showed that business 
was neither “rushing” nor “sub- 
siding.” 

The larger mills generally have 
satisfactory order files on hand and 
are keeping busy. On the other 
hand, many small mills that closed 
down for the July vacation indi- 
cated they would not reopen be- 
cause of the inability to squeeze 
a profit from the high timber cost. 
Stumpage prices have not been re- 
duced, while prices of lumber are 
under their recent highs. 

Price differentials still are in 
evidence. One local mill reported 
it was getting $92 a thousand for 
1x8 kiln-dried boards in Louisiana, 
and $88 at its Arkansas mills for 
practically identical cutting. Cer- 
tain items are in short supply and 
prices are strong. For instance, 
2x6 No. 1 dimension sold around 
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May Have New Source 
Of Structural Lumber 


In an effort to keep pace 
with new products, improved 
utilization and better manu- 
facturing technology, the 
West Coast Lumbermen’s As- 
sociation and the West Coast 
3ureau. of Lumber Grades 
and Inspection are currently 
conducting a series of tests 
to determine the best method 
of grading lumber cut from 
new growth Douglas fir. 

“We need to know more 
about new growth and what 
it will do when converted in- 
to lumber,” pointed out T. ¥ 
May, technical director of 
WCLA. “We believe much 
of this new growth has a 
high percentage of summer 
wood, and summer wood 
gives lumber its. strength. 
This new growth Douglas 
fir,” he stated, ‘‘may provide 
a source of supply for much 
high-grade structural lumber 
in the future. We intend to 
learn the facts.” 











$103 a thousand. The 2x4 key item 
was generally bringing from $80 
to $85. Normally the price differ- 
ential is not so much, but at pres- 
ent there is a big demand for the 
2x6s. Some items such as 1x8 
No. 3 in 10 and 12-inch sizes are 
selling at $72, up $1 or $2 from 
recent quotations. 

Mills report that prices for hard- 
woods, notably gum and oak, are 
very strong at about the same lev- 
els that have prevailed for several 
months. Flooring and finish in the 
yellow pine species have remained 
unchanged at $150 to $160 for 
nearly two years. 

Some inquiries for lumber from 
the farm areas are reported and 
this volume is expected to increase 
materially in August, when the 
farmer will have to think about 
storage and fall building. 


Baltimore Business 
Steady, Not Excited 


Lumber yard activity in Balti- 
more in midsummer may be de- 
scribed as steady but not excited. 
As July ended, there seemed a 
brisker pace, but it depended upon 
the dealer you were talking to 
not all could report even a steady 
tone. As one lumberman expressed 
it: “You got to get out and sell.” 

This is a buyers’ market, and 
the easier days of the past few 


] 





years are gone. The brighter side 
to things here has included a ship- 
yard pickup, a type of business 
that ebbs and flows erratically, and 
there have been some industrial 
contracts of importance. 

In the latest building permit fig- 
ures, more schools and churches 
were added to the already large 
number under construction, all a 
pleasant side to the lumber pic- 
ture. 

Supply Improved 

The supply of short leaf south- 
ern pine from nearby sources has 
improved in recent weeks, with the 
prices off a little to meet the in- 
creasing competition of fir. The 
quotations on 2x4 and 2x6 dimen- 
sions up to 12 and 16-foot lengths 
are around $70 to $75 delivered. 

Fir, of which there is a plenty. 
is being put down here for around 
$94.50 to $101 per M. 

As a sample of what is on the 
market now, one operator said a 
west coast mill had made an at- 
tractive offer of fir timber for 
$105. Six months ago this same 
No. 1 common with 20% No. 2 
would have cost $122. But the of- 
fer was not taken up. There is no 
sale for the timber at present. 

With Great Britain out of the 
market, Canadian mills have been 
cutting prices to sell their surplus, 
competing with mills in our own 
northwest. 

Upper grade short leaf yellow 
pine prices are holding very steady. 
according to informants here. 

Western ponderosa pine, No. 3 
grade for shelving, is off $7 at 
$101 per M. 

Plywood More in Line 

Plywood, now that production 
has been cut, is much more in line 
with current needs. Those once 
stuck with high inventories in that 
item will not be caught again, they 
say. The fact is, everyone is close- 
ly watching inventories in all 
lines. 

In the first six months of 1953 
building permits here totaled $101,- 
089,381, a record high for a half 
year, and compared with $82,463.,- 
995 for the first half of 1952. Sub 
stantial industrial and school con- 
tracts helped swell the volume. 

Of that amount, home building 
totaled $59,297,773, compared with 
$55,590,052 last year. The actual 
number of dwelling units was a 
trifle less —6,568 compared with 
6,655 in 1952. Permits for home 
building picked up tremendously 
in the second quarter, and some 
forecast 1953 will set new records. 
If it does, it will mean increased 
selling pressure, all construction 
men agree. 
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INCREASE MAN-HOUR OUTPUT 
WITH CLARK LIFT TRUCKS 


Whether your problem is the current shortage of yard labor, or how to get 
greater output per man-hour, CLARK materials-handling equipment is a profitable 
solution. 


Since there is no reason to believe, and none to expect, that labor in this 
enviable age of high living standards is going to work any harder; since the trend 
actually is toward an even shorter work week, the challenge of the highly-com- 
petitive future obviously can be met only by equipping labor with more and better 
tools and machines. 


To reduce the story to its simplest possible terms: Only more and better tools 
and machines will enable industry to squeeze every excess mill out of manufactur- 
ing costs by getting the absolute most out of each man-hour. Thus will the suc- 
cessful operator maintain necessary profit margins in what promises to be the stern- 
est competitive era the world has ever known. 


CLARK materials-handling equipment adds tremendously to man-hour output. 
One Chicago lumber dealer reports, for example, that he is handling 50% 
greater volume at less cost since he installed two CLARK fork-lift trucks! 


Then there’s the sky-high cost of building new storage space. With CLARK 
fork trucks, you stack inventory literally to the rafters; you are able to utilize 
almost every cubic inch of existing facilities; you make the happy discovery that 
CLARK equipment has made new buildings unnecessary! 


Six out of 10 dealers report plans to improve handling operations. The ma- 
jority of these will consult their local CLARK dealer, who knows materials handling 
from top to bottom and from inside to out. We commend your CLARK dealer to 


your attention; he’s , . 
CLARK Fork TRUCKS 


AND POWERED HAND TRUCKS INDUSTRIAL TOWING TRACTORS 
INDUSTRIAL TRUCK DIVISION + CLARK EQUIPMENT COMPANY + BATTLE CREEK 40, MICHIGAN 


Please send 


your 
best source of experienced, 
unbiased advice on low-cost 
handling. Give hira a ring 
— now — he’s listed in the 
“Yellow Pages” of your 
"phone book. Or use the 
coupon to make a request 
for informative and poten- 
tially profitable literature. 


Condensed Catalog () Hove Representative Coll 
C) Driver Training Movie 


Name 
Firm Nome 
Street 


City 














Lumber Prices at Press-Time REDWOOD 


Bevel Siding 


leart.. seve Sa 
+ 


. an en 3. Clear 
The following index is intended merely as a check on buying practices, It is , jea - 100.00 


a compilation and average of mill prices at press time and should not be con- VAG. mp art 110.00 
sidered as current on the day the magazine is received. The prices should be 8 -G. Clear « Heart 
useful in following market trends and as a check on purchases made approxi- ° De alpha 
mately ten days before receipt of the magazine. Bold face listings denote [wo Clan f aes 
market price changes since the last issue—the Editors. 


Heart 


DOUGLAS FIR WESTERN PINES ote: A grade V.G. Redwood Siding 
4 s for ! and ™% in above sizes 
> 
Vertical Grain Flooring , Ponderosa Pine 5/eRW 
Be Bu , of x1 ;. Clear All Heart .. 240.00 
lee sccoctzascde 2 105.00 Selects and 9 ero. gadget os, 
. 4 28 or 48 tW 6/4 RW 8/4 RW 2 V.G. Clear All Heart........250.00 
iat Grain Flooring Ce& Btr RL 255.00 265,00 vent Deduct $15.00 for A Grade 
ix4 135.00 ‘ bt Shop. S28 No. 1 No. ? 
xt 165.00 30- oo 00 : { : a 142.00 110.00 Finish 
Drop Siding 6/4 . : -- 142.00 
1x6 (Pat. #106) 15 ) re 
1x6 (Pat. #116) 15 , o.00 


Anzne Siding 


110.00 eart S4S 
Commons, 82 or 48 eart S48 

2&Btr No, 3 No. ‘leg eart S45 
Cellin Ix S RL 128.00 2 Vc eart S438 170.00 
“xi err: Of 80.00 Ixl2 RL 128.00 s : 2 art S48 180.00 
SG és -++ «1165-125 80.00 idaho White Pine 


Selee 
Heards and Sh plap and 2” st feed otects 83 or = =4 ist 
1x6 1x8 10 C&Btr Ril, 270.00 °71 00 271.00 278.0 
No. 1 62.00 . 71.00 - “~ tT, oat 271,00 27 27 00 
No. 2 55.00 hh. v ila ° 59.00 259.00 239.00 250.00 
No. 3 is.00 v le \. Commons, S2 or 48 No.l No.2 No.2 


No. 1 Dimension x 157.00 145.00 118 00 


12 14 20 2 -- 188.00 151.00 118.00 WESTERN HEMLOCK 
68.00 68.00 ’ 68.00 68.00 Sugar Pine 
65.00 66.00 J 6N,00 6. a Selects Vertical Grain Flooring 
oo 4 S2 or 48 4/ARW 5/4 RW RW Be Bu Cc D 
t. J , BebBtr REL 260, A 280, i 5 
65.00 63.00 63.00 65.00 65.00 C RL 200,80 > NO.00 . 150.00 140.00 100.00 
"emenetom Rk, Y he : > 
64.00 623.00 63.00 . 282 No. § Fint Grain ue is nial. aie 
os.00 61.00 61.00 / 157 00 125.00 1x4 130.00 125 rer 


: 62.00 62.00 61.00 ; 157.00 125.00 80.00 55.00 150.00 100.00 
62.00 62.00 62.00 2.00 


00 62.00 62.00 62.00 62.00 
Dimenston I/I, Only 


Grade 1x4, 1x8 deduct $10, 
Ixl@ and 1x12 deduct $15 





Drop Siding 


Ix (Pat 106) 150.00 
is.00 Ixh (Pat 116) 150,00 


‘100 OAK FLOORING Ceiling 


a7 00 Clear Pin a@x2% 4 xl $8) ove 105.00 100.00 
2 fa pibiss 37.00 White 160.00 hs. trey 110.00 120 105-115 
(Add $10.00 for dry lumber) Red 160.00 135, 120.00 110.00 Bourds and Shiplap and 
Sel. Viain 2” (Dry) 
W hits 150.00 25. 110.00 100.00 x 1x8 1x10 1x12 
s ted .. 150.00 . 110.00 100.00 No. 1 i 78.00 77.00 80.00 
No. 2 7 T0008 75.00 
RED CEDAR SHINGLES #1 Com, : ae SS 
in. White se . . 55.00 64.00 
Rogats 13.50 & Red 150.00 125.00 110.00 100.00 








No. 1 Dimension 
No, 


No. 


Verfec 


7.00 #2 Com. 7 14 . 18 
5.00 ‘in. White 2 Bh, ‘ _16 _18 

& Red 20.00 7 Z 67.00 y 70.00 

tons ” ; . 68.00 e TO.00 

®. 10-10. oo #1 Com, . y 69.00 Z 67.00 

5-4.50 & Ber ? 6H.00 f 67.00 

3.75-4.00 Shorts, 2 67.00 67.00 67.00 

14 105.00 85.00 


= wr 


No. 
No 
xXx 
No. 
No 
No 


-—_, Moe 


. 2 Dimension 

63.00 63.00 66.00 66.00 66,00 
63.00 64,00 66.00 66.00 
9 65.00 sb, 3.00 68.00 
SOUTHERN PINE x10) 62.00 ‘ 63.00 68.00 
2x12 «63.00 3. 63.00 63.00 68.00 

Vertical Grain Flooring : . Only 

WESTERN RED CEDAR R&B. C D “tye 
Mrices for red cedar aiding tn mixed Ix4 160.00 150.00 120.00 

cara, new bundling, @ to 10° are: 


we 


Fiat Grain Flooring 


140.00 150.00 90.00 2x12 19.00 
Clear “ae “Rh” ! ’ 170.00 160.00 10.00 
x4 inch SoM 7H.00 1.00 Drop Siding 
’ i< SO ) 75 i) 5A i] 
a . asen |e = me Ix (Pat. #106) 150.00 140.00 110.00 
: : > E Ix6é (Pat. # i me 
x8 inch 125.00 120.00 85.00 ogislToiles 116) 150.005 140.00 110.00 


Clear Bungalow Siding. ™% Inch Noards & Shiplap ENGELMANN SPRUCE 


S$ inch 160.00 155.00 125.00-120.00 " 5 ohn ten te 
10 ineh 185.00 180.00 155.00-160.01 i a ‘ 72.00 86T200 oat’ 1x 1x8 1x10 1x12 
° 904 , ) ; ety > = (dry “ : = 
1 inch 190.00 185.06 150.00 o BL Go.00 60.00 6s 00 No °&Rtr..110.00 108.00 108.00 115.00 

Finish Bo and Htr. S2 or 48, No. 1 Dimension No. 3&Bt 7Ts.00 TH.00 TS, re 

to 10 or Rough 1? 14 14 18 20 

x 4 85.00) 86.00 88.00 9S.00 No. 1 Dimension 

x 4 S1.00 S2.00 82.00) 2.00 

x S S400 S4.00 S400 92.00 

: ‘ X10) $4.00 04.00 95.00) 92.00 

Ceiling or Flooring, B and Btr, 9-16" 2x12 100.00 100.00 100.00 11 oo 116.00 

B&Btr Cc D : : 


No. 2 Dimension 
ee .....120,00° 100.00 90.00 x4 $2.06 88.00 85.00 95.00 95.00 
1x4 .+++120.00 116.00 95.00 's §& 78.00 79.00 " , 91.00 Sitimensen 

ise ‘ r, . o 90" ‘ r hae és ie s¢ 91, “ 

a So eee er ey See ®x $ 7800 79.00 00 91.00 2 66.00 66.00 66.50 66.50 
‘ 2x10 82,00 83.00 ‘ 91.00 2 ) O50 ‘ TO) TO.50 
Series 8.000 ' 2x12 82.00 83.00 ; ; 91.00 70.50 70.50 
—~ under 4.00—list plus 35 per 2 Dimension R/L Only » “> T7O.n0 
cent, , " x] » Gh. 700 TO50 
Listing 4.00 and over—list plus 35 , — ( Boards» ‘graded No. ; 3, at fiat 
per cent ow 0. price: no wrlee for straight No 2. Mills 
Clear Lattice, spel x 1- — 2’ to 18” 4 ) ”. do not grade out No. 3 dimension sep- 

100 lin. ft cooceehee /! earately as In fir.) 


Heveled Siding, 2 Inch 





Boards and Shiplap 


te ee ho he oe | 
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OCh 
Hondwood Floor 


Modern design for extra profits 


It’s the distinctive quality of a Bruce Block Floor 
that makes it easy to sell. For this floor combines 
the lifetime beauty of oak with smart, modern 
design that gives style to any interior. 

You can sell Bruce Block Floors for small homes 
or mansions, offices or stores . . . wherever the 
owner wants a floor that gives a luxurious effect, 
yet is durable and easily maintained. This floor 
can be laid over concrete or wood subfloors. 

For extra profit, sell Prefinished Bruce Blocks. 
They save time and money on the job, and give 
the owner a more beautiful, longer lasting finish. 
Write for prices, color literature and sales helps. 





\ E. L. BRUCE CO., MEMPHIS 1, TENN. 


Hedrich-Blessing Photo 








NORTH IDAHO 


Why is North Idaho Engelmann Spruce 

a@ NEW WOOD? Because it’s different from 
other and commoner Spruce Species. 
North Idaho Engelmann Spruce Trees are 
big, sturdy forest giants growing at high 
elevations. They often are 3 feet in 
diameter and more than 100 feet high. 
Why is North Idaho Engelmann Spruce 

oa BETTER WOOD? Because our mills and 
men have perfected methods of good 
manufacturing and scientifically controlled 
kiln drying to insure uniformly high 
quality, dependable lumber. 

Lumber that is especially good for 


D Furniture and Interior Finishes. 








ACK RIVER SALES CO. 


SPOKANE, WASH. P.O. BOX 64 ® TELETYPE SP. 105 e TEL. MAdison 0121 


Managing Sales For 


PACK RIVER LUMBER CO NORTHWEST TIMBER CO, THOMPSON FALLS LUMBER CO. 
Sandpoint, Idaho Gibbs, Idaho Thompson Falls, Mont. 


Contact your wholesaler or Pack 
River Sales Co. 
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YOUR PROFIT-MAKING FORUM 


Super profit opportunity 


Here are two sales points which can help you create 
some excellent profit opportunities. One of the most 
influential manufacturers of medical supplies has ac- 
tually made a film urging retail druggists all over the 
country to win back lost sales by store modernization! 


According to Johnson & Johnson’s advertising and 
merchandising heads who are promoting and distri- 
buting this film, “Design For Selling,’ studies show 
that “in the first year of modernization the average 
druggist increased sales volume by at least 20%.” 


Reliable reports from this trade also show that 
retail druggists will spend around $100,000,000 to 
modernize this year. Why not make a list of all the 
old-fashioned, cluttered-up drug stores in your trad- 
ing area now—especially those handling Johnson & 
Johnson products—and follow up this manufacturer’s 
big campaign to sell its outlets on modernization! 


. . Watch out for this 


Here's a booby-trap that can lose you many a sale 
if you don’t recognize it. Many smart men make a 
practice of passing the buck to their wives when they 
are not sure they want to buy—or when they want to 
spar for time. And many other men—too proud or 
too weak to appear less than hotshots in the sales- 
man’s eye—also pretend they’re “‘all for the job, but 
Mabel doesn’t like the plans.” 


Don't be taken in. And above all don’t make the 
mistake of suddenly treating Mabel as if she’s grab- 
bing the bread out of your mouth. The chances are 
that she is very much for the job, and merely play- 
acting as a cover for her husband who has doubts 
he isn’t ready to express yet. 


Usually the main purpose of this subtle domestic 
drama is to gain time for husband and wife to talk 
things over privately, and to check into things more 
carefully. Here are several good ways you can tell 
what the real score is. 


If a man implies his wife is neurotic, hard to please 
or not too intelligent, you can bet he’s trying to make 
himself look big at her exnense—-is probably covering 
up his own objections to the sale by making her look 
like a big road-block. The best way to retrieve your 
sale in this spot is to discount what he says about his 
wife, and start probing for the gentleman’s own hid- 
den doubts! 


If a lady expresses her objections to the sale 
strongly and sharply, vou can be reasonably sure 
she really is the one who needs further convincing. 
But if she expresses her doubts hesitantly and vague- 


bv Norm Advertising, In« 
New York, N. ¥ 
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ly, and says littl—watch out! Her husband has 
probably signaled her to run with the ball, so he can 
go off the hook easily and check privately on points 
he’s not convinced about. 


. . + price pointer 


Here is strong evidence of increasing competition 
from higher-priced merchandise in other fields. More 
and more manufacturers—particularly the big home 
appliance makers — are starting to mention exact 
prices in their national advertising. 


Reasons: The average customer's increasing con- 
cern with costs. And the fact that many prospects 
assume products cost much more than they are ac- 
tually priced at, when ads fail to give specific dollars- 
and-cents examples! 


” 


“Printers Ink,” one of the top advertising and mer- 
chandising magazines, also points out that there is a 
growing belief among manufacturers that no matter 
how fascinated prospects are with national advertis- 
ing, prospects won’t buy unless they know the price. 


This means that it is more important than ever for 
retail dealers to advertise cost-per-month every 
chance they get. Also, the more specific you are 
about what that “$5.00 a month” includes, the better. 
For example, if it covers enough insulation for the 
average five-room house, say so! 


Or if $7.50 a month includes overhead garage doors 
as well as all other materials for a one-car garage, 
emphasize these points, too. The more ad-bait you 
throw out, the more prospects you'll reel in. 


. capture this market 


Research shows that bigger modernization profits 
are to be made from older, better established couples 
than up-and-coming younger people. And that more 
people over 60 are building than couples under 30. 
Every year, from now on, there will be an increasing 
demand among older people to build and remodel. For 
example, today there are 14 million people of 65 or 
over, in this country; and by 1975, 20 million of our 
people will be 65 or over. 


Smartest way to attract older people to your yard 

treat them as a highly specialized group. Here's 
what you need to know to sign them up. They are a 
lot more independent in their decisions than younger 
people—resent being “»ressured” into anything 
prefer dealing with older, experienced salesmen who 
think and reason as they do. 


Generally they know what they want—and from 
vears of exnerience and housekeeping have strong 
likes and dislikes. Above all, they want concrete facts 
and figures quickly—-are impatient with a lot of talk. 
Prefer coming straight to the point. 








STANLEY 
Shelf Hardware 























The Stanley name on your shelf hard- 
ware means faster turn-over and repeat 
sales for you. The familiar yellow and 
green label on every box is known from 
coast-to-coast for indisputable quality 
and long dependable service. Recom- 
mend Stanley Strap and T-Hinges, 
Hasps, Mending Plates, Corner Irons, 
etc. to all your customers . . . build 
customer confidence that pays off again 
when they look for other products. 





The Stanley Works 
New Britain, Connecticut 


[ STANLEY ] 


Reg. U.S. Par. Off 


HARDWARE + TOOLS * ELECTRIC TOOLS 
STEEL STRAPPING * STEEL 
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WHAT’S NEW 





Products .... Sales Aids... . Literature 


SEND FOR THESE: 


Uses of Myti-Dri waterproofing are 
discussed in a 64-page book published 
by the Masonry Waterproofing Co. It 
covers various phases of home and 
industrial needs for waterproofing 
and how it can be accomplished by 
the application of Myti-Dri products. 
Write Masonry Waterproofing Co., 
Dept. AL, P. O. Box 301 Rosslyn 
Sta., Arlington, Va. 


The versatility of Vari-board for 
uses in displaying merchandise is de- 
scribed in a new three-color, eight- 
page catalog made available by Vaco 
Products Co. Among other things, 
Vaco’s Vari-board catalog explains 
the two basic sizes of Vari-board— 
12”x24” and 24”x24”, how all shelves 
are interchangeable and how to de- 
velop any kind of arrangement by 
means of shelf hooks which fit into 
the punched background. Write Vaco 
Products Co., Dept. AL, 317 E. On- 
tario St., Chicago 11, Il. 


Several new pieces of literature 
have been released by the Perlite Di- 
vision of the Great Lakes Carbon 
Corp. They give valuable informa- 
tion on the advantages of Permalite 
in plaster and cement mixture and 
explain how and why to use this 
product. Write Perlite Div., Great 
Lakes Carbon Corp., Dept. AL, 18 E. 
48th St., New York 17, N. Y. 


A new six-page, two-color bulle- 
tin describing and illustrating its 
Gas-O-Matic fork lift has been pub- 
lished by the Baker-Raulang Com- 
pany. 

Included in the bulletin are com- 
plete Gas-O-Matic dimensions and 
specifications, and photographic il- 
lustrations of the new truck’s major 
design features. Write Baker-Rau- 
lang Co., Dept. AL, Cleveland 2, Ohio. 


The S & W Moulding Co., Colum- 
bus, Ohio, manufacturer of Miraplas 

the original Styron wall tile—offers 
a new eight-page full-color letter- 
stuffer. 

This up-to-the-minute mailing piece 
is attractively illustrated with na- 
tural-color photos of S & W’s origi- 
nal room set designs. Unique in the 
plastic tile industry, S & W built its 
own room scenes, designed to help 
customers planning to build or re- 
model their homes. The emphasis is 
on kitchens and bathrooms, with high 
fidelity to actual tile colors. 

Write S & W Moulding Co., Dept 
AL, 990 Parsons Ave., Columbus 6, 
Ohio. 


“Rustic Wood Fences” is the title 
of a new 24-page booklet graphic- 
ally displaying types of fences pro- 
duced by the Wood Products Co. 
These fences are noted for their rus- 
tic beauty, durability and functional 
qualities. Write the Wood Products 
Co., Dept. AL, Toledo, Ohio. 


Free folder on Hardwood Shorts. 
Floors of all short lengths provide 


the same strength, durability and 
smoothness as a floor laid with the 
standard lengths. There is the same 
resistance to wear under the most 
trying conditions. And, the cost of 
hardwood flooring shorts is appreci- 
ably lower. A new mailing piece, 
“The Smart Swing to Shorts,” is 
available free of charge from the 
Maple Flooring Manufacturers Asso- 
ciation, Dept. AL, 35 E. Wacker Dr., 
Chicago 1, Ill. 


Solid partitions of metal lath and 
plaster have become increasingly pop- 
ular during the past decade of soar- 
ing building costs. In addition to be- 
ing economical to build, these parti- 
tions are only 114” to 21%” thick, 
thus saving considerable money in 
valuable floor space. 


Complete technical data, construc- 
tion techniques, details and guide 
specifications for the metal lath and 
plaster solid stud partition are avail- 
able in a recently released bulletin. 
The eight-page folder is free upon re- 
quest from the Metal Lath Manu- 
facturers Association, Dept. AL, En- 
gineers Building, Cleveland 14, Ohio. 


New Light Fixture Catalog: A 
four-page catalog presenting the first 
new 1953 creations of the Markel 
Electric Products, Inc., is now ready 
for distribution, Joseph Markel, pres- 
ident, announces. Illustrated are fix- 
tures designed in the modern manner 
featuring metals, plastics and com- 
binations for every room in the house. 
The catalog introduces Glo-Mark, 
new gracefully proportioned and 
functional shapes made of plastic. 
The fixtures are washable and non- 
breakable. Write for Form M-2387, 
Marke! Electric Products, Inc., Dept. 
AL, Buffalo 3, N. Y. 


A colorful new catalog by the 
Frantz Manufacturing Company, of 
Sterling, Ill., features new models of 
sectional and one-piece overhead ga- 
rage doors with “Glide-O-Matic” and 
“Powermatic” action. 

A complete new series of free deal- 
er newspaper mats for 1 and 2 col- 
umn ads make up the merchandising 
package which is offered to Frantz 
dealers, and which point up all the 
popular Frantz models. 

Copies of the catalog and a proof 
sheet of the newspaper mats are 
available. Write Frantz Manufactur- 
ing Co., Dept. AL, Sterling, Tl. 
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Do-it-Yourself 


PANELYTE 


High-Pressure Laminate 


Easiest QUALITY PLASTIC 
SURFACE to Install! 


You Can Sell It Over the Counter with 


ABSOLUTE CONFIDENCE 


You've a right to wonder... . 

7 : , Do-it-Yourself 

The idea of a plastic kitchen sink-top that the customer in- 
stalls sounds all right on paper. But, as yet, you may not have PANELYTE 
found one that the customer can handle, cut and install easily. . . 

: is a proved laminate 

Well, you can have that plastic surface, now! ‘x thi k 

Its name is PANELYTE~—in its new, Do-It-Yourself thick- ina new ickness 
ness. It is manufa tured especially for the customer who wants Regular Panelyte ('/«” thick) has proved its qual- 
to install his own. A few simple hand-tools are all anyone needs —— Gales . 
to install Do-It-Yourself Panelyte. This wonderful plastic can ity in shop-fabricated jobs for over a decade, for 


be installed by builder or home owner. He need follow only homes, restaurants, hotels, institutions. Do-It- 
four casy steps. Here they are . . . Yourself Panelyte is the same high-quality, 


. 3 . mooth-surfaced laminate in '/io” thi ‘ 
1. Trim to fit over present surface, leaving openings for sinks, — sn . Ao” thickness 
pipes. ° 


2, Anchor rear edge against wall with cove molding. Do same - 
Say eniis 0 thaw touch ence walls Panelyte is more than a product, it’s an idea —a 
Y 9g : plastic laminate easily installed on the job. Tested and 
3, Attach front edge of Panelyte with edge molding..Do same proved for years in 1/16” thickness for shop-fabrica- 
. f nds if th t leat il tion, Panelyte in its new heavier form is a full 1/10 
Oe Sey SS eae wee, thick. Comes in large sheet sizes (up to 4’ x 10’) for 
4, With standard flat-rim sinks, fit special sink rim into place fewer joints and more one-piece surfaces. 


with caulking, to give neat, water-tight fit. 








You can sell Do-It-Yourself Panelyte with confidence in its ease NEW SALES PLAN Backs Dealers! 

of installation—and with confidence in its guality. Durable and A live-wire program of advertising, sales promotion 

beautiful, Do-It-Yourself Panelyte will serve a lifetime. It resists pre + OR —— - ures ag ade se a ay 

stains, cigarette-burns and abrasions. It’s a cinch to keep clean. o Be earn tr - ] iy 8 ¢ or ee esas roa “2 
compicte packaye OT sdies tools, onta four istripu- 

And the sale of Do-It-Yourself Panelyte means the sale of mold- | BS “ —— 

: tor—or send in coupon today. 

ing, sink-frames and probably plywood and tools. 


Do-it-Yourself Panelyte comes in large sheet sizes (up to 4’ ———=—=<CLIP COUPON — MAIL TODAY-~~ 
x 10’) that mean fewer joints, more one-pivce surfaces. For coe. Se 


space * St. Regis Paper Co. 
samples and stock, contact your nearest distributor. For complete 230 Park Avenue, New York 17, N.Y, 
information, send coupon, now. Am interested in getting on the Panelyte Band Wagon. 
Send me the complete package of Panelyte Sales Aids. 
ae by 
St. Regis Paper Company Nome 
PANELYTE New York, N. Y. Firm 
A, Decorative Chorhace famous for paper and plastic Aiije 
BEAUTY FIRST — 70 L487 products of highest quality. 
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Hydraulic Rotating Device 


A compact hydraulically-oper- 
ated load revolving mechanism for 
use on Elwell-Parker hydraulic 
fork trucks has been developed by 
the Elwell-Parker Electric Co. The 


a 
What this mark 


this mark 








unit, which permits 360° rotation, 
is designed for use in conjunction 
with fork truck attachments: 
forks, roll paper clamps, up-enders 
and other load supporting devices. 

The unit’s stationary housing at- 
taches to the truck’s load elevator 
plate. A rotating base, to which 
is fastened the desired load sup- 
porting device, is mounted on the 
stationary base. Two large-diam- 
eter taper roller bearings permit 
the base to rotate freely yet pro- 
vide stable support for the canti- 
lever load. 

The entire rotating unit can be 
easily removed from the elevator 
plate should the truck be needed 
for operations not requiring the 


SEWEL ‘means in watches... 


means in redwood 


GRADE-MARKED with accuracy 
TRADE-MARKED fo; quality 


REDWOOD 


Ves, the grade-mark on CRA Redwood is a sign you can depend on. For the lumber that 
bears this sign has been accurately graded, uniformly milled, properly seasoned —to give 
superior on-the-job performance — every time. Feature grade-marked, trade-marked Certified 
Dry CRA Redwood in your yard —for sure sales and satisfied customers! 


CALIFORNIA REDWOOD ASSOCIATION 576 SACRAMENTO ST., SAN FRANCISCO 11 


Pacific Lumber Co * Rockport Redwood Co + Simpson Logging Co « 


Union Lumber Co « Warm Springs Redwood Co 


Willits Redwood Products Co « Wolf Creek Timber Co, inc + Arcata Redwood Co « Coastal Plywood & Timber Co 


Eureka Redwood Lumber Co « Hammond Lumber Co « Holmes Eureka Lumber Co « Northern Redwood Lumber Co 
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rotating feature. Quick disconnect 
couplings on the hydraulic hose 
can be provided. 

Write Elwell-Parker Electric Co., 
Dept. AL, 4205 St. Clair Ave., 
Cleveland 3, Ohio. 


Introduces Therm-o-paneL 


The Therm-o-paneL is announced 
by Ohio Plate Glass Co., Toledo, 
which makes and markets panel 
window systems using standard 
size Thermopane 4514”x2514” for 
fixed lights and 42!4”x22',” for 
ventilated panels. Latter may be 
placed where buyer desires and 
combination of double glazing and 
awning type panel ventilation has 
become a good seller. 

Top-hung ventilators use flex- 
ible aluminum’ weatherstripping 
and roto operators and sill locks 
in solid brass housings. A rigid all- 
aluminum screen is included in the 
price. Therm-o-paneL is made from 
kiln-dried ponderosa pine, Wood- 
life-treated after milling; materials 
and methods permit 1/64” manu- 
facturing tolerances. 

Write Ohio Plate Glass Co., 
Dept. AL, Box 496, Toledo, Ohio. 


New Discovery Eliminates 
Outside Painting 


Every owner of a commercial or 
residential structure knows the vi- 
tal importance of maintaining the 
exterior of his building. Textured 
Finish “Ren-Nu-It” is the name of 
a product reported to re-surface, 
protect and glorify the appearance 
of wood, clapboard, masonry and 
shingle structures. 

The producer of this product ad- 
vises that it contains the two in- 
sulating and protective minerals, 
asbestos and mica, and states that 
it is not merely nailed on like or- 
dinary siding or brushed on like 
paint, but is air-blasted to the sur- 
face under powerful pressure. 

Applied as a complete installa- 
tion by local contractors it is 
claimed Re-Nu-It carried a_ 10- 
year materials replacement guar- 
antee against cracking, peeling and 
chipping. 

A 12-page booklet fully descrip- 
tive of this product and process is 
available by writing to Re-Nu-It 
Corp., Dent. AL, 424 West 42nd 
St., New York 36, N. Y. 
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Sidings for fall 


They’il go over big with home-owners. 
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grained texture surface enhances the Flintkote 


Sign on this line 


*Now available in the 


red (Narro-Lap) 
shake design. 


beautifully 


is made-to-order for contractors as well as their home-owner customers. 
practical advantages you know so well. 


Get ready to make yourself some extra profits.. 

.. with Flintkote’s beautiful new line of insulating sidin 
COLOR-LINE is loaded with new eye-appeal, new buy-appeal, and 
You can offer pastel color freshness that customers have never seen 
Sell these smart-looking Flintkote COLOR-LINE 

Sign on THIS line! You never fad such value to sell! Stock up now! 
THE FLINTKOTE COMPANY, 


before in insulating sidings.. 
30 Rockefeller Plaza 


modernization. 


dignified gray. 


El 


Oil up your cash register! Send in your order! Perk up your salesmen! 
A new, 
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Steel Threads in Wood 


Teenuts provide steel threads in 
wood—no protruding nut or bolt 
end because Teenuts mount flush 


invite / 
dried aime 


without counterboring. Simply drill 
a hole the size of the Teenut bar- 
rel in both pieces of wood, hammer 
home the Teenut and its steel 
prongs provide rigid, permanent 
anchorage. Seven different sizes 
to fit standard bolts. Excellent for 
new work or repairs. Ideal for 
wood to metal applications and 
where old screw holes in wood 
have become useless. Write Colum- 
bia Fastener Co., Dept. AL., Chi- 
cago, Ill. 


Ornamental: Iron 


Do-it-yourself—all you need is 
a screwdriver. Design and create 
your own wrought iron furniture 


Rossoro Lu MBER Company 


Springfield, Oregon 


High Quality Douglas Fir 
and West Coast Hemlock 








with Coffman K-D (knocked-down) 
wrought iron table and chair legs. 
Legs are round solid iron with a 
rigid one-piece welded construc- 
tion. Finish-primer coat. Grilles 
in cast treillage are also available. 
Write the R. G. Coffman Co., Inc., 
Dept. AL, Orlando, Fla. 


Non-Sag Aluminum Door 

A new alumi- 
num  combina- 
tion storm door, 
featuring ‘“cor- 
ner interlock” 
construction, is 
announced ' by 
Wisco Alumi- 
num Corp. Use 
of a screw-ad- 
justed expand- 
ible insert at 
each corner adds strength and rig- 
idity without materially increas- 
ing weight. Extruded door sections 
overlap around the insert to form 
a joint that manufacturer’s tests 
show to be exceptionally resistant 
to twisting, stretching or loosen- 
ing. 

Among other features described 
are a finish that never requires 
painting and a mitered aluminum 
frame that fits inside the regular 
door frame to insure squareness 
and provide a permanent weather- 
tight fit. The hardware is extra 
heavy and of stainless steel for se- 
curity and ease of operation. 

Write Wisco Aluminum Corp., 
Dept. AL, 3945 A St., Detroit 16, 
Mich. 


Structoglas Display 


Aimed at self-selling the big pre- 
sold market for glass-fiber rein- 


forced Structoglas, International 
Molded Plastics has now intro- 
duced a floor model merchandising 
storage display. Occupying less 
than eight square feet, the display 
creates high dollar volume per foot 
of display and storage space. Over 
800 square feet of material can be 
stored and displayed in this com- 
pact area. 

Write Structoglas Div., Dept. 
AL, International Molded Plastics, 
Inc., Cleveland 9, Ohio. 


August 10, 1953, AMERICAN LUMBERMAN &% 





CORBIN CABINET LOCKS 


are HOT ITEMS 


for the “Do-it-yourself” market 


yP 
wnt 


It’s Easy 
to Instal 


ot end marae Geet 
a nen enent meet 
wee 
© rece och, ond ot hae 
to reverse bo 
hardware vores © 


\ 


... and here's why! 
Hard-selling messages like those shown 
below have appeared, are appearing, and will 
appear in POPULAR MECHANICS, POPULAR 
SCIENCE and MECHANIX ILLUSTRATED. As 
you can see, these ads are expressly directed 
to the millions of home craftsmen who are 
your best type of customer. Cash in on this 
continuing Corbin campaign! Stock and 
display Corbin Cabinet Locks ... and 
Corbin Padlocks ... up front. 


Call your Corbin jobber now! 


It’s Easy 
0 Install g 





NAAR, 
ees 
ahve nor QD 


NOW! I's cory to find just the lock YOU need in the 
CORBIN | ochshop! 
CORBIN PADLOCKS are tops tor security . . . tops for 
economy 

CORBIN CABINET LOCKS are @ary to bntoll on desks, 

coves, toot chests, of 

i beep the bids oway from 
gum, tools und dangerous medones 

Look for the CORBIN KLOCKSHOP or ovk your dealer, 

= 

! Hi CORBIN CABINET LOCH BIVISIO 
(K] i Amarcan Hardware Corporatio 


The 
Mew Britan Connectiewt 


veryehere hove Corvin Cabinet 


-ECHANIX 


( ‘STRATED 
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OPEN FAST SALES 
with 48 Different Styles 
For Dealers and Builders 


Angel doors are an obvious and im- 
mediate evidence to the home seeker 
of built-in quality. 


Only Angel offers this wide choice 
of solid core, birch of fir doors to 
satisfy style - and ~- quality conscious 
homebuyers. 


“Deer Sve the Men 
Style Number 349 


Sell Angel Doors with full 
confidence in their extra wear 
and warp resistance, backed by 

the Angel Guarantee. 

Profit most with Amer- 

ica’s style leader — Angel 
rs. 


FREE — 58-PAGE 


Door Styling Handbook 
for Builders and Dealers. Invalu- 
able to all who se// or buy doors. 


WRITE TARAY TA NEPT AL-8 











Speeds Handling 
Steel Strapping 


Steel strapping can make the 
small lumber yard bigger and the 
big yard more efficient in the stor- 
ing, handling and delivering of 
lumber and building products. 

The Stanley steel strapping sys- 
tem is being successfully applied to 
a wide range of packing and prod- 
ucts handling problems. Detailed 
information on both hand and 
power tool applications may be ob- 
tained by writing to The Stanley 
Works, Steel Strapping Div., Dept 
AL, 226A Lake St., New Britain 
Conn. 


Slide-O-Nette Bathroom 
Cabinet 


One of the most modern bath- 
room cabinets in the industry is 
the Slide-O-Nette cabinet now be- 
ing marketed by Premier-Hall 
Manufacturing Co. 

The Slide-O-Nette combines dis- 
tinctive luxury styling and prac- 
tical price in a modern sliding door 
design. Beautifully finished in 
white enamel, the cabinet provides 
attractive decorator contrast on 
both white and colored walls. 


The doors of the Slide-O-Nette, 
each 16”x20”, move easily at fin- 
ger-tip touch to any desired open 
or closed position, giving free ac- 
cess and visibility to the entire 
cabinet. 

Complete information and prices 
are available by writing Premier- 
Hall, Mfg. Co., Dept. AL, 3955 W. 
Fullerton Ave., Chicago 47, IIl. 








New Spee-Dee 
SAWHORSE 
BRACKETS 


Pat. Pend. 





—with the Ex- 
clusive FLANGED 
NAIL HOLES 
for Quick, 
Easy Dis- 
assembling 


@ Low-Priced, Top 
Quality e@ Takes 
Dressed 
or Com- 
mon 2 x 
4 Lumber 
+s 
Sompli- 
cated 
Instruc- 
tions to 
Follow 
A—Flanged nail 
: hole. B—Remov- 
- ing nail. Claw 
| “te Fail Apart wren | hammer slips 





Lifted by the Rail! easily under nail 
head. 





Kasy to use. Employs nails to secure the assem®ly. 


Made of heavy gauge steel, fabricated for strength, 
rust resisting finish. Use for ping-pong, train and 
vienic tables, display stands, carpenter's horses, ete. 
Disassemble on the job for transporting, storing. 


For Heavy-Duty Service 


DALTON 


Fully Mechanical 
SAWHORSE 
BRACKETS 


NO NAILS, BOLTS OR 
MITERING OF LEGS! 


Sizes for ix4’s and 2x4's 


Put lumber in jaws 
and leg sockets— 
tighten wingnut! 
Sturdy steel con- 
struction. Uses: Plat- 
forms, Scaffolding, 
Work Benches, ete. 
Disassemble on the 
job 


A Twist of the Wingnut 
Locks Legs and Rail 
Rigidly in Place! 


it not stocked by your jobber, 
nave him order for you 


DALTON MFG. CO. *%,° cere Ave 


Annular-threaded 
metal weather 
strip nails... 


FOR GREATER 
HOLDING POWER 


USERS REPORT, Apr. 4— 
“Fast replacing the old fash- 
ioned unthreaded nail!” 


eecentcer ener sven] 


<= 


Plated for maximum rust 
resistance. Early delivery in 
packages and in bulk. Write 
for prices and samples. 


JOHN HASSALL INC. 


P. ©. Box 2160 
Westbury, N.Y. 


Established 1850 


sletctell 
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For Do-It-Yourself Decorators 


The first thing homeowners an- 
xious to spruce up the interiors of 
their homes usually think of is new 
wallpaper. On second thought, 
however, many of them dismiss it 
as too difficult for amateurs. Ac- 
tually it’s not nearly as hard as it 
seems to the completely inexperi- 
enced beginner. 

As makers of Red Stave Wheat 
Paste, largest selling wallpaper 
paste in the country, Huron Milling 
Company decided to give these 
tyro decorators a hand by printing 
easy-to-follow illustrated = direc- 
tions on the 1- and 2-lb packages 
of Red Stave. These are the sizes 
most popular with retail custo- 
mers. Write Huron Milling Co., 
Dept. AL, 9 Park Place, New York 
40 es 


New Weatherite Storm Panels 


Two aluminum framed glass in- 
serts that fit snugly and securely 
into a standard or modular size 
full length wood screen, and make 
that screen a storm window, is now 
being marketed by the Winsulite 
Manufacturing Co. The storm pan- 
els are called Weatherite storm 
panels. 

The two inserts, one for the top 
and one for the bottom of a screen, 
are available in sets, and each set 
comes complete with the necessary 
hardware. The hardware consists 
of a turning locking lever for each 
insert, and a set of two small metal 
offsets. One metal offset is affixed 
on the left end and one on the 
right edge of the center cross bar. 
The inserts fit into these offsets at 
the cross bar, and are secured at 
the top and bottom of the window 
by means of the turning locking 
lever. 

Write Winsulite Mfg. Co., Dept. 
AL, Baltimore 2, Md. 


BuILDING Propucts MERCHANDISER 























THE NEW 


LIGHTWEIGHT 


CHAMPION 





 Guarantecd by ™ ‘ 
Housekeeping 
ey 


” 
eT Aovearisco THe ‘ 


SAVING INSTALLATION TIME AND MONEY 


Tell the building contractor this and you will profit 
from a greater volume of sales. There's nothing 
“weak-kneed” about B-H SPUN BLANKETS. Their 
longer, spring-like fibers keep this insulation from 
flopping about, speed installation time. 


Your contractor-customers will thank you for saving 


them money on every insulating application. 


Send for Details on Baldwin-Hill’s 
Merchandising Plan and Sales Helps 


BALDWIN -HILL COMPANY 


2008 BREUNIG AVENUE e TRENTON 2,N. J. 


Kalamazoo, Mich. -Huntington, Ind.- Temple, Tex.-Housatonic, Mass. 
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Corporation, Chicago manufactur- ment. 
er of portable electric and pneu- Write Skil Corp., Dept. AL, 5033 
matic tools. Elston Ave., Chicago 30, Ill. 
The new saw features a power- 
ful universal motor, ball and needle 
roller bearing construction, over- 
head type handle for easy one-hand 


; \ 

he control, built in rip fence, and auto- 
~ ae matic telescoping blade guard with 

~~ ~ ; ; 
& ti Pt: 7 retracting handle. Specially con- 
a > Lh structed upper blade guard directs 
; : sawdust away from operator, and 
y, keeps line of cut clean. It is com- 
oy pletely adjustanle for depth of cut 
from 1/16” to 274” and for bevel 
Skil 8%” Builders Saw cutting up to 45°. Depth of cut is 
regulated at one point by use of 
The new Skil Builders 81,” saw, a new lever type clamp which per- 
Model 698, is announced by Skil mits quicker, more positive adjust- 





EZ-Way Counter Display 
A new 14”x22” counter display 
card in four colors, graphically il- 
lustrating the advantages of using 
a folding stairway to convert attic 
space for storage, has been issued 
by EZ-Way Sales, Inc., national 
a e makers of disappearing stairways 
Shipments of ees , 
Attached to the card is a pocket 
designed to hold a dozen copies of 
T Q lit “Magic in Your Attic,” a colorful 
op ud i y instruction book on attic conver- 
sion issued by the firm last year. 


Writ EZ-Way Sales, Inc., Dept 
Southern PINE St er on hh: Coa 


and HARDWOOD Bee 











Salesmaker Campaign 


A complete salesmaker campaign 
has been launched for the new 
Color - Sealed Careystone Siding 


Serving you from three modern mills at | now being manufactured by The 
mn PHONE | Philip Carey Mfg. Company. 
Springhill, ta.—Calion, Ark.—Urbana, Ark. The wire display rack pictured 


here was developed to exhibit the 
Cutting more than 40,000,000 feet annually. L. D. 16 new asbestos siding which is manu- 


factured in white and four pastel 
colors of green, brown, coral and 
gray. 

Write the Philip Carey Mfg. Co., 
Dept. AL, Cincinnati 15, Ohio. 
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DEALERS 
700 mile delivery by truck in 48 hours 


, COSTS UP TO % LESS 
FROM : , 39 
av | r- |: HERE’S HOW... 


@ Lockwood Oak Flooring is cut from 
Cloud's own timber irocts 1s made 
in Cloud’s own flooring plant 


@ Precision Milling, soft texture and other 
special features such as nail groove 
save up to 35% in laying and finish 
ing costs 


@ Perfect Kiln-Drying, the some type 

: used by monufacturers of fine furni 

hee USTON BATON ROUGE ture where gluing 1s necessary, assures 

ea - that Lockwood Ook Flooring lays 
straight and stays straight 


TRUCK DELIVERY COSTS LESS THAN FREIGHT 


tae Md 1001-10010). Gemee ©) ol AO Ge ©) O11 D 

7 @Ol0)°41 | Comm me ©) 1-4 1 On um 0 @ mn | a ) 

CHEAPER TO THE DEALER WITHIN TRI 
hp ING AREA, via CLOUD’S own giant vans! 
— 
* 


CALL US, WRITE US, OR PHONE 6-7991 
FOR.A QUOTATION ON: YOUR REQUIREMENTS , 


, ’ 


ial -1¢- io Be |c0le(-Im oldle-1e Mh (0) a -1'7-1 aa al -1-10 Pt telat a} produced in accordance with NOFMA 


of Ho} Ui pelo -\ Gua Mole) di, tcmerey 7-4, Bf 


SPRINGFIELD, MISSOURI 


QUALITY OAK FLOORING SINCE 1926 


BuitpInG Propucts MERCHANDISER 








Paint Roller Cuts Work Time 

The new extra-large Essex Dip 
toll-A-Painter eases arm and back 
strain and reduces work time for 
home decorators because its in- 
creased surface area allows appli- 
cation of paints and enamels with 
less motion. This 3” diameter ap- 
plicator cuts splash, drip and spray 
to a minimum, since it makes fewer 
revolutions per foot and requires 
less dipping. 

Manufactured by the Essex Gra- 
ham Corp., the Super Dip Roll-A- 
Painter comes in 7” and 9” lengths. 
The choice of surface fabrics in- 
cludes dynel and mohair for oil, 
rubber and water base paints and 
enamels; wool for oil base paints, 
and frieze for texture painting 
Write Essex Graham Corp., Dept 
AL, 235 E. 33rd St., Chicago, Tll 


Red Cedar Product 

Closet lining or paneling for 
wall and ceiling surfaces with mo- 
saic blocks for the floor is now 
manufactured from Tennessee Aro- 


matic Cedar by Cedarco. Installa- 
tion is simple in any home, old or 
new. Easy to follow instructions 
for installation and finishing are 
included with each package. Write 
Cedarco, Dept. AL, Huntsville, 
Ala. 


Shopmaster Jig Saw 


A new 20” jig saw with self- 
contained motor has been devel- 
oped by Shopmaster, Inc., manufac- 
turers of woodworking power tools 
for the home hobbyist. It does not 
contain the conventional solenoid 
or vibrator power, but full-rotat- 
ing armature AC motor built-in. It 
plugs into any 110-volt AC outlet. 

Made of a special lightweight, 
durable aluminum alloy, it is con- 
structed for rugged, heavy duty 
use. For complete information, 
write Shopmaster, Inc., Dept. AL, 
1214 S. Third St., Minneapolis, 
Minn. 


New Weatherstrip 


The new, easy to install all-met- 
al interlocking E-Z-On weather- 
stripping for double hung win- 
dows offers protection from heat, 
cold, dust and rain. 

A unique mechanical feature is 
its Air-lock, which when installed 
outside, prevents rain or moisture 
from entering between frame and 
sash and completely conceals the 
crevice. This protects the wood of 


windows from swelling and permits 
easy opening and closing. Write 
Robert N. Blatz & Co., Dept. AL, 
1009 Harvard Terrace, Evanston, 
li. 


New Plastic Making Paneltile 


New Plastic Corporation has 
added Paneltile to its regular tile 
line. This new wall covering goes 
beyond the bathroom and kitchen 
in tile installation. 

Paneltile is made in individual 
9”x9” squares with warm textured 
striated front surface and “sure- 
grip” diamond back. Eleven popu- 
lar colors are built into the tiles 
and cannot fade, chip, peel off or 
discolor. They are washable, and 
scratch and mar proof. Paneltile 
will withstand heat and will not 
rust, rot, warp or swell. 

From test areas, New Plastic 
Corporation has found a tremen- 
dous demand for this product, not 
only in rooms of the home, but also 
in business, industrial and institu- 
tional installations .. . offices, dens, 
rumpus rooms, hallways, ,wainscot- 
ings lobbies, theaters, hospitals, 
etc. It can be installed over any 
firm, smooth, sealed wall, such as 
plywood, sheetrock, plaster board, 
or plastered walls. 

Write New Plastic Corp. Dept. 
AL, 1026 N. Sycamore, Los An- 
geles 38, Calif. 








| 


WHITE FIR 


Trade Mark 











PONDEROSA PINE 


High Altitude, Sott Textured Growth 


Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 


INCENSE CEDAR 


CALIFORNIA 
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New Shurlok “700” Series 

A complete 
new line of unit 
type door hard- 
ware, known as 
the ShurLok 
“700” Series, 
has just been 
announced by 
Technical Glass Co., Inc. The new 
sets feature solid brass knobs and 
roses; fast, 3-step installation; au- 
tomatic self-alignment; a perfect 
fit for all doors from 11,” to 134”; 
long precision bearing through 
rose; 4” thick brass face place; 
new heavy-duty steel and brass 
latch. (Entire set is of brass and 
steel construction. ) 

In making the announcement, 
company officials pointed out that 
the ShurLok “700” Series is a 
“completely new line in both de- 
sign and construction. Its price is 
competitive and quality is uncon- 
ditionally guaranteed.” 

Write for new 4-page brochure 
to Technical Glass Company, Inc., 
Dept. AL, 2050 East 48th St., Los 
Angeles 58, Calif. 


Easy Does 1... with 
DUD-FAST 


. 
Automatic Tackers 

We Recommend @& — intl 
These Tackers for 2 $ ae 


INSULATION 
. 
CEILING THE 
* 
VAPOR SEALS 
. 
SCREEN WIRE 


. 
BUILDING PAPER 





Sher User a 
Many Other | a 


Duo-Fast Display 

A new display board is available 
to lumber and building materials 
dealers. As you can see, this dis- 
play board holds the Duo-Fast Gun 
Tacker and Duo-Fast Hammer 
Tacker. It is silk screen printed in 
deep blue and light green on to a 
durable hardboard. The machines 
are held to the display board by 
wire clips which eliminate the pil- 
ferage problem. 

These display boards are avail- 
able on reqeust. Write Fastener 
Corp., Dept. AL, 860 Fletcher St., 
Chicago 14, II. 


Buitpinc Propucts MERCHANDISER 


NEW! SELF-SERVE 

SALES MERCHANDISER 
SHOWS USES OF SCRAPERS 
TO YOUR FIX-UP 
PAINT-UP CUSTOMERS 


40% DEALER 
NET PROFIT 


= | . , 
~ 44 a 


RGE FOR — woo 
NO CHEE’ WE & WHITE ie 
THIS NE aper Saves 


D DISPLAY 
g Hyde gpeEosTER SCR 


2 a 
cost ; 
" : 79, Al e 
INCLUDES: dot No 14 . 
age 78 Speedster Seroner®s 3, 79 3, 80: pRorit 
° 


\ doz each 


A. 


ener’: 


ER! 





HYDE 


DE-LUXE BLACK AND SILVER PUTTY KNIVES AND 
SCRAPERS DISPLAYED ON SPARKLING NEW SALES 
MERCHANDISER. 


BLUE DIAMOND PUTTY KNIVES AND SCRAPERS 
FOR HOME OWNERS DISPLAYED ON NEW SALES 
MERCHANDISER, 


PLASTIC RAZOR BLADE 





SCRAPER—SENSATIONAL 
IMPULSE ITEM. DIS- 
PLAYED IN SELF-SERVE 
MERCHANDISER, 


NEW! 
No. 903 


BLUE DIAMOND HOME REPAIR TOOLS DISPLAYED 
ON NEW SELF-SERVE SALES MERCHANDISER, 
REAL EYE AND BUY APPEAL. 
Write For This 


New Catalog 


MANUFACTURING SOUTHBRIDGE, 


C0., MASS., U.S.A, 


HOME REPAIR AND PROFESSIONAL TOOLS SINCE 1875 








a 
a 
Sis 


New No-Shok Cord 


A new home wiring kit for fast, 
easy installation has been an- 


nounced as the newest addition to 
the Bell Electric Co. line of No- 
Shok safety devices. The heavy- 
duty extension cord set has been 
redesigned with a built-in mount- 
ing plate of bakelite, for immedi- 
ate appeal to the growing do-it- 
yourself market. Two holes in this 
plate permit quick, easy installa- 
tion with the screws which are 
pre-packed together with an ample 
quantity of insulated staples for 
easy fastening to baseboard, on 
wall, tables or anywhere that a 
convenient plug-in current supply 
is needed. The cord set is merely 


‘The Sign of the 
Complete Line 


ALL YOUR ROOFING AND SIDING FROM ONE SOURCE 
Old American 
of cotddé/ 


7 


Old American has a complete line of asphalt and 
asbestos-cement roofing, shingles and siding to meet every 


need. For greater variety . . 


personal service. . 
Old American, of course! 


. superior quality .« 
. order all your needs from one source — 


. prompt, 


PY TS ae 8S a and roofing 
ASBESTOS SIDING and shingles 
a ita ih des) Vil [3 J roof to foundation. 


and ..---- 


Insulating siding, asbestos-cement wall- 
boards, built-up roof materials and allied items. 


Get FREE Catalog Sheets and Sales Literature...Write TODAY to 


Old American Roofing Mills 


7600 TRUMAN ROAD 
KANSAS CITY 


KANSAS CITY, MO. 
SALT LAKE CITY 
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plugged into present outlet, the 
cord fastened to the wall with the 
insulated staples and the built-in 
mounting plate secured wherever 
desired. Or it can be used in the 
conventional manner as a duplex 
extension cord. Write Bell Elec- 
tric Co., Dept. AL, 1833 W. 21st 
St., Chicago 8, Ill. 


Craze-Free Plastic 


The new McCulloch portable 
power chain saw features an oil 
sight window of COCOR CO-3 cast 
plastic. This clear, rigid sheet will 
not craze under the heat of the 
saw gear case, because of mechan- 
ical strain or through being in 
contact with hot oil. In addition, 
it combines, in one material, some 
of the best features of both therm- 
osetting and thermoplastic mate- 
rials. 


Manufactured by the Cast Optics 
Corporation, CO-3 can be _ hot 
formed and fabricated as easily as 
most thermoplastics, yet it offers 
durability normally found only 
among thermosetting resins. CO-3 
forms a_ tough, non-shattering 
window suitable for this rugged, 
outdoor tool. 


The saw is manufactured by Mc- 
Culloch Motors Corp., Los Angeles, 
Calif. Write Cast Optics Corp., 
Dept. AL, Riverside, Conn. 


New Type Translucent Panel 


Interglass’s new building sheet 
contains over 50% glass fiber, 
which gives it extra strength, and 
is made by cross-laminating long 
parallel fibers that produce a cloth- 
like texture. Better exterior ap- 
pearance and extremely uniform 
gauge result from positive control 
of the long glass fibers; the sheets 
have a satin-like sheen and when 
viewed by transmitted light ex- 
hibit a uniform and pleasing pat- 
tern. 

The higher glass content, more 
uniform gauge, higher stress fac- 
tors and good colors have brought 
an enthusiastic reception for the 
new sheets from both industrial 
and residential builders. Write In- 
ternational Glass Corp., Dept AL, 
Los Angeles, Calif. 
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Adjustable Trestle 


Made of high grade steel, the 
Meco Adjustable Trestle is quickly 
and easily erected into sturdy scaf- 
folding. No shaky structures with 
Meco, because cross beams are se- 
curely held in place with strong 
gripping clamps and metal prong 
clamp screws. No tools or nails 
needed. Just a turn of the newly 
designed clamp screw handles and 
you have a rigid set-up that resists 
vibration and swinging. Large 
thumb screw on adjustable exten- 
sion bar has a manual self-locking 
latch to hold securely. Write Mar- 
vel Equipment Co., Inc., Dept. AL, 
P.O. Box 665, Oshkosh, Wis. 


az) 
eT ‘| 








New Non-Electric Door Chime 


Auth Electric Co., originators 
and manufacturers of non-electric 
door chimes for homes and apart- 
ments, now have available a new 
and most useful addition to this 
line. Designated as the Metropoli- 
tan Model No. 890, the unit is a 
very attractive combination of a 
double note non-electric door chime 
actuated by a mechanical push 
button, with a one-way mirror 
peephole which permits the resi- 
dent to observe who is calling with- 
out being seen. The handsomely- 

Standard finish of the escutch- 
eon plate is polished brass; of the 
the chime unit ivory enamel. The 
escutcheon plate is also equipped 
with cardholders for resident’s 
name card and apartment number 
card. Full information may be had 
by writing Auth Electric Co., Inc., 
Dept. AL, 34-20 45th St., Long Is- 
land City 1, N. Y. 
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New Brush Cleaner 


Do-it-yourself painters will find 
a pleasant surprise from the usual 
10 to 12 dippings required with or- 
dinary cleaners. Requires just a 
simple two-step operation (soak 
the brush and rinse under water). 
Cleans oil, water and rubber-based 
paints. M&H Brush Cleaner is non- 
odorous and may be re-used after 
storage. Write M&H Laboratories, 
Dept. AL, 2705 Archer Ave., Chi- 
cago 8, Il. 


4 & 5 Operations in One 


The new Sib- 
ley Screw-Drils 
are remarkable 
for simplicity 
and appeal — 
they require 14 
of the _ usual 
time for a per- 
fect job — a 3 
diameter hole 
drilled the time 
usually required 
for a simple pil- 
ot hole. 

In addition to 
the countersink 
Screw - Drils, 
there are counterbore’ Screw - 
Drils which sink the screw head 
in the same operation, so it can be 
concealed by a plug. There is a 
Screw-Dril for all of the popular 
sizes of screws, both countersink 
and counterbore. 

There is a handy kit of five 
countersink Screw-Drils for $2.95, 
which satisfies normal and trial re- 
quirements. These drills are heat- 
treated. Fit all 144” chucks. Litera- 
ture is available. Write A. L. Dril- 
saw Co., Dept AL, 1561 Virginia 
Ave., Glendale 2, Calif. 


Pallet-Pak 


D L. Fair Lumber Company now 
brings to its customers a new ser- 
vice—Delfair Pallet-Pak. Delfair 
oak flooring, dimension and other 
lumber products are now packed, 
battened and wire-strapped into 
handy palletized units. These pal- 
letized units save the lumber deal- 
er or wholesaler time, manpower 
and storage space. Delfair Pallet- 


Pak helps to reduce damage in 
transit and permits convenient 
mixed-car shipments. Write D. L. 
Fair Lumber Co., Dept. AL, Louis- 
ville, Miss. 


Liquid Finds Own Level 


In New Tube Device 

An ingenious device for deter- 
mining levelness of stakes, up- 
rights and concrete forms, as well 
as for grading, building founda- 
tions and other construction work, 
is known as the Levelall. Its use- 
fulness to builders and contractors 
is practically unlimited, since its 
application lends it to a variety of 
uses. It is manufactured by Level- 
all, Rockland, Mass. 

Basically, the standard model 
consists of a 50-foot clear plastic 
tube filled with a special red liquid 
called Level-Flo that finds it own 
level. Its operation is so simple 
that one man can determine level 
points without assistance. 


Sink Rim Assembly 


Now it is possible to complete a 
sink rim assembly that is perma- 
nent and sealed against moisture, 
in a matter of minutes. Pyramid’s 
completely new Bol-Tite Sink Rim 
is easily installed without the use 
of special tools. 

There are no bolts to attach, be- 
cause each one is securely riveted 
to the frame. Each bolt is position- 
ed to insure a uniform fit and a wa- 
ter-tight seal. Special corner bow) 
support brackets remove the task 
of nailing corner clips. Wing nuts 
are used to tighten the one piece 
rim in place. 

Bol-Tite stainless steel rims are 
available in a highly polished fin- 
ish or with a satin non-glossy sur- 
face. Write Pyramid Mouldings, 
Inc., Dept. AL, 5353 W. Armstrong 
Ave., Chicago 30, III. 
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New Sanding Sealer 


A new sanding sealer for use as 
a first coat on most common woods 
that are to be finished with Platon 
has just been announced by Min- 
nesota Platon Corp. 

In addition to sealing the wood, 
this new Platon Sanding Sealer 
also acts as a filler. It is claimed 
that the open cells of the wood 
are filled so that after the wood is 
resanded lightly it has a uniformly 
dense surface. Succeeding applica- 
tions of Platon then build up more 
rapidly to produce a better finish 








SELL 
WINDOWS 
IN ROLLS 


A SAMPLE WILL PROVE 
SUPERIOR QUALITY 
— FREE ON REQUEST 


The perfect, low-cost 
material for storm win- 
dows, storm doors, and 
porch enclosures. Full 
profit! Highly competi- 
tive price. Easy to in- 
stall. Nine different 
materials in the Sol-O- 
Lite line. Sol-O-Lite 
helps you sell with 
mailers, ads, beautiful 
Crystal-Lite, the merchandising display. 
amazing transporent . . 
window material, Send a postcard for 
takes hord wear in Complete information, 
ali kinds of weather. prices and free literature. 


SOL-O-LITE 


MANUFACTURING COMPANY 

















4303M West North Ave. * Chicago 39, Ill. 





with fewer coats. 

Platon Sanding Sealer is recom- 
mended for use on all common 
woods, plywood, etc., except such 
open grain woods as oak. On these 
regular Platon filler should be 
used. 

For complete information on 
Platon Sanding Sealer and other 
Platon wood finish products write 
to Minnesota Platon Corp., Dept. 
AL, Pipestone, Minn. 


All-Steel Floor Display 


This new, colorful all-steel floor 
finish sales booster virtually a 
complete floor finish department 
occupying only 2'% sq. ft. of floor 
space is being made available to 
dealers by the Clarke Sanding Ma- 
chine Co. The display is given free 
upon purchase of an assortment of 
Clarke floor seals, waxes and appli- 
cators. 

The display rack is only 27”x13” 
with an overall height less than 
48”. Write Clarke Sanding Ma- 
chine Co., Dept. AL, Muskegon, 
Mich. 


W. R. Wrape Stave Company — Industrial Lumber Company 
Little Rock, Arkansas 


Dixie Brand Oak Flooring — Oak Dimension Stair Treads 
Oak Trim and Moulding 





New Talk-A-Phone 


The new Talk-A-Phone LC-33, a 
quality ‘wireless’ two-station low- 
priced intercommunication system 
that requires no wired installa- 
tions, can be plugged into any elec- 
trical outlet. 

The Talk-A-Phone LC-33 is de- 
signed so that more stations can 
be added at any time to the wire- 
less system, all stations being able 
to receive messages transmitted 
from any point, thus providing 
needed communication where per- 
manent installations may not be 
practical. The LC-33 also features 
the original Talk-A-Phone Uni- 
Trans, which provides dictation 
and supervisory control and does 
away with the need for operating 
any controls while dictating. 
Write Talk-A-Phone Co., Dept. AL, 
1512 S. Pulaski Rd., Chicago, II. 


New Endless Hacksaw 


The new Leytool endless hack- 
saw is especially designed so that 
the operator can saw through an 
unlimited amount of material with- 
out being restricted by the usual 


hack-saw frame. This new tool 
consists of a spring-loaded plunger 
with a comfortable pistol grip 
handle, and a guide tube which 
supports the regular 10” or 12” 
hacksaw blade. The blade rides on 
three hardened steel balls in the 
front casing of the guide tube. 


The blade can easily be inserted 
through a |!” hole for sawing out 
parts of floor boards, wall panels, 
etc. Write the Alpha Tool & Sup- 
ply Co., Dept. AL, Closter, N. Y. 
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New Platform-Type 
Electric Lift 


A new Rapis- 
tan platform lift 
for moving ma- 
terials from 
floor to floor 
where limited 
space prohibits 
use of an in- 
clined belt con- 
veyor is now 
being manufac- 
tured by The 
Rapids - Stand- 
ard Co., Inc. 
The new plat- 
form hoist is 
called the Ver- 
tical Lift. It will 
raise and lower 
800 pound loads 
at standard 15 
feet per minute 
speed, or 300 
pounds at 30 
feet per minute. 
The_ platform 
can be lowered to within 614” 
above floor level, and raised to a 
top height of 20 feet. Micro limit 
switches are adjustable to accu- 
rately stop the platform at any 
point in the top and bottom range 
of travel. 


Write the Rapids--Standard Co., 


Dept. AL, 342 Rapistan 


Bldg., 
Grand Rapids 2, Mich. 


Surfwood Display 


A display showing Surfwood, 
the newst three-dimensional Weld- 
wood plywood panel, is being made 
available to lumber dealers by 
United States Plywood Corp. 

Well suited to hang on show- 
room walls or stand on counters, 
this display measures 12” wide 
and 19” high. 

Surfwood is genuine California 


been treated by an erosion process. 
This process etches away the soft 
spring wood and leaves only the 
harder fall or summer wood. The 
result is a panel which duplicates 
the sculptured, weathered texture 
of sea-washed driftwood. Write 
United States Plywood Corp., Dept. 
AL, 55 West 44th St., New York 
36, N.Y. 


Cushion Throat Pliers 


A new convenience and safety 
idea in pliers is the cushion throat 
now being introduced by the Utica 
Drop Forge & Tool Corp. Particu- 
larly valuable in pliers used for 
cutting electrical or spring wire, 
this cushion throat insert acts as 
a third hand to hold the short end 
of the wire during and after cut- 
ting. 

The cushion throat is a Utica 
exclusive protected by patent. 

Write Utica Drop Forge & Tool 


fir plywood, the face of which has Corp., Dept. AL, Utica, N. Y. 











WHY WASTE $ movine RR CARS 
BY YESTERDAY’S METHODS ! 


Takes only one man— 
any man — with a 
SILENT HOIST Electric- 
Driven Capstan Car 
Puller, to move 1 to 20 
cars bulging with build- ¥ 
ing supplies! Nogroan- & 
ing, no sweating, no 
Link : ee back-breaking...no in- 
Fence eae Pipe ee juries, no truck break- 
several downs, no downtime 
losses! Engineered to 
work in the worst 
weather, heat, or cold, 
it serves for years and 
years without oiling or other attention... and it 
costs so little! You'll be amazed how it boosts 
production and profits. You'll wonder how you 
ever got along without it. Join the hundreds of 
users who swear by the SILENT HOIST Car Puller. 
Write today for Bulletin No. 64A. 


Dealers everywhere have found 

this to be true. Are you getting 

your share of this profitable business? Send 
for literature and familiarize yourself with 
Stewart products. In addition to fence, 
there are scores of izon and wire products, 
and every item fits into the building field. 
Write for catalogs today. 

Chain £ - _ ean Z 


Link 














Picket 
Fence 
in many styles 


OTHER PRODUCTS — 
Settees @ Flagpoles 
Steel Folding Gates 
Bronze Plaques 

Wire Window Guards 
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THE STEWART IRON WORKS CO., Inc. 
2051 Stewart Block, Cincinnati 1, Ohio 


Experts in Metal Fabrications since 1886 


Bt 
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S:t ENT Hoist & CKANE CO. 860 43rd 51., BROOYLYN 20,N 1 
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For well over 50 years Northern Woods have been recognized tor their high quality. The 
Northern Lumber Mills are better equipped today than ever beiore to serve you with well- 
manutactured, accurately-graded Northern Woods. Consult the tirms on this page for your 
requirements in Northern Woods 


Cadillac-Soo Lumber Co. . . . Sault Ste. Marie, Mich. “Michigan Pole & Tie Co. . . . . Newberry, Mich. 


Northern Hardwoods, Hard Maple a Specialty. Hemiock, White Northern Hardwood Lumber, Old Faithful Hemlock. NORTH- 
Pine. Modern Dry Kilns. Facilities lor Durinelog. Resawing, etc. ERN WHITE PINE, NORWAY PINE and Piling. Excellent 
Transit Millworking Facilities. 


Abbott Fox Lumber CO. cea ce Renae oe, Mauntain, Mich. sRoddis Plywood Corporation . Marshfield & Park Falls, Wis. 
14 


White Pine. Planing Mills. Dry Kilns. Roddis Lumber & Veneer Co. of Mich. . . Ironwood, Mich. 
Roddis Lbr. & Veneer Co., Ltd... Sault Ste. Marie, Ontario, Can. 
Compl. stk. N. Hdwds., Hemlock, W. Pine. Cedar Prod., Maple. 


*+Connor Lor. & Land | tt gy =) oes Marshfield. Wis. Birch, Flg. Hdwd. Ven‘r'd Doors. Plywd. Mod. Dry Kiln facil. 


K. D. & A. D. Hardwoods, Hemlock, W. Pine—Cedar Shingles. 
Posts, Poles—Laytite Rock Maple & Birch Fig.—Dimension stock. ™ . 
Ahonen Lumber Co. . =. =. =. =. =~. Ironwood, Mich. 
Schneider Bros. Lumber Co. . . . . Marquette, Mich. MillMedera ‘Dry Kilns: Sales agents for ihe “AAA” brand 


Sales agents for the “AAA bran 
Northern Hardwoods and Hemlock, Hardwood Dimensions. Hardwood Flooring. 
pouee Hardwood Turnings. Hardwood Pailets—any sise. Plan- 
ing Mill and Dry Kilns. 


*+Holt Hardwood ¢ “Copeland Lumber Co. . . . . . =. Chicago, Ill. 
: CEE 2, ae $ Mills — Marquette and Cusino, Michig 
wel — Sol Oak Flooring. Strip FO ay da Sales Office — CHICAGO — ‘as S. a. Salle St. 
Herringbone, Parquetry types: all types Heavy Duty Flooring. Hardwoods, White Pine and Hemlock 


“rd. W. Wells Lumber Co. . . . Menominee. Mich. *C. M. Christiansen Co Phelps, Wis 
Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. » m, . . . . . e q . 


: i i i t _ . 
— kiln drying. Upper grades Hard Maple and Birch lumber, = meee ey ey yg - 
roug 


coward waas lamer Ca. Destene Michigan ; Chicage, 7. “wa. Bonifas Lumber Co. (storenite. Mich.) ona Neenah, Wis. 


Sales Office—77 W. Washington S.—Chicago 2 Northern Hardwoods, White Pine, 
Hardwoods, Hemlock and White Pine. Planing Mill and Dry Kilns Modern Dry Kilns. Expert Millwork. 


* Boehm-Madisen Lumber Co. . . . Milwaukee 3. Wis. “Goodman Lumber Company . . . . . Goodman, Wis. 


Mill: Lake Linden, Mich. Mfrs. Hardwoods. L.C.L. shioments Northern Hardwoods, Hemiock, White Pine. Basswood, Hard- 
kiln dried hardwoods from stock at Thiensville, Wis. wood Dimension. Planing mill. Dry Kilns. Rotary cut veneers. 


tMember Maple Flooring Mfrs. Assn. *Member Northern Hemlock & Hardwood Mirs. Assn. 


ielodttit tee ee en ne ent 
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Float-Lock Safety Vise 
Lightning-fast ratchet jaw en- 
abling work to be tightly locked 
or completely released by a mere 
flick of the hinged handle operat- 
ing the screw jaw is a feature of 
the new instant change float-lock 
safety vise announced by the 
Wahlstrom/Float-Lock sales. de- 
partment of American Machine & 
Foundry Company. The new model 
has three bosses for easy jig at- 
tachment, turns over on three sides 
for maximum drilling flexibility, 
and swings completely out of the 
way when not in use. Write Amer- Hy 
ican Machine & Foundry Co., 


* 
Wahlstrom/Float Lock Sales Dept., 
Dept. AL, 511 Fifth Ave., New a Si C 
York 17, N. Y. 


\ hen you wrap up Griffin Hack Saw Blades, you 


can be sure your customer will be satisfied. 


He'll like their long-lasting sharpness and the 
smooth straight cuts they give. 


The finest steels, accurate machining and careful 


heat treating are skillfully combined to solve your 
One-Man Chain Saw 

Pictured above is the 1953 mod- 
el of the one-man chain saw manu- When you sell him Griffin Hack Saw Blades, you 
factured by the Strunk Equipment t 
Company. know he'll be back for more. 

Lightweight, close-grained cast- eas . : : 
ings of aluminum and magnesium For more information ask your jobber — or write 
give the saw a new lightness and 
increased mechanical efficiency. 
The new Strunk cuts in any posi- 
tion, felling, limbing, bucking and 
trimming with equal ease. Users 


who were formerly faced with the 

troublesome problem of stump re- 

moval after tree cutting will now | Pa //y4 

be able to cut trees to 30” in di- cl * * 


ameter to ground level, leaving 


cleared land free of stumps. Write FRANKLIN, NEW HAMPSHIRE 


Strunk Equipment Co., Dept. AL, 
Coatesville, Penna. Soles Agents: JOUM H. GRAHAM & CO. Inc., 105 Ouane Street, Mew York 8, W. Y. 


customers’ cutting problems, 


to us. 





Buttpinc Propucts MERCHANDISER 


131 








RATHER 


Wouldn't you 


have a 


PACKAGED UNIT? 

















The Ready Hung Door 
A door and frame packaged unit 


fal OO neenORD 


@ Ready Hung Door units are now available to 
speed home construction and solve finish carpentry 
problems. These units serve the same purpose for 
hinged doors as the window unit does for windows. 

Just what the nome implies, the Ready Hung Door 
is a door and frame packaged unit having the door 
hinged, the lock installed and the frame trimmed 
beth sides, ready to install in any inside wall open- 
ing. The jamb, with trim or casing attached, is made 
in two parts which slip apart for installation from 
opposite sides of the wall opening. Jambs are adjust- 
able for wall thicknesses from 414" to 514”. 

One semi-skilled man can install 24 units in 8 hours 
since nail driving only is required to install it. The 
unit, while assuring high quality workmanship, looks 
identical to conventional frames when installed 


SOLD THROUGH LUMBER DEALERS 


For further information write the mill necrest you. 


BIRMINGHAM, ALA. Teo 
OURBAWE, CALIF. Sey 
CHARLOTTE, © Car ° 
OALLAS, TERAS Suy 
DEMVER, COLORADO Fyry, 
GRAND RAPIDS, MICH. 
WOUSTOM TEAS f™ 
weEwW YORK Fh 
SAW ANTONIO, TEXAS S50%,; 
SIOUK FALLS, S. DAK 
TORONTO, CANADA 











‘ te ome + 
Hendy Heng Geer Corp., Fert Werte 2, Texas 
vt fat oF 
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New Masonry Drill Introduced 


A new rotary concrete and ma- 
sonry drill has been announced by 
the Jet Drill Company. 

The Jet drill is available in 
triple spiral-center cutting point in 
sizes from 3/16” to 1%” and triple 
spiral core type with full slot sizes 
54.” to 2”. The revolutionary 
triple spiral provides triple dust 
exits while the full slot is engi- 
neered to eliminate drilled con- 
crete, dust and powder quickly, 
assuring no binding, stalling or 
heating of the Jet’s specially heat 
treated and designed tungsten car- 
bide cutters. Write Jet Drill Co., 
Dept. AL, Dana Point, Calif. 


Hargrave Miter-Frame Clamp 
No. 780 


The Hargrave 
four corner mit- 
er clamp clamps 
all four corners 
at one time and 
does not mar 
the work. Can 
be used on fin- 
ished stock. Ex- 
ceedingly _ flexi- 
ble as to capacity. Quickly adjust- 
ed to any square or rectangle 
within its maximum opening. Ab- 
solutely accurate and holds firm- 
ly until released. No slipping. 

Corner blocks are aluminum al- 
loy, light but strong. Screws are 
made from a good grade of steel, 
1,” diameter. Adjusting nuts are 
steel. They can be quickly twirled 
to position and are shaped to give 
a good grip for tightening. Made 
in four sizes—8”, 12”, 18” and 24” 
maximum openings, with minimum 
opening for all sizes 2”. Write 
Cincinnati Tool Co., Dept AL, Cin- 
cinnati 12, Ohio. 








TRUCK DELIVERIES 


(Continued from page 47) 





show the green slip to the yard 
foreman when loading. When ma- 
teriais are on the truck the driver 
returns to the office and stamps 
the time on the white order slip 
and places it in the third slot. This 
shows the shipping clerk the de- 
parture time for the order. 

Before leaving the driver fills out 
a small ruled card listing the de- 
liveries he is about to make, the 
estimated time he thinks the trip 
will take and his time of departure. 
Later he will fill in the time when 







SCREEN 
Rollers 


Convex Face 





Standard 2” 
1/16” face 


Primarily used in putting the screen- 
ing into the frame slot. Can be 
supplied with 3/32” rounded edge. 


Concave Face 


a. 


Standard 2” dia. 


For inserting spline into frame after 
screening has been positioned. 
Standard stock sizes are .093, .105, 
-125 and .170 width of face. 


dia. x 













Se 





Standard stock size is 2° and 
1-5/8" diameters by 9/16" width 
of face. 


Special sizes on all above fools can be 
made to order. Send specifications. 


HOGGSON & PETTIS MFG. CO. 


BOX 1650, NEW HAVEN, CONN., U.S. A. 


MIXES IN COLD WATER! 
———., 


CONSUMERS 
PATCHING 
PLASTER 


- ++ for cracks, holes 
and general repair 








Famous for 
QUICK SALES 
because it... 
1. Needs no sizing. 

. Mixes white in cold water. 
Knits quickly to old plaster. 
Will not check or shrink. 

. Does not peel or crack. 


wn > WwW WN 


@ Available in 1, 2% and 5 Ib. cartons; 


2, 5, 10, 15 and £0 Ib. paper bags; 100 
and 300 Ib. drums. 


——— =a 
ORDER FROM YOUR WHOLESALER 
OR DIRECT FROM US 


CONSUMERS GLUE CO. 
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he returns. By using this card the 
shipping clerk knows at all times 
where each man is making deliv- 
eries and it becomes easier to es- 
timate when future deliverfes may 
be promised customers. 


Customer relations. Drivers al- 
ways check with the customer be- 
fore unloading. Materials are spot- 
ted exactly where they want the 
load placed. They receive the pink 
and check the green slip against 
the materials and sign it. 


On returning to the yard, each 
man places both the white slip 
from the third slot and the green 
slip from the driver’s metal binder 
in the fourth slot, signifying that 
the load has been delivered. 

Every driver for Sweet’s is told 
directly that he is responsible for 
the care of his truck and equip- 
ment. They are reminded that when 
equipment is missing or defective, 
it may result in damage to the 
load, harm to the truck or injury 
to the driver. When needed repairs 
go unreported, Sweet warns, they 
may cause accidents or so serious- 
ly damage the truck that it is tem- 
porarily out of commission with re- 
sulting loss of employment. 





BOMB-PROOF SHELTER 


(continued from page 92) 





tric and a manual fan for venti- 
lation. 

Storage facilities for clothes, 
medical supplies, water, food, flash- 
light and other goods are pro- 
vided under the built-in bunks. 
The floor, which is 6” thick con- 
crete, drains into a sump un- 
der the stairs. The floor is cover- 
ed with felt and asphalt. 

Shelters of this type lend them- 
selves to landscaping and they are 
completely covered with sod. They 
can also be used for childrens’ 
play houses, storage of valuables 
or as a spare bedroom. 

The family bomb shelters can be 
financed through the FHA Title I 
with nothing down and three years 
to pay and although the cost can 
be deducted from corporation in- 
come taxes, it cannot be deducted 
from personal taxes. This I think 
should be corrected. 

It has been checked by a civil 
engineer for strength, and it was 
termed a ‘well designed shelter” by 
the Office of Civil Defense, Wash- 
ington, D. C. 
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Wherever you are...there’s a 


SHAKERTOWN 


Sidewall Distributor * 
hear you... 

















>K Always on call for quick service 


Right! Whether you work with architects, builders or dealers, you'll 
be ahead with famous Shakertown Sidewalls . . . stocked and sold 
by leading distributors in all strategic locations. When it’s delivery 
you want, with service to match your customers’ needs, you just 
can’t beat Shakertown’s top-speed distributor 

service — the industry's finest! 


Sell America’s Most 
imitated Material 


if you’re not now selling these top 

quality cedar shakes, call your dis- 

tributor today. Get all the facts. 

Find out why surveys show home- 

buyers choose Shakertown Sidewalls 3 

to 1 over ordinary materials. Compare 
colors, compare quality ... and you'll select 
Shakertown Sidewalls to serve today’s fastest- 
growing trend to factory-stained, color-styled 
shakes for distinctive homes. Act NOW! 


THE PERMA prooucts co. “Osan? 2” 
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THE NEW 


ld&ic 
ca > 


OVERHEAD 
GARAGE DOOR 
LINE 
has a style and size 
for every need 


tes ia) 
CALDER STURDY’ DOOR 





i 


FLUSH’ 


CALDER COMMERCIAL DOOR 


Here's a brand new line of doors 
that has everything. Made by a 
manufacturer with over half a cen- 
tury of designing and engineering 
experience, the new Calder doors 
are available in every conceivable 
size and style for every conceiv- 
able need. Special designs and 
sizes to order and for extra ap- 
peal to the customer and extra 
profit for you—-all Calder doors 
can be equipped with radio con- 
trolled electric operators. 
Send for complete 
information and 

ovr new, free, 
IWustrated catalog. 





calder 


MANUFACTURING CO. 
LANCASTER 14, PENNA, 








NAMES IN THE NEWS 


Elects New Officers 


Ernest Mueh- 
leck, president of 
Keasbey & Mat- 
tison Company, 

Ambler, Penna., 

was elected pres- 

ident of the As- 

bestos - Cement 

Products Associ- 

ation at its six- 

teenth annual 

meeting, held on 

June 19 in White 

Sulphur Springs 

W. Va. He oa. E. J. O'Leary 
ceeded William 

R. Wilkinson, vice-president for sales, 
Johns-Manville Corporation, who held 
the office for two years. 

E. J. O'Leary, vice-president, direc- 
tor and member of the executive 
committee of the Ruberoid Company, 
New York, was named vice-president 
of the association, which is com- 
prised of asbestos-cement building 
materials manufacturers. 

Re-elected treasurer and secretary 
respectively, were Robert J. Tobin, 
president and board chairman of the 
Tilo Roofing Company, Stratford, 
Conn., and Chester C. Kelsey, New 
Canaan, Conn 

Muehleck became _ president of 
Keasbey & Mattison Company in 1937 
after a successful career as an in- 
dustrial engineer in this country and 
abroad. 

Directors for the coming year, in 
addition to Mr. Muehleck and Mr. 
Tobin will include: Laurence W. 
Clarke, Philip Carey Mfg. Co.; Stuart 
H. Ralph, The Flintkote Co.; William 
R. Wilkinson, Johns-Manville; John 
W. Brown, National Gypsum Co.: 
Stanley Woodward, The Ruberoid 
Co.; John H. Steiner, Sapradur Corp. 
of N., Y. 

Executive committee will be com- 
posed of Mr. Muehleck, Mr. Wilkin- 
son, Mr. Ralph and Mr. Tobin. 


Appoints Regional Manager 
John S. Thomp- igi. ° 
son, formerly as- 


sistant sales 
manager of Erie 
Meter Systems, 
has joined The 
Murray Corpora- 
tion of America 
and has _ been 
named regional! 
manager of Met- 
tropolitan New 
York and _ the 
northern New Jersey area, according 
to the announcement of C. H. Menge, 
vice-president in charge of sales. 
As regional manager, horapson 
will have charge of all sales of Mur- 
ray kitchens, home appliances, and 
plumbing fixtures in his area. Prior 
to his association with Erie Meter, 
he was for several years sales man- 
ager of Acme Metal Products, giving 
him an extensive background in the 
kitchen business, plus a wide range 
of contacts in the plumbing industry. 


4 


J. S. Thompson 





New Vice President 


In conjunction 
with their plans 
to expand sales 
activities and 
customer service, 
the Western 
Hardwood Lum- 
ber Co. of Los 
Angeles, Calif., 
has appointec 
Robert M. Bod- 
kin as vice-pres- R. M. Bodkin 

ident. 

Mr. Bodkin brings to his new po- 
sition 17 years of highly intensified 
experience in the lumber industry, 
which includes: Western sales man- 
ager for Creo-Dipt Co. of North Ton- 
awanda, N. Y. from 1936 to 1941; 
general manager of the Ponderosa 
Pine Woodwork Association from 
1941 through 1947; Western mana- 
ger for the Dyke Bros., Little Rock 
and Fort Smith, Ark., and Cole Mfg. 
Co., Memphis Tenn., from 1947 
through 1949; and manager, soft 
wood division of E. J. Stanton & 
Son, from 1949 to 1953. 


Plexolite Breaks Ground 
For New Plant 


Ground has been broken by the 
Plexolite Corporation for their new 
manufactuing plant to be located 
in El Segundo, Calif., adjacent to 
the Los Angeles International air- 
port. 

Designed by George Novikoff, the 
building will have over 30,000 square 
feet of manufacturing floor space, 
general offices, railroad siding and 
ample parking. 

David S. Perry, president of the 
Plexolite Corporation, stated that 
this new plant will be adequate to 
meet the rapidly expanding demand 
for this versatile glass fiber rein- 
forced plastic material used in resi- 
dential and industrial applications. 

These new manufacturing facili- 
ties, representing a total investment 
of more than $250,000, will be the 
largest of its kind in the United 
States. New processing methods and 
equipment developed by extensive 
research of Plexolite’s engineering 
staff will substantially improve ef- 
ficiency and output of this very pop- 
ular translucent building material. 
Plexolite will also produce its own 
glass fiber mat. 

Plexolite’s current home in Los An- 
geles will become the main office of 
their general distributor, Plexolite 
Sales Company. This will afford 
greater shipping and warehousing fa- 
cilities for better sales and technica] 
service for its dealers. 
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Genuine 


NORTHERN WHITE PINE 


(Pinus Strobus) 
Spruce, Norway Pine, Jack Pine 


Entering Our Thirtieth Manufacturing Year 
Continuous Supply Still Available 


Straight or Mixed Cars 


@ Common Boards 
@ Barn and Drop Siding 
@ Sheathing 
@ Factory & Flask Lumber 
@ Knotty Pine Paneling 


KILN DRYING FACILITIES 


Sales Office: 


1026 Chicago Title & Trust Bldg. 
CHICAGO 2, ILL. 


Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont 





RAINY LAKE LUMBER CO. LTD. 


| headaches of 











UNIFORM 
HIGH QUALITY - 


«+. assures day-in, day-out dependability 
of “Greenlee 22" Solid-Center Auger Bits 


You can always depend on a ‘‘Greencee 22". 
For each of these fine Solid-Center Auger 
Bits is given special care by craftsmen 
through every step of manufacture 

Each is Induction Heat-Treated so it 
takes and olds uniformly sharp cut- 

ting edges. And each is Plastic- 
Sealed with a heavy protective coat- 

ing to make sure it reaches you )) 
and the user “‘factory perfect , 


Stocked by leading wholesalers. J 
L] 


TOOLS FOR CRAFTSMEN Av) 
GREENLEE ‘ 


FREE HAND TOOL QUICK REFERENCE FILE 
Facts on the complete line of GREENLEE hand tools: 
Auger Bits, Chisels, Gouges, Spiral Screw Drivers and many more. 
Write Greenlee Tool Co., 2268 Twelfth St., Rockford, Ill. 
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“GET OUT FROM 


BEHIND THE 
8- BALL 


STOCK STA-DRI 


If ordinary cement base paints are giving you the 
product failure adjustments, customer 
loss and low-volume sales, stock the dependable STA- 
DRI line. Sell the famous high-volume STA-DRI Mineral 
Paint for masonry that’s capable of holding a wall of 
water nine feet high without leakage even if applied 
inside a basement. Does not powder, flake, or rub off 
and is stone-like in resisting erosion. Comes in a 
variety of colors and white. Capitalize on STA-DRI Sili- 
cone Clear-Coat, the transparent water repellent for 
masonry that stops efflorescence. Instant Water-Stop 
hydraulic cement completes the amazing trio that has 
a national reputation for succeeding every time. 


AMERICAN STA-DRI 
COMPANY 


Brentwood, Maryland 


“It's smart to Sta-Dri’’ 





If you desire 
quick service on 
quality flooring, 
specify — 


J 
' 
1 
. 
i] 
‘ 
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Smith OAK/ FLOORING 


We have our own trailers for direct delivery 
within 500-600 mile radius. Or can ship 
immediately by truck or rail to more dis- 
tant points. Quality end-matched oak floor- 
ing that’s well manufactured and graded, 
properly seasoned and loaded. 


Representatives in most states. Let us put 
the representative in your area in touch 


with you today. 





> 
PADGETT-SMITH FLOORING CO. 


Manufacturers 


MOUNTAIN VIEW, MISSOURI 











PRICE 


offers a 





FRONT OPENING 
DIMENSIONS 
engineered for con- 
venience in using 
standard brick and 
standard masonry 

joint. 


DUCTMAKERS 

FURNISHED FREE 
that save masons 
valuable time. 


EXPANSION 
CHANNELS 
eliminate the ugly 
joint between face 
brick and fireplece 
form. No masonry to 
crack and fall out. 


FLEXIBLE METAL 

STOP provided to 
hold insulation blan- 
ket in place above 
fireplace opening. 


INCREASED 

VOLUME of warm 
air supplied due to 
larger air passages. 


6 NATIONAL ADVERTISING PROGRAM 
offering book “100 Fireplace 
Ideas” brings many thousands!’ 
of inquiries every year—leads 
for you—and helps sell both 
builders and home owners 
on the benefits of this won- 
derful new fireplace form. 


Send for copies of the Price book ‘100 Fireplace 
Ideas” for each of your Salesmen 





FIREPLACE, HEATER & 
TANK CORPORATION 


PRICE 


193,W AUSTIN ST. BUFFALO 7, NEW YORK 
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Asphalt Roofing Bureau 
Officers 


L. W. Clarke has been elected 
chairman of the board of governors 
and executive committee of the As- 
phalt Roofing Industry Bureau. The 
Burean now includes 25 manufactur- 
ers of asphalt shingles and other 
roofing products. Clarke is also vice- 
president of sales of the Philip Carey 
Manufacturing Co., Cincinnati, Ohio. 

Other new Bureau officers include: 
W. R. Wilkinson, vice-president of 
sales, Johns-Manville Corp., New 
York, vice-chairman; E. L. Chamber- 
lain, vice-president of sales, Bird & 
Son., Inc., East Walpole, Mass., 
treasurer; Frank E. McNally, board 
chairman, B. F. Nelson Manufactur- 
ing Co., Minneapolis, member of the 
executive committee. 





Celotex Wins Award 


For its technical service data fold- 
ers, No. 1 and 2, the Celotex Corpor- 
ation was awarded a certificate of 
honorable mention at the 1953 build- 
ing products literature competition, 
sponsored jointly by the American 
Institute of Architects and the Pro- 
ducers’ Council, Inc. 

The jury of awards, which an- 
nounced winners at the 85th anual 
AIA convention at Seattle in June, 
cited the Celotex entry for complete- 
ness, arrangement, appearance, ease 
of use, clarity and format; and use- 
fulness of subject matter to archi- 
tects. The entry offered product in- 
formation of a technical nature. 





Renshaw Smith, Jr. J. A. Seck 


Seck-DeVault Now 


Kyanize Affiliate 

The Springfield (I1l.) Paint Manu- 
facturing Corp. recently has become 
an affiliated company of Kyanize 
Paints, Inc., Everett, Mass., and will 
operate in the future as the Seck- 
DeVault Paint Co. 

Renshaw Smith, Jr., Kyanize ex- 
ecutive vice-president and _ general 
manager, said the new affiliate will 
continue to manufacture, sell and dis- 
tribute the Seck-DeVault line on an 
expanding basis. 

lm the new plant Smith will be 
chairman and J. A. Seck, Spring- 
field, remains as president. Henry D. 
Bainbridge, Kyanize, becomes vice- 
president at Springfield. It is ex- 
pected that the plant's affiliation 
with Kyanize will strengthen the po- 
sition of Seck-DeVault dealers in the 
Midwest. 


Named Instructor 

Paul Berres- 
ford, Niles, Ohio, 
has been appoint- 
ed a factory in- 
stallation in- 
structor by the 
S & W Moulding 
Co. of Columbus, 
Ohio, announces 
Frederick B. Hill, % 
company presi- Paul Berresford 
dent. 

In his new position Berresford will 
conduct schools for store mechanics 
on the installation of plastic wall tile. 
He will also demonstrate wall tile 
applications in store windows and 
showrooms of various flooring deal- 
ers and distributors all over the 
country. 





Slogan to Push Steel Cabinets 

“Cabinets of Steel for Lasting Ap- 
peal” was the unanimous choice for 
a slogan to be used by the Steel 
Kitchen Manufacturers Association 
during the group’s first annual meet- 
ing at White Sulphur Springs, W.Va., 
June 4-6. 

The meeting was attended by 45 
representatives of companies manu- 
facturing steel kitchen cabinets. The 
association was organized in 1951 
with 19 companies and has grown to 
a membership of 21 firms represent- 
ing well over 90% of the industry. 
Headquarters are in the Engineer’s 
Bldg., Cleveland 14, Ohio. 

Officers for the coming years are: 
M. M. Miller, Miller Metal Products, 
Inc., president; F. E. O’Connor, Ge- 
neva Modern Kitchens, Inc., vice- 
president; and Arthur J. Tuscany, 
Jr., assistant executive secretary- 
treasurer. 
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New Warehouse and 
Office Building 


Pioneer Plastics Corp., Salem, 
Mass., manufacturer of Pionite dec- 
orative plastic laminates, announces 
the construction of a warehouse and 
office building in Los Angeles on 38th 
St., between Ross and Irving Sts. 
Formal opening of this building will 
take place around July 15. 

Occuping 10,000 square feet, it is 
situated on a large lot, making ex- 
pansion for manufacturing purposes 
possible. It is served by a railroad 
siding. 

A. D. Provisor, Pioneer Plastics’ 
newly appointed west coast sales 
representative, will make his head- 
quarters in this building. 


Earl Faulkner Promoted 


The appointment of Earl C. Faulk- 
ner as executive vice-president of the 
Lehon Company, Chicago, manufac- 
turers of Mule-Hide roofing and build- 
ing materials, is announced by Ed- 
ward A. Leonard, president of the 
company. 

Mr. Faulkner joined the Lehon 
staff last December 15, as assistant 
to the president, pending action of 
the board of directors, which elevated 
him to the post of executive vice- 
president on January 28. 

Active in the building materials 
field for 25 years, Mr. Faulkner spent 
21 years with the United States Gyp- 
sum Company. He resigned as gen- 
eral sales manager of the latter firm 
last May. 


“= 


Cc. OC. Berry 


Recovers from Accident 

C. C. Berry, Peebles, Ohio, who was 
injured last December by a reckless 
driver, is recovering rapidly and will 
be up and about in a few weeks. 

Mr. Berry has been in the hard- 
wood lumber business for over 58 
years. He started as a lumber inspec- 
tor with the R. H. Vanzant Company 
in 1893. He has headed his own lum- 
ber business, been a broker, salesman 
and sales manager. He also owned 
and operated several saw mills. 


BuILDING Propucts MERCHANDISER 


provides 
the greatest 
weatherstripping efficiency! 


now for a free copy of “Facts On Weatherstripping’! It 

es two important weatherstrip tests, one by the 

Minnesota for the Weatherstrip Research Institute; 

the other by Hunt Laboratories for Zegers, Incorporated. It gives 

actual figures on fuel savings in various sections of the country 

... compares various types of weatherstripping... shows you 

why Zegers Duro-seal reduces air infiltration more than any 

other equipment. It’s a folder that will be of interest to all. . . 

home owners, prospective home owners, builders, sash and 

door jobbers, retail lumber dealers, architects and weatherstrip 
contractors. Write for your copy today! 


Zegers Incorporated, 


"8088 South Chicago Ave., Chicago 17, Illinois. 


Dura-seal’s one piece jamb 
member has a concave back 
surface, providing a desirable 
flexibility which maintains a 
constant air ceal and smooth 
window operation even when 
the sash expands or contracts 
due to changeable atmospheric 
conditions. 














BONDERIZED 
STEEL 
WINDOWS 
OF 


Be 


All casements drilled and 
tapped to receive storm sash and 
screens, operator arm guide chan- 
nels attached with screws for easy 
removal and replacement, if neces- 
sary; ventilator frames constructed 
from the same heavy sections asthe 
outside frame. This provides greater 
rigidity and stronger ventilators. 


VENTO 


CHAMPION” 
BASEMENT 
WINDOWS 





14-gauge electrically welded frame, 
fins welded to jamb for quick in- 
stallation and double contact with 
leak-proof watershed sill. A plus 
value incorporates a redesigned 
latch which assures positive opera- 
tion under all conditions. 


Also ask about the extra value in: 

VENTO “THRIFTY” BASEMENT WINDOWS 

VENTO FORMED STEEL LINTELS (FOR BLOCK 
AND BRICK CONSTRUCTION) 

Vento “Champion” Barred Basement Windows 

Vento “Champion” — and Barn Windows 

Vento Thrifty Utility and Special Type Windows 

Write us for full information 


Some desirable territories are open 
for representatives and distributors. 
Write for particulars, 


STEEL PRODUCTS 
CO., Inc. 


249 Colorado Ave., Buffalo 15, N. Y. 
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Carey Company Appointment 
J. W. Hum- ae 
phrey, president, 
The Philip Carey 
Mfg. Company, 
has announced 
the appointment 
of E. A. Boad- 
way as vice-pres- 
ident and general 
manager of both 
the Qusbec As- 
bestos Corpora- 
tion, Ltd., East 
Broughton, Que., 
ey Company, Ltd., of Lennoxville, 
Que. Mr. Humphrey stated that the 
first appointment of this type was a 
step forward with an expanding Can- 

ada. 

In this capacity Mr. Boadway will 
be in complete charge of all phases 
of Carey's Canadian operations, en- 
compassing sales, manufacturing, ac- 
counting, traffic, ete. Acting in ad- 
visory capacities to Mr. Boadway 
and his organization will be the gen- 
eral staff of The Philip Carey Mfg 
Company located in Cincinnati, Ohio. 





E. A. Boadway 
and the Philip Car- 


New Lehon Executives 


Three new ex- 
ecutive assign- 
ments have been 
made by The Le- 
hon Co., makers 
of Mule-Hide as- 
phalt roofing 
products. 

Earl C. Faulk- 
ner, executive 
vice-president at 
Chicago head- 
quarters, an- 
nounced the fol- 





E. L. Mongold 


lowing appoint- 
ments: Gordon 
Ellis, general 
sales 


manager; 
E. L. Mongold, 
assistant genera] 





sales manager; 

and J. B. Stev- 

ens, merchandise 

manager. ‘ 
Lehon hag 

plants at  Chi- 

cago, Wilming- 

ton, Ill., and 

Memphis, Tenn. Gordon Ellis 


Strand Distributor Appointed 


Appointment of the Material Sup- 
ply Co. of Springfield, Ill., as a dis- 
tributor of Strand all-steel garage 
door is announced by Bob Kirkman, 
manager of the Strand Garage Door 
Division of Detroit Steel Products 
Co., Detroit, Mich. 

E. E. Hively heads the Material 
Supply Co. as president and general 
manager, while other officers include 
S. J. Madden, vice-president and sales 
manager; D. R. Huntley, treasurer 
and purchasing; and E. C. Bash, sec- 
retary. The company operates in a 
belt approximately 100 miles wide 
across the central part of the state 





from the Mississippi river to the In- 
diana state line. 

Strand garage doors are the lat- 
est addition to the lines distributed 


by the Material Supply Co. These 
doors are of galvannealed steel to 
protect against rust and are shipped 
with factory assembled packaged 
hardware. The Strand line includes 
garage doors in 8x7’, 9x7’ and 16x 
7’ sizes. They are built for lifetime 
durability with rugged, new X-type 
steel bracing that adds strength and 
rigidity to the one-piece all-steel 
door leaf. 


COMPANIES ANNOUNCE 


H. L. Evans of The Flintkote Com- 
pany has been elected vice-president 
in charge of manufacturing by Flint- 
kote’s board of directors. This ap- 
pointment was recently announced by 
I. J. Harvey, Jr., president. 

With Flintkote for over 25 years, 
Mr. Evans was manager of the com- 
pany’s Chicago Heights plant until 
November, 1951, when he was placed 
in charge of all manufacturing oper- 
ations. He will direct Flintkote’s 
manufacturing from the company’s 
main office in East Rutherford, N. .) 


Richard S. Colgan, 32, a forester 
and lumberman, has been named 
field representative assigned to the 
Middle Atlantic states area for the 
promotion department of the West- 
ern Pine Association. 

Colgan is a graduate of the New 
York State College of Forestry, Syr- 
acuse University, and served with the 
Forest service in New England and 
Washington, D.C. He was with the 
Marine Corps air arm as a captain 
and pilot in the Pacific theatre during 
World War ITI. He came to Western 
Pine from the American’ Forest 
Products Corp., Lakeview, Ore., 
where he had been for a year. 


Four veteran lumbermen will re- 
tire from the service of the West 
Coast Lumbermen’s Association on 
June 30, according to H. V. Simpson, 
executive vice-president. The four 
have a combined service to the lum- 
ber industry of 113 years. 

Oldest in point of service is Ralph 
D. Brown, one of the west’s best 
known lumber figures, who has been 
assistant secretary - manager of 
WCLA for many years, and who came 
to the Association in 1913. 

A 34-year veteran is Emil Hanson, 
who joined the Association in 1919 
to work in the traffic department. 
He has been assistant traffic man- 
ager. 

Another traffic veteran is Freight 
Claims Agent W. E. Franklin, who 
first went to work for WCLA in 1918, 
and after two short stays as lumber 
company traffic manager and with 
two leading steamship firms, came 
back to the lumber trade group in 
1936 to stay. 

Fourth executive being retired is 
Paul E. Kendall, WCLA advertising 
manager since 1946 and nationally 
known lumber promotion authority 
for over four decades. 
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FOR FINE FLOORING 


esereeeansarearia 
carsagnerewese 


It’s 100°, Northern Hard Maple — Denser, Stronger, 
Longer-Lasting! 

* 2nd & Thrifty 3rd ¢ Diamond Hard 
grades save up to has satisfied for 
50%. Bid lower, ever 40 years. 
sell more! 


J. W. WELLS LUMBER CO. 


Phone 3633 - 6400 * MENOMINEE, MICR 


© ist, 2nd & 3rd 
Grades. Unit pack- 
aged flooring if 
desi 








EFFICIENT LUMBER DISTRIBUTION 


WESTERN & SOUTHERN 
FOREST PRODUCTS 


Dependable Service Since 1928 
CALL US TODAY! 





“tiward J. Koza Company 
WHOLESALE LUMBER 
1791 HOWARD STREET — CHICAGO 24, ILL. 
TELEPHONE: ROGERS PARK 4-7148 








GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


WHITE PINE 


Also some Norway and Spruce 


AIR-SEASONED _ WATER-CURED 
Rough or Dressed 


Mfrs. of 
Genuine 


(PINUS 
STROBUS) 


Capacity 28 million feet annually 
Sawmills — Braeside and Temagami, Ontario 


1842 Member N-A.W.L. Assoc. 1953 








TANNEWITZ 


for Swing Saws 


SAVES 


GAUGE 


Fry 

3 

$30 to $50 A MONTH 
b, IN LUMBER AND LABOR 


™ 


30 Deys' Free, Trial 


ORDER NOW on’ SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


GRAND RAPIDS 
MICHIGAN 





Buitpinc Propucrs MERCHANDISER 





AUTOMATIC 


HOW TO BUILD MORE 


| SALEABLE SPACE INTO HOMES 


Write today for 
FREE 
BESSLER 
CATALOG 
showing how 
easily and 
economically 
you can use 

_ BESSLER 

| DISAPPEARING 

| STAIRWAYS 
|(7 Models) 


mane on eet Sine, ote 
ae assure more 


a to 
cubic feet per 


IMMEDIATE building dollar! 


DELIVERY 


assured on 


ae 


. 
all models! 


THE BESSLER DISAPPEARING STAIRWAY CO. 


1900 East Market Street, Akron 5, Chio 











“Oh, stop worrying about windstorms. 
This cheaper roofing will be plenty good enough.” 


COMMON SENSE: 


Cure Cyplow 


ASK ANY insurance man how many reofs 
are “‘gone with the wind” each year. He’ll 
tell you that “pin-up” roofs are a head- 
ache to policy-writers and just plain people 
in most parts of the country .. . another 
basic reason why you do well by yourself 
| and your customers when you stand fast 
for wind resistant Certigrade cedar shingles! 


CERTIGRADE 
SHINGLE s 


RED CEDAR SHINGLE BUREAU + SEATTLE, WASH, and VANCOUVER, CANADA 





Here's the line of Insect Wire Screen- 
ing that's bwi/t to last... and sells fast! 
Keystone Wire Screening meets de- 
mands for every need today in new 
and replacement work. Made by 
modern manufacturing methods, 
Keystone quality is carefully control- 
led to assure outstanding strength, 
durability and eye-appeal in every 
roll! Aluminum, Bronze and Galvan- 
ized Insect Wire Screening available 
in all standard widths and meets 
U.S. Department of Commerce Com- 
mercial Standard 138-49. 


While for FREE catalog loday 
KEYSTONE WIRE CLOTH CO. 


Hanover, Pa. 


Fostoria, Ohio 





The Western Hardwood Lumber 
Co., Los Angeles, Calif., one of the 
west coast’s oldest lumber firms has 
recently undergone a change of own- 
ership. Walter Ehrlich, new president 
and general manager of Western 
Hardwood Lumber Co., states that 
the company will continue with no 
changes in operating personnel, as- 
suring continuance of the same high 
standards of service and quality of- 
fered in the past. 


T. F. Gundlach, vice-president of 
J. M. J. Industries, Inc., manufac- 
turers of floor and wall tile cutters, 
has announced the appointment of 
two new representatives for the 
southern states, 

The newly appointed representa- 
tives for J. M. J. products are: Bob 
Stenzhorn, 3907 Bayshore’ Blvd., 
Tampa, Fla., who will cover Florida, 
Georgia, Alabama, North Carolina 
and South Carolina. Tom R. Allen 
and G. W. Geron, both of Manufac- 
turer’s Sales Company, 3906 Lem- 
mon Ave., Dallas, Tex., will cover 
Texas, Louisiana, Arkansas, Okla- 
homa, New Mexico and Arizona. 

The appointment of these repre- 
sentatives, widely known to _ the 
trade in their territories, was made 
so that J. M. J. Industries could give 
a more complete service to distribu- 
tors and dealers in the south. 


William E. Reese has been appoint- 
ed operations manager of Kawneer 
Company’s Chicago warehouse locat- 
ed at 4532 N. Elston Ave., accord- 
ing to a recent announcement made 
vy David S. Miller, vice-president for 
architectural sales of Kawneer Co. 


Robert E. Mahaffay, trade promo- 
tion director for the West Coast Lum- 
bermen’s Association, will assume the 
additional duties of advertising man- 
ager, according to an announcement 
by H. V. Simpson, WCLA executive 
vice-president. 

Mahaffay replaces Paul E. Kendall, 
widely-known lumber advertising au- 
thority, who had reached the Asso- 
ciation’s compulsory retirement age. 


Geo. Bilhorn & Co., 4201 N. Win- 
chester Ave., Chicago 13, Ill, has 
been appointed exclusive national dis- 
tributor by Mohr’s Fence Co. (form- 
erly Fence Co. of America), Escan- 
aba, Mich. 

The Bilhorn Co. plans to set up lo- 
cal sales agents throughout the coun- 
try for Mohr’s white cedar rustic 
fencing and outdoor furniture on a 
protected territory basis. 


Ralph E. Cruse has been appointed 
general manager of the Paul Bunyan 
Lumber Co., Susanville, Calif. He 
succeeds R. L. Kemp, recently re- 
signed. Mr. Cruse has been assistant 
manager of the company for many 
years. No other changes in the com- 
pany are contemplated. Kenneth 
Walker, formerly of the Red River 
Lumber Co., Westwood, is president 
and Al Kerper remains as sales man- 
ager, a position he has held for many 
years. 


OBITUARIES 


GEORGE A. KOENIG, 83, lumber- 
man in Buffalo, N. Y. for more than 
half a century, died June 23 after a 
short illness. He went to work for 
the Hurd Lumber Co. in Buffalo at 13 
as a tally boy and remained in the 
trade until his retirement in 1938. He 
estimated and designed many houses 
in the Buffalo area. 


GARRETT B. EDGAR, secretary, 
treasurer and general manager of the 
Morris Lumber Company, Inc., Forty 
Fort, Penna., died June 30. He was 
61. He was active in business and 
community affairs for the past 19 
years. His wife, a son and a daugh- 
ter survive. 


BERTRAM W. O'DONNELL, 63, 
vice president and secretary of 
O’Donnell Bros., Inc., Medina, N. Y., 
building supply firm, died in his home 
June 22 after an illness of several 
months. After graduation from Cor- 
nell University in 1913, he entered 
business with his late father, and his 
brother, Francis C. O’Donnell. 


FREDERICK WITLLIAM SCHAE- 
FER, Sr., 82, retired hardwood lum- 
berman, died on May 24 at the home 
of his son, Osborne Schaefer, in Mem- 
phis, Tenn. Born in Upper Sandusky, 
Ohio, he moved to Memphis where 
he was associated with the St. Louis 
Lumber Co. He served as an inspec- 
tor for the National Hardwood Lum- 
ber Association. He operated saw- 
mills in Heidelberg, Miss., Baker, La., 
and Lufkin, Tex. Mr. Schaefer is 
survived by four sons, all of whom 
are engaged in jobbing millwork. 


ERNEST SPICKELMIER, 57, na- 
tionally recognized authority in the 
building materials industry and head 
of a group of materials producing 
concerns, died May 3 at his home in 
Indianapolis, followins, a week's ill- 
ness. 

At his death he was head of Spick- 
elmier Company, Per-Fit Products 
Company, Spickelmier Products Com- 
pany, Spickelmier Products of Louis- 
ville, Inc., and Water Repellents, Inc. 
The Per-Fit Company, fabricators of 
aluminum windows, was started in 
1946 and the waterproofing company 
in 1930. 


James G. Wilson has been named 
traffic manager of M and M Wood 
Working Company, president Thomas 
B. Malarkey announces. He has been 
assistant traffic manager since De- 
cember 1, 1949. Prior to that he was 
district supervisor for Pacific North- 
west Ford Tractor Company and, 
earlier, passenger agent for United 
Airlines, 


CARLOS AMES, 73, died July 10 
at his home in Pas-a-Grille Beach, 
Fla. He was the retired president of 
the Ames Lumber Co., Chicago and 
maintained a northern home at Strea- 
tor, Ill., until he went to St. Peters- 
burg in 1939. He had also been active 
in Illinois politics. 
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- HARDWOODS — 
900,000 FEETO STOCK gl HAVING 


N 
oe soFTWOODS ! TROUBLE 
yaAL TRIM AND WIT 
ILLWORK eee | H YOUR 
cyan FURNITURE LUMBER? 


VICE 


ARCHITECT 





Quick ESTIM ATING SER 





Switch to 
MPLETE DRY KILN AND PLAN- 
= ING MILL FACILITIES 














Ozan Soft Pine is iight, bright, straight line ripped lumber 
—with a 65-year record of dealer-builder satisfaction. Always 
soft textured and easily worked, it dresses smooth, takes any 


finish. Manufacture, storing and loading are of the highest 
caliber. 


| 
| 
| 
| 
e e If you're getting complaints on lumber, or sales aren't what 
FLAVE| | |: CEDAR i] MITED | they should be, the solution is easy: Make your next car Ozan 
eGeGe 8 


1912-1953 





Pine. Phone or write today! 
MANUFACTURERS OF 


B. C. RED CEDAR SIDING, SHINGLES, LATH 


rt J] OZAN LUMBER CO. 


PORT MOODY. 8 C. CANADA 


Prescott, Arkansas 


classified Ritehen Cabinet 


advertising... 


.. . is the quick, economical way to find what COUNT R T p 
you're looking for. Check the classified pages each 

and every issue—you’'ll find column after column : 

offering real business opportunities. 





. and it’s a sure way of disposing of used equip- 
ment or it can help you to find competent person- 
nel or a choice business for sale! Every other 
Monday copies reach some 25,000 interested per- 
sons in American Lumberman’s nationwide distri- 


bution. Check the classified pages for rates in this 
issue. 














High quality ma- Tap the do-it- 
ple counter tops yourself market 
that will last a with these beautiful 
lifetime Water- counter tops. Or use 
; : — them in your own 
‘ proof and warp- custom-built or 
pro ere miei ad i resisting. Paraffin- kitchen remodeling 
~ Specialists in Oak Floor. - [* slacs sate —— 
ing. General wholesol. ~~ Absolutely guaranteed agginet defects. In standard 
= Kizes with or without Aacksplash 1%” thick, 
25” x 15°%-18"%-21” 24” -27"=30"-36"%-42"~48" 

ALSO WORK BENCH TOPS of ALL TYPES for fac- 
tories, schools, laboratories, and for home work shops. 
Denlers! Distributors! Write today for complete in- 


formation, including low price list and discount 
structure, 


POLLAK INDUSTRIES CORPORATION 


Escanaba, Michigan 














H. E. WEBSTER LUMBER CO., 1°", *.ior9 *ds 


Kansas City 6 Mo 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $2.00 





Rates: 
1 Time — 10c per word for each insertion. 
Minimum charge of 50c per line. 
3 Times — 9c per word for each insertion. 
Minimum charge of 45c per line. 
6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 
12 Times—— 7c per word for each insertion. 
Minimum charge of 35c per line. 
All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify 
edit or reject any classfied advertisement. 
No agency commission or cash discount 
allowed. 
For advertisements bearing box number count 
five extra words. There are approximately 
5 words to a line and when less are « 
or used, regular line rate is charged. 
When answering box numbers or mailing 
copy for ads address them to: 
AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 





HELP WANTED 


LUMBER JACKS & JILLS TOO: 
Why trust to luck in locating your new posi- 
tion? We either have, or will develop the job 
you want in any section oi the U.S. or Canada. 
Qualified persons with good records spon- 
sored on a “NO JOB NO COST” basis. Tell us 
your wants. Confidential. 

HINES EXECUTIVE SERVICE 
5355 W. North Ave. Chicago 39, Illinois 








Wanted: Dependable and experienced 
Special Millwork Estimator. 


R. E. Richardson & Sons, Inc. 
Box 5086 
Richmond, Virginia 





Wanted: Experienced sal to rep 
long established insect sc i f 








HELP WANTED 





EXECUTIVE 
BUILDING TRADES 

A nationally recognized New England cor- 
poration is looking for the exceptional—a 
young executive not over thirty-five years 
who is fully competent to join top mana 
ment. Merchandising experience in the build- 
ing trades preferred. 


Gregg & Son, Inc. - Framingham, Mass. 





OFFICE SALESMEN—Needed by large Man- 
ufacturer and Wholesaler of Western Lumber 
and Southern Pine Lumber to work Chicago 
and surrounding area. Must be experienced, 
under 40, good sales ability, some acquain- 
tance with retail dealers. Excellent opportun- 
ity and compensation. Give details first let- 
ter. Write Box K-32, American 

Inc. 


‘ 





Old established manufacturer of standard and 
architectural millwork, located in Central Ohio. 
Need thoroughly competent and dependable 
estimator, experienced in schools, hospitals, 
churches, public and office buildings, resi- 
dences; and also experienced in selling con- 
tractors. Excellent working conditions. All 
social benefits to right party. State experi- 
ence, availability, salary, etc. Address Box 
J]-20, American Lumberman, Inc. 


LUMBER GRADER WANTED 


A certified shop pine grader for work in 
midwest area. Must have Western Pine As- 
sociation gra certificate and be willing 
to travel. Good salary with expenses paid. 
Address full particulars to Box L-20, Amer- 
ican Ldmberman, Inc. 





Working foreman to take over complete pro- 
duction; kitchen cabinets, Formica tops and 
special millwork. Genuine opportunity with 
a small but — business. MUIR & WAC- 
ZULA, INC., Route 10, Hanover, New Jersey. 








SALES REPRESENTATIVES 
AVAILABLE 





Northern California Manufacturers agent con- 
tacting jobbers, dealers and architects can 
use additional line of building material spe- 
cialty. ee Box L-22, American Lumber- 
man, Inc. 





Accounts Wanted — Quality lines for Pacific 
Northwest States. Well known salesman with 
long experience all types building materials 
and related products selling retail lumber 
dealers and jobbers desires lines. Aggressive 
sales work and sales promotion will be given 
your product. Address Box J-49, American 
Lumberman, Inc. 





WANTED — RAILS 





RAILS WANTED 
Any weight—Any tonnage 
W. H. DYER 


, INC. 
2111-A Railway Exch. Bidg., ‘St. Louis 1, Mo. 





STEEL RAILS 
Any Quantity—Any Size 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, W. Va. 





RAILS 

New Bay 
Always in ket to 
classes railroad 

M. x. FRANK 

480 Lexingten Ave. Park Bldg. 
New York, N. Y. Pittsburgh, Pa. 

105 Lake St., Reno, Nev. 





and sell all 








LUMBER & DIMENSION WANTED 


Producers wanted who can supply 20,000 
Hardwood Bed Slats per month. Kiln dried 
timber preferred. Slate 212" width, 13/16” 








SITUATIONS WANTED 


Year-round business offered by 
large, responsible distributor. An excellent 
fill- in for some producer. Especially advan- 





Man with over eight years’ experience buy- 
ing and selling west coast woods in the pre- 





turer on commission basis to call on sash and 
door manufacturers and jobbers in mid and 
far west territory. Give territory reqularly 
traveled, experience, and other lines carried. 
Reply Box K-22, American Lumberman. Inc. 


WANTED 
DETAILER and BILLER 





b one of Indiana’s | hitectural 
Woodworkin Plants, employing | 30 «men. 
Must be fully experienced in making large 
scale details from architects’ blue prints of 
schools, hospitals, churches, public and com- 
mercial buildi and Steady em- 
ployment, ¢ wages. Ability to take off 

price not essential but desirable. Write 
fully, stating age, experience, etc. 





P. ©. Box 2514, Fort Wayne, Indiana 








Wanted: Experienced band saw filer. Write: 
Birds Eye Veneer Company, Escanaba, Mich. 





Sales Manager, Rural Retail Lumber Yard, 
Wanted. A thoroughly experienced man, well 
versed in all phases of retail building ma- 
terials, light construction, the farm market in 
Minnesota and surrounding area, and with 
proven ability to handle, lead and inspi 


ducing areas of the northwest and p 


g to plant having an abundance of nar- 
row lumber available. Reply Box L-25, Amer- 
ican Lumberman, Inc. 





selling to the eastern consuming areas de- 
sires whol ti Thirty-four years 
of age, pilot's license, free to move. Reply to 
Box K-36, American Lumberman, Inc. 








Thoroughly experienced in special millwork, 
listing, some estimating, detailing, manage- 
ment, supervision, layout. Know machines 
and bench. Buy, sell, able to direct others. 
Sober, reliable. Address Box L-23, American 
Lumberman, Inc. 





Manager's position wanted. Have had 25 
years’ experience. Full pny and refer- 
ences at your request. Address Box 722, Ru- 
al Route 8, Springfield, Mo. 


BUSINESSES FOR SALE 


FOR SALE: Either oma or entire interest 
in Lumber Yard iocated in the Calumet Re- 
gion. Annual business approximately $300,- 
000.00, with ss of increasing to $600,- 
000.00 or more groper management. 
re ee of a ened $50,000.00; Equi 





ment of $10,000.00; Rental property. To right 
rty will amortize over a peri "of years. 
rae interested, please tact for in- 





terview. Address Box H-68, Reoscleen Lum- 
berman, Inc. 





FOR SALE — Small yard in Northern Ari- 
zona. Annual sales $85,000. Can be very prof- 
itable for an owner. Present absentee owner 
wishes to withdraw from business. For fur- 
ther a write Box H-64, American 
L h 





EXPERIENCED LUMBERMAN AVAILABLE— 
Energetic West Coast Lumber Wholesaler with 


33 years’ experience as wholesale lumber 
salesman, buyer and wholesale operator, 
wishes tition as West Coast buyer for 
Eastern holesaler or Line Yard or West- 


ern Wholesaler. Age 55, married, excellent 
health and habits. Can furnish best of char- 
acter, financial and ability references. Address 
Box L-24, American Lumberman, Inc. 





SALES REPRESENTATION 
WANTED 








salesmen. Must be willing to work in a small 
town. We have qualified salesmen and a 
good supporting organization including fab- 
rication and erection services. We need and 
can pay for a man with real sales and pro- 
motional ideas to sell the farm market. 
Write or phone attention General Manager, 
LESTER’S INC., Lester Prairie, Minnesota. 
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Manufacturer — __ prefabricated rustic ptencing 
quality- atteetively iPriced. Protected ter- 
ritory. GEORGE ORN & CO., 4201 N. 


Winchester, Chicago 13, Ill. 





Large manufacturer wants sales representa- 
eon selling oak flooring in Chicago. Flooring 
is well and favorably known. Address Box 
L-21, American Lumberman, Inc. 


August 10, 1953, 





Lumber Yard did over $850,000.00 in 1952, 
may run more this year. Good net earnings. 
Small town, low overhead, fine organization, 
good credit rating, good 
A rare opportunity to buy a well rated go- 
ing business. Every year shows an increase 
in business. About $200,000.00 inventory, 
trucks, equipment, etc. Real estate may be 
leased cor bought. The name is worth more 
than the inventory, but will be given free 
with business. You pay less than actual in- 
vertory, etc. We have made enough and 
want to play Lefore it's too late. Address 
Box K-35, American Lumberman, Inc. 








WESTERN YARD FOR SALE 


A successful yard in the “Big West” of Mon- 
tana where outdoor life and business can be 
combined. Established 40 years. Owner re- 
tiring. Volume $100,000 to $120,000. Address 
Montana Retail Lumbermens Association, 107 
East Main Street, Missoula, Montana. 


AMERICAN LUMBERMAN &% 

















BUSINESSES FOR SALE 





OREGON YARD FOR SALE 


A SUCCESSFUL building material business in 
a growing Western Oregon community. Oper- 
ation inciudes: smart large showroom; ample 
warehouses and lumber sheds; spur track, 
trucks, diversified inventory and competent 
well trained crew. Gross sales in excess of 
$135,000. Ideal opportunity for family man 
owner in a community with fine schools and 
wonderful recreational area. Easy terms. Ad- 
dress Box L-28, American Lumberman, Inc. 


Small lumber and building supply business 
in Flint suburban area. Going concern lo- 
cated on major highway. Priced to sell. Ad- 
dress Box K-29, American Lumberman, Inc. 


Well established profitable retail lumber, 
paint, hardware and building material busi- 
ness. Located Central Kansas town in good 
farm community near large industrial center. 
Good modern show room, mill and sheds on 
long term leased ground. Annual sales 
$90,000.00 with average monthly inventory of 
$18,000.00. Higher than average net profit. 
Sheds, trucks, mill equipment, tools, store 
fixtures, office furniture and equipment, land 
leases, $12,500.00, plus good ciean inventory. 
Being sold account partnership dissolution. 
Address Box L-26, American Lumberman, Inc. 





—— 


FOR SALE—Lumber Yard — Orange County, 
California. $5000.00 down, balance easy pay- 
ments. Further information write Box L-27, 
American Lumberman, Inc. 





For Sale—Retail Lumber and Building Mate- 
rial yard and Millwork Shop in progressive 

ity in theastern part of Wisconsin. 
Owner close to 70 wishes to retire. Priced 
to sell quickly. $35,000 full price plus in- 
ventory. Address Box K-38, American Lum- 
berman, Inc. 





For Sale: Small yard in northeast section of 
Wisconsin. Annual sales approximately $125,- 
000.00. Owner has to retire because of health. 
Will sacrifice price and extend terms to re- 
sponsible party. Don’t delay. Address Box 
L-28, American Lumberman, Inc. 





FOR SALE 


Yard in eastern Nebraska town, located in 
rich farming community. Comparatively 
small investment will handle. Owner wishes 
to retire. Address Box L-30, American Lum- 
berman, Inc. 





PROMPT SHIPMENT 





BUILDING PAPER 
Glas-Kraft 
Reflective Insulation 
Asphalt Felt 
Red Rosin 


Nail Bags (larger opening) 
Twine (for tying lumber) 
Waterlox 

Seal-All 

Miracle Adhesives 
Miracle Anchor Nails 


SLIDING DOOR HARDWARE 
Joist Hangers (in boxes) 
“Miter Fast’’ Corners 
Aluminum Siding Nails 
7” Wall Ties — Areawalls 
Adjustable Shelf Supports 
HOSKING PAPER & SUPPLY 
P. O. Drawer 43 Wilmette, Il. 





MISCELLANEOUS 
FOR SALE 


CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 

Minneapolis, Minn. 





ADVERTISING YARDSTICKS 


Basswood, 2-color. Same price as 1-color. 
Also Paint Paddles. Immediate shipment. 


R. J. DUMONT CO. 
156 So. Melrose Ave., Elgin, Il. 


BuiLpING Propucts MERCHANDISER 


BUSINESS OPPORTUNITIES 





WOODWORKING PLANT FOR SALE OR 
LEASE, 12,000 sq. ft. floor space. 3 acres 
land, all machinery, cheap power, good labor 
available. Prosperous Wisconsin city of about 
6000. Sawmill in connection. Now in opera- 
tion. Write Box K-30, American Lumberman, 
Inc. 





GUTTERS & LEADERS 


Facilities for fabricating galvanized, copper, 
aluminum, or stainless steel gutters and lead- 
ers. 3° plain round or corrugated, or 2"'x3’’ 
rectangular. Our automatic roll-forming ma- 
chines insure high production at low cost. 
We will supply materials or use yours. In- 
quiries invited. Eastern Building Products 
Corp., Dept. Y, 72-82 Lockwood St., Newark, 
N. J. 





SAW MILL 


Est. 1940 present owner; handles poplar, red 
oak, maple, etc., cut stock, some still in tim- 
ber; completely equipped; employs 12; in- 
cludes trucks, horses, all handling material; 
details on request. 


APPLE CO., BROKERS, CLEVELAND, OHIO 





USED MACHINERY FOR SALE 


ELECTRICAL MACHINERY 
Motors and Generators, A.C. and D.C. for 
sale at attractive prices. Large stock of New 
and Rebuilt motors on hand at all times. Ex- 
pert Repair service. Send us your inquiries. 
Vv. M. NUSSBAUM & CO., Fort Wayne, Ind. 





We are changing to a 60x60" Carrier and 
Lift Truck ckage and have the following 
54x54” equipment for sale: Three Series 
70-6657 Ross Straddie Carriers, 1951 model, 
each with operator’s cab and steering wheel 
guards, F6209 Continental motor. 


Also Two 1950 Model 10-H Ross Lift Trucks, 
one 20° and one 24’ lift, 54” forks, adjustable 
pyrene oe | carriage, operator's guard, with 
all standard equipment otherwise added. 


Machines in splendid shape—now being used 
regularly. 


HUSS LUMBER COMPANY 


2301 N. Racine Ave. Chicago 14, Illinois 


For Sale: Yates 91 fast feed heavy duty 
planer and matcher. Complete with cyclone 
blower system, electrical panels, all neces 
sary motors, belts, knives, etc. Excellent con- 
dition. Will come to you complete for setting 
into operation. Price $6500.00 f.o.b. Miami. 


TRAIL BUILDERS SUPPLY COMPANY 
Box 721, Coral Gables, Florida 


REBUILT FORK LIFT TRUCKS 


Gerlinger Model PH862-130 
Capacity 16,000 Ibs. 
Lift 17 ft. 6 in. 


Ross Model 16 HT 
Capaciiy 12,000 lbs. 
Lift 10 ft. 


Whiting Diesel Power 
4 Wheel Drive 
Lift 9 ft. 


Hyster Model RT 150 
Capacity 15,000 Ibs. 
Litt 17 ft. 6 in. 


HARVARD EQUIPMENT CO., INC. 
295 CAMBRIDGE STREE 
ALLSTON 34, MASS. 

ST 2-0826 


X. L. 6 MOLDER & PLANER 


With blower and sawdust collector; com- 
plete with knives for 40 most popular mold 
ings; used 60 days; original cost $4500. Sell 
for $3500 or best offer, terms if desired. 
THRIFT LUMBER we Phone Sidney 7200 
Wm. Reuther 
3211 S. Kingshighway, St. Louis, Mo. 





LUMBER & DIMENSION 
FOR SALE 





2 Cars 2x6 to 2x10 rough Pennsylvania Gen- 
uine White Pine dimension. Well air dried. 
Average width 8 inches. Average length 12 
feet. Will grade about No. 3 Common. The 
Buchanan Lumber Company, Cumberland, Md. 





FOR SALE 
WOOD PARTS FOR TOY MANUFACTURERS 


72,000 Triangular pieces of 8/4 Arkansas 


Pine No. 1 Common thru Clears—75% Clear 
—8"'x9"'x12". 


8,000 pes. Arkansas Pine 8/4x12" Averaging 
24” to 36” long. 


Olfer price F.O.B. Belleville. 


Craftwood Products, 94 Stephen St., Belle- 
ville, New Jersey. 


Kiln Dried Douglas Fir Industrial Clears, all 
sizes, from our plant. 

Millwork Blanks Cut Stock 
Ladder Rails & Parts Mouldings 
Your inquiries answered promptly. 

Al Clements Lumber Co. 

PO Box 908 
Eugene, Oregon 


TWX EG 049 Tele. 5-3317 





FOR HARDWOOD PALLETS, industrial crating 
di jon, radio binet skids and similar 
products send us your inquiries. 
Hardwood Co., Bristol, Tenn. 





Corinth 





Popple and Pine 
Send us your car lot inquiries for 6/4 and 6/4 
Popple and 4/4 and 8/4 Norway and White 
Pine. Can resaw and surface. 
W. T. BAILEY LUMBER COMPANY 
Virginia, Minn. 





West Coast Kiln Dried D. F. Industrial Clears 
in all standard rough eizes. All stock shipped 
on guaranteed weights with WCLA inspection 
certificate. 


CASCADIAN COMPANY, INC. 
Box 12, Eugene, Oregon Phone 5-6312 





QUICK SERVICE TO DEALERS 
CL or LCL shipments 


Hardwood and Softwood 
Architectural Trim and Woodwork 


Stair Treads and Risers 
Plank Flooring—Wall Paneling 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 
Quick Estimating Service 


2,000,000 feet of hardwocds and 
softwoode in stock 


THE BUCHANAN LUMBER COMPANY 
Cumberland, Maryland 


BOOKS FOR SALE 


HANDY LUMBER CALCULATOK. A usetul 
pocket size manual including a lumber cal- 
culator for standard sizes, log rules, esti- 
mated weights of lumber and useful miscel- 
laneous lumber tabulations. Price 50 cents 








PLYWOODS. By A. D. Wood and T. G. 
Linn. The develor anulacture and ap- 
plication of plywoods. Oyer 100 illustrations. 
Applications of the use of plywoods in furni- 
ture, housing, ship-building, airplane con- 
struction and other related fields. Price $4.00. 





THE PROPERTIES AND USES OF WOOD. 
By .A. Koehler. This book presents in non- 
technical manner the more important tacts 
concerning the properties of wood and how 


these properties ect its utilization. Bound 
in cloth. Bsa pages. Price $4.00. 
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ee, — ® 


at wid a 


what that lay--a-way about 


from coast to coast 


I just found out plan is all 


motels, honey, 


Fashion note for women Thi 
darins 


hee led 
absolutely 


emmer high 
andals are especially when worn with 
. > . 


When they say two can live 
two men can live 


as cheaply as one they must mean 


as cheaply as one woman 


. > . 
Did you hear about the p 


traded in hi 
with a double ed? 


SUCCES f il 
and replaced it 


yehiatrist who got 


as soon as he office couch 


. > >. 

She: “Ohh! Is it a real diamond?” 

He: “Well, if it ain’t I been gypped outta two and a half bucks.” 
> * > 


He had so any accidents that he dex 


per onality 


eloped a splint 
- . o 


But a red cedar 
meeting specified 


You can slap some sort of label on everything 
shingle can be labelled “Certigrade” only by 
quality standards, 

Remember, when ordering, 
all and always 
label grade 

Whichever grade you require you are guaranteed a quality and 
cut the best of its type—every bundle with the 
triple protection of three good words Homestead and 


MAUK, 


that Homestead Brand Shingles are 
Certigrade and available in blue, red or black 


exact and true 

Certigrade, 
> . . 

Simple Celia says that dim lights 

scandal power 


have the highest 


\ new note has been added to an old tune. “I'll be seizing you 
in all the old familiar places.” 
>. >. . 


It isn’t the string 
worries her—it's the 


of pearls the man gives a gal that 
clasp that goes with it 
. > > 


Then there was the 
week he 
third week he 


feller who decided to reform The first 


was cutting out paper dolls 
. > > 


What Dept 
know what the old maid did? Said no once 


Do You Knou 

Do you 

o often 

Do you know 
business 

Do you know what 


what the goldigger does? Mine 


l 
her own 


MAUK products do? Boe 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 
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cut out liquor, The second week he cut out women, The 
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A wide assortment of harmonizing hardware 


designs especially created for the modern 
kitchen. 


Step-saving efficiency is assured when a gen- 
erous supply of spacious:cabinets are available 
for dishes and culinary accessories. 


Beauty in design and finish 


Note the smart, modern styling of this hardware nba 
and the wide variety of door and drawer pulls ae 
available. The sparkling chro- 
mium finishes-add beauty and 


years of extra service life. 








No. 460 
Ornamental Hinge 


iS ok a ae , 
a tet to 


No. 217 Door and Drawer Pull 


MANUFACTURING COMPANY 


STERLING - LLIN OS 





Waterproofed 
BRIXMEN S 


HELPS PREVENT 
EFFLORESCENCE 


Efflorescence is caused by soluble salts 
which are present in almost all masonry 
materials. When reached by water, these 
salts dissolve and may be drawn, by evap- 
oration, to the surface of the wall. 


Brixment is permanently waterproofed. 
during manufacture, with the most effec- 
tive air-entraining waterproofing 
known. 


agent 


Waterproofed Brixment mortar checks the 
passage of water and keeps it from per- 
colating down through the wall. dissolving 
salts which may be in the masonry mate- 
rials, and carrying them to the surface. 


ee 2 2 8 2 & F 


In addition to reducing the possibility of 
efflorescence, Brixment mortar gives you 
two other practical benefits: 


[ HELPS PREVENT LEAKY WALLS 


Even under pressure, water cannot 
readily pass through Brixment mortar. 
Therefore, if the face brick are back- 
plastered with Brixment mortar, an ef- 
fective barrier is set up against the pas- 
sage of water to the inside of the wall. 


GREATLY INCREASES DURABILITY 
Water cannot readily penetrate Brix- 
ment mortar. This prevents the mortar 
from becoming — saturated — therefore 
helps protect it from destructive action 
of freezing and thawing to which it is 
subjected many times each winter. 


Both these advantages of 
Brixment mortar are fully 
other recent 
reprints. 


waterproofed 
described in 


Write for 


advertisements. 


Louisville Cement Co., Louisville 2, Ky. 


FIGURE 1 


A To test Brixment and any other 
mortar for resistance to efflores- 
cence, “cap” two brick heavily with 
the mortars, and let harden. 


B Keep both brick for a few weeks 
in a shallow pan of water, as shown. 
See the difference with waterproof- 


ed Brixment mortar! 


FIGURE 2 
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Prepare two slabs of mortar, one 
with Brixment and one with ordi- 
nary cement-and-lime mortar. After 
mortars have hardened, seal a 
lamp chimney to each of the mortar 
slabs, using wax or candle grease 
and fill with water 


After 24 hours, note how much 
water has gone into and through 
the non-waterproofed mortar, and 
how little water has gone into or 
through the Brixment mortar. 








